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The Patterson-Sargent Company , 


Cleveland 





“LOOK INTO IT” 





TRADE MARK REGISTERED 


New York St. Paul 


Long Island City 


Chicago 
Detroit 


Kansas City 
Boston 




















Circulation of this issue, 19,000 copies 
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Your customers will 
what big industries 


DISSTON HACK SAWS 





The Teeth 
Cut Faster 


The teeth of Disston 
Hack Saws are cut at 
a special angle — the 
one angle that insures 
the fastest, easiest 
work. No other hack 
saws have this advan- 
tage. which is just an- 
other evidence of the 
care with which Diss- 
ton makes saws. 














SAWS TOOLS FILES 


CUT EASIER 


A man may think any hack saw is good 
enough, but only until he uses a 


DISSTON. 


Then he will know the difference, just 
as great metal-working industries know 
it after the rigid tests that led them to 
standardize on Disston. 


For Disston Hack Saws are unlike any 
others—different in steel, in design, in 
workmanship, in the service they render 
to their users. They cut easier and stay 
sharp longer. 


The reputation of Disston as saw- 
makers for 84 years stands firmly back of 
every Disston Hack Saw Blade. | 


Sell the hack saws that insure your 
customers satisfaction. 


Write us for stock list and convincing 
selling points. 


HENRY DISSTON & SONS, Inc. 


Makers of ““The Saw Most Carpenters Use" 
Philadelphia, U. S. A. 
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HARDWARE AGE 


Getting That 
Four-Time Turnover 


in Pyrex 


ID any year ever begin more favorably than 1924, 
and a Presidential leap year at that! 


Basic industries are humming. There is but little un- 
employment, and there was never so much home-build- 
ing. This means more and more Pyrex. We doubt if 
you could stock too heavily on Pyrex, even if you tried, 
but we are not going to let you try. 


The Pyrex Policy is a four-time turnover yearly, and 
thousands of merchants are doing it with our help. 


If any dealer is not doing it, there is something wrong 
with his selling methods, which the Pyrex Promotion 
will help him correct if he will give us a chance. 


Perhaps we may even help the most successful Pyrex 
store to sell more. The service costs you nothing but 
the will to write and a postage stamp. 


No Home Can Have Too Much 


PYRE: 


Transparent Ware 





Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
W orld’s Largest Makers of Technical Glassware 


ee 


ee ee ros 











HARDWARE AGE January 24, 1924 
















) 
} 


oe + ee 
HAP 























ng 





. 
—_—_— 
———_-_ 
=.=: ne 
4 "~ > 


od | 


- 
a 











4 
A 17] i 
KANN 4 A724 


"2° 


== 5@ 
























“DOC.” MORELITE ASKS :— 


What is Your 
Quickest-selling Item? 


If you carry electric lamps, you can answer this question 
instantly! 


For people buy things as they need them. They buy 
hammers and nails, coal-scuttles and stoves, only once in 
a great while. But in homes, offices and factories, electric 
bulbs are frequently wearing out and must be replaced. 


Take advantage of this constant demand with a Nitrogon 
display in your window. It need occupy but small space. 
But it will bring in trade and make new customers for 
you. A Nitrogon display ‘demonstrates the bulbs and 
illuminates your whole window, besides! 


If you lack window display material or are not supplied 
with Nitrogon Lamps, ask your jobber or write us. 


NITROGON ELECTRIC COMPANY, Inc. 
Newark, N. J. | 
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W. E. VAN TALGE SAYS: 


“HERE'S WHY I RECOMMEND 
ATKINS 27x77 SAWS 


TO MY FELLOW HARDWARE DEALERS” 


E. C. Atkins & Co., Indianapolis, Ind. 
Indianapolis, Ind. 
Gentlemen: 


There are a great many reasons for recommending Atkins Silver Steel Saws to my 
fellow hardware dealers, and I would like to state a few of them in this letter. I have 
handled Atkins Saws for 10 years and I find that they are made of the best Silver Steel, 
polished to either a Damaskeen or Mirror finish, taper ground. You have a choice of 
Perfection or old style handles. Guaranteed by a company that is more than willing to 
take the proper care of their trade. 


With Atkins Silver Steel Saws in stock, backed by a company that advertises liber- 
ally, besides giving numerous other selling helps, the dealer is assured that he can sell the 
goods to the consumer with a good return financially and no returned saws on account of 
imperfections. 


I find that a tie-up with E. C. Atkins & Company leaves nothing to be desired from 
the standpoint of quality in their goods or helps in an advertising way. 
Yours very truly, 
W. E. VAN TALGE. 


SEND US A LETTER 


There are thousands of dealers in the United States who handle Atkins Saws and who would 
gladly recommend them to other dealers. To the ones sending in letters for this contest on the above 
subject which are accepted for publication, we have a check for $10.00. Such reasons as the following 
can be included in your letter: the quality of Atkins Silver Steel Saws, the exclusive features such as 
the Damaskeen and Mirror finish, the Perfection handle, the taper grinding, the guarantee, the 
straightforward policies of the company, the selling assistance, the advertising, and any other reasons 
why you would recommend Atkins Saws to your fellow hardware dealers. 

Our only requirements are that you are connected with a hardware dealer who handles Atkins 
Saws; and that your letter be written on the stationery of the concern with whom you are in business. 
Let us have your letter as soon as possible. 

Address all communications to Contest Editor, c/o E. C. Atkins & Co., Indianapolis, Ind. 


A FEW POINTERS ON ATKINS 
JUNIOR MECHANIC SAW 





This saw has been created to meet a long-felt demand of the trade, brought about by the increas- 
ing use of tools by boys, boy mechanics, Boy Scouts, etc., and it is also a practical saw to meet the 
requirements of every household. , 

The Junior Mechanic is a high grade saw in every respect. It will be found invaluable fér home 
workshop use. It cuts elean, fast and easy, and it will encourage the boy to make things of perma- 
nent value for the household. It is sold at a very moderate price. | 

Made in 20-inch length only, skew back, nine point, taper ground blade, highly polished. Beech 
handle, coffee stained, full ‘carved, with two nickel-plated screws and a medallion. Packed in attractive 
individual boxes. 


‘ATKINS ALWAYS AWAY" 
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" Sell on Sight 


_~ becauge theyre righ t/ j 


ERE’S a complete line of Steel Tools— 
offered by folks who have been in the steel 
making business for more than thirty years. 


CRECOITE tools are shaped right, balanced 
right and tempered right—to make pleased cus- 
tomers for you. Then they are finished right— 
to make them look attractive; and priced right to 
make them sell faster. 


CRECOITE—the very “last word” in steel 
tools—means quality priced at figures bound to 
interest you and your customers. YOU can profit 
by stocking this line. 


Find out how the CRECOITE proposition will 
increase your sales volume and expand your mar- 
ket for steel tools. 






<n TOOL WOR, 
fants RIN 
‘'CRECOITE | 
Se TOOLS 
SARIN IND.YSY 





Ask your jobber or write today for complete information 
and Catalog H. : 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 


Marion Indiana 





MEN’S AND 


Tee CRECOITE STEEL Bac 


PRONOUNCED CRE-CO-ITE 
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. The Finest Piece of 
Washing Equipment 
that Ever Went Into 


An American Home 


DEXTER 








The first move in washing with the Dexter 
Double Tub. The washer will be thrown 
into gear automatically when lid is closed. 


a 


























| DOUBLE TUB 
- 
. Wring from first warm suds into scalding 
€ hot suds.The wringer does the lifting. The 
; hot clothes will not cool the second water. 
. | 

8 
: UST four simple operations in the hand- 
: ling of the washing — straight through 
from hamper to line without a moment's Wringing from second suds into blue 
: - ‘ rinse. The second batch s_ Iready 
| delay or asingle backward move. Washing washing in tub No. 1. 
| completed in half the time that any single | ' 


tub washer will do it. Clothes beautifully 
white and clean without boiling or hand- 
rubbing. 


You Can Sell that 
Kind of Washer 


And we have a wonderfully attractive 
proposition for you — with the most com- 
plete and most practical co-operative dealer 
sales plan that has ever come to your atten- 
tion. Ask us about it. 


The Dexter Company 


Fairfield, lowa 


















Wringing from blue rinse to basket. Third 
batch washing in first tub. Second batch 
in second tub—ample power for operation. 














Warehouses at } 


m Washing donein an houror less, operator 
Columbus, Péoria and Albany fresh and unwearied,with most of thefore- 
noon still ahead for other pleasant tasks. 
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PEXTO PRUNING SHEARS 











Size 13” x 18%” 


Assortment No. 1 consists of eighteen 
Pexto Pruning Shears, seven of which 
can be mounted on the Display Fixture 
—The Fixture is metal, lithographed 
four colors, has wire easel and chain 
hanger. 


Now is the time to see that your stock of 
Pruning Shears is ready to meet the demand 
of Spring Pruning. 


Pexto Pruning Shears are well and favor- 
ably known. They are designed to work 
easily and are made of best grade materials by 
expert workmen. 


The attractive metal display board will 
make selling of Pexto Pruning Shears easy. 


Write for Booklet showing complete line 
of these shears. 





WORTH WHILE TOOLS 


The Peck, Stow & Wilcox Co. 


‘ SOUTHINGTON, CONN., U. S. A. 
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Attractive Business Getting Help 
Counter Display Card in Colors 


FreetoDealers 


SUNIRO NUD SS 
| ’ | | ete e i uali O 
—S) t C | » LS ta ao “ ver 


led only by the quality of 
Simonds Hand Saws and 
Hack Saws. The same 
edge-holding steel, made in 
Simonds own Steel Mill, 
goes into the making of 
Simonds Files as in the cele- 
brated Simonds Saws. 


SIMONDS 


Files cut fast and do not 
wear out quickly. They are 








the highest grade files on 
the market. 


The accompanying picture 
is a reproduction of a most 
attractive dealers’ help or 
counter display card which 
we are offering to hard- 
ware dealers. IT IS FREE. 
When displayed on the 
counter or in a window it 
attracts. This card is 7 


HIGHEST ec] 27448) = FILE inches wide by 12 inches 


long and is printed in three 
MADE IN THE WORLD colors. 





ho a y Write for yours today. 


Simonds Saw and Steel Company 
FITCHBURG, MASS. 


CHICAGO, ILL. NEW YORK CITY LOCKPORT, N. Y. LONDON, ENGLAND SAN FRANCISCO, CAL. 
DETROIT, MICH. NEW ORLEANS, LA. MEMPHIS, TENN. PORTLAND, ORE. SEATTLE, WASH. 
MONTREAL, QUE. VANCOUVER, BG. C. ST. JOHN, N. B. 
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Some of the Products 
of the Atlas Tack Corporation 





(AN 


Registered 
Trade Mark 





Tacks for Carpets—plain and fancy packages. 

Tacks and Nails for making Baskets, Berry Boxes and Crates. 
Tacks and Nails for making Trunks and Bags. 

Tacks and Nails for making and repairing Boots and Shoes. 
Tacks and Nails for upholstering auto bodies and furniture.  “ 
Tacks and Nails for boat building and repairing. 

Tacks and Nails, brass, copper and steel. 

Tacks and Nails—wire, all metals for all purposes. 

Eyelets and Lacing Hooks for Shoes. 

Furniture and Upholstering Nails, plain and fancy. 

Capped Tacks and Nails, for automobile, saddlery and harness work. 
Double Pointed Tacks and Staples. Trunk Rivets. 


Belt Rivets—copper and steel. Brake Band Rivets. 
Hame Rivets. . Coopers’ Rivets. 
Tinners’ Rivets. Wagon Box Rivets. 


Burrs and Small Washers—all metals. 
Copper Storm Nails for asbestos shingles. 
Copper Ridge Roll Fasteners. | 
Glaziers’ Points and Glazing Staples. 


We make approximately 24,000 different classes, sizes and finishes of goods. 
Many of these are shown in our general catalog. 


“The Greatest Quantity of Quality” in all of our products and at the right 
price. 


Fairhaven, Mass., and 


St. Louis, Mo. 


Atlas Tack Corporation Fy v 





Registered 
Trade Mark 
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3. C. 
J. H. Graham & Co., 


Worcester 


CONFIDENTIAL 
to Hardware Clerks 


Boys, you all know Coes Wrenches; most of 
you are probably selling them across the counter 
every day. 


It is not exaggeration to say that they are the 
absolute proven best of all Wrenches—that is 
an admitted fact. When you give a man one 
and take his money, you are placing in his 
hands a tool that has been tested, tried and 
proven under the sledge hammer blows of 82 
years of experience and that has kept its head 
above all the wrenches that tried to wrest its 
supremacy from it. You are giving him a 
wrench that, on a dollar-for-dollar basis, will 
give him longer and better service than any 
other he can possibly buy. One Coes Wrench 
served 40 years—another served 26—and an- 


other 25 years. There’s proof of longevity for 


you. 


As a closing thought, we recommend that you 
make it your duty to see that you always have 
on hand a complete stock of Coes Wrenches-— 
for that means giving customers what they ask 
for—which, in turn, means satisfied customers. 


Sell a Coes Wrench today; in doing so tell your 
customer what you know to be true—that he is 
getting the absolute proven best of Wrenches. 


Sales Agents 


McCarty & Co., 


COES WRENCH COMPANY 


“In business since 184]” 





29 Murray St., N. Y. 
113 Chambers St., N.Y. 
Fenwick Freres, 8 Rue de Rocroy, Paris, France 


Mass. 
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Coes Steel and Knife- 
Handle Models are 
made in the following 
sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 
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. Poultry 
- Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 









Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and ate 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satistied Dissatisfied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and ¢ut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


: Muncie, : : : Indiana 
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Announcing 


: v 
" B sb fo” Revolutionary Changes in 


Design of the Ra HoneL 





]—Finished part of sign in sight SIGHT WRITER. You can com- 
pare with upper portion of sign to get correct arrangement. 


2— Spacing made easy. An ingenious arrangement for spacing be- 
tween letters that speeds up the work. 


3— Makes streamers of any length—two or more lines if desired. 
4— Conveniently closed up when work is interrupted or finished. 


5— No tugging or jogging of drawer to begin work. Merely drop the 
lid—presto!—everything there for instant work. 


6—Keeps all equipment in good order and away from dust, prying 
eyes and petty thieving. 


7—Easy to carry about. You can take work home or to another part 
of room or building readily. 


8. No elevation for elbows to surmount—just the thickness of the lid 
above the counter or desk. 


Q— No springs to weaken or get out of order. ‘ 


1Q—Quick-acting positive clamping device. No board clamp to warp 
out of shape. 


1] ]—Occupies no valuable desk or counter room when not in use. Just 
set it away like any suitcase. : 


]2—Every part conveniently placed. 


Fully Protected by Basic Patents Grantes 
May 3, 1910, and by Patents Applied for. 


Write for full information and sample of work. 


NATIONAL SIGN STENCIL CO. 


SOLE MANUFACTURERS 
1602 University Avenue 


See our exhibit at Pennsylvania and Atlantic Seaboard 
Hardware Conventions 


St. Paul, Minn., U.S. A. 
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—==._ Electro Welded 
=. Sanitary Dish 
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_ Drainer 
No. 35 


A display of these heavy, 15-inch dish drainers immediately suggests to the 
housewife not only the possibilities for sanitary dish drying, but also the factor 
of safety as applied to her choice glassware and china. There is a wide market 
for this item, one of a thousand of the high grade Natwire goods made by 
Wickwire Spencer Steel Corporation. 


It will pay you to investigate the strong selling features of these goods and 
you will be delighted with Wickwire Spencer service. 


Address Dept. A 


Wickwire Spencer Steel Corporation 


General Offices: 
41 East Forty-second Street, New York 


* Worcester Buffalo Philadelphia Detroit Chicago 
San Francisco Los Angeles 
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Apfornan beautiful design in builders’ hardware has been 
added to the Yale line. 


It is the Yale Athenian Design, a style which will appeal to 
home owners and home builders who desire the distinction 
of simplicity in their hardware, combined with Yale quality 
and correct artistic rendering. 
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This new design is a winner. It is made in steel and brass. 
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Ask us to send you a display blotk with the Athenian 
entrance door set. It will be furnished in the sectional style, 
or with knob and escutcheon, as you desire and you will find 
its sales making possibilities well worth the moderate cost. 
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Write for a supply of the new Athenian folders for distri- 
bution among your customers. These folders, imprinted with 
| your own name and address make highly attractive pieces of 


advertising literature identifying your store as a leader. 


This is the way to capitalize YALE to your advantage. 
Yale products are distributed by jobbers evervwhere. 


The Yale & Towne Mtg. Co. 
Stamford, Conn., U. S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Paddiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 








16 HARDWARE AGE January 24, 1924 













“3 


SAN ; Ly, 

— ~ \}* ‘ ) fi i 
=N\ \ eh AG 
J Rte =: . 
, 8% ~ 2, 


a 
< 


Vy Weel bel egy 


\\N 
ye 
he 
3 


LQ 


/f 

/ 

Ley, t 
» 


a ey 
Fa 
E|\ \\ 

























HERE are two 
I classes of homes 
being built in 
se every F -araagerad to- 
a, me day. ose that are 
a , Bi \e sina omeoel with modern 
SCN NS systems and those in S 
2 which provisions have i 
been made to install 
water facilities later. 
It’s only a matter of 
time until every home, 
old or new, regardless of size or location, will enjoy at least a few of 
the conveniences that running water makes possible, while every farm 
in the land, that can be classed as a real farm, will not only have 
running water for household purposes but will have a water system 
of ample capacity to provide for dairy uses, steck watering, for 
sprinkling and similar needs. 















You are acquainted with MYERS WATER SYSTEMS, Myers Line of Water Systems, its many styles, the broad 
have known about them for years, and have sold or range of pumping requirements successfully filled by 
installed them or have been a competitor to the Myers them, the uniformly high quality and dependability of the 
dealer up the street who handled them in your community. various types, and the attractive prices and terms we 
Myers Dealer or otherwise, we want every dealer, plumber extend to those who distribute them. 
or pump merchant, who sells, installs or recommends 
water systems for homes, farms, public or private institu- There will be more Myers Water Systems sold during 

tions, to be fully informed 1924 than ever before. Start the year right by writing us 
as to the completeness of the today for literature and information. 





THE F.E. MYERS & BRO.&o. 


ASHLAND, OHIO. 7 
ASHLAND PUMP AND HAY TOOLWORKS 
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ADvantages of 
the Exclusive 
Kyanize Agency 


1. Increased’ Sales. 

. Smaller Inventory. 

. Less sales expense. 

. Increased reputation. 
- More turnover and 
profits. 





ink whr> 





A Gold Finished Sales Making Display 


It sells the Outside Varnish you can guarantee 
and the world’s finest enamel 







UCH products as Kyanize Spar Varnish handsome, sales-producing window is_ the 
and Kyanize White Enamel demand the result. 
BEST in display material...Here it is! Any dealer who does not get the Kyanize 






EXCLUSIVE agency, where his territory is 
It talks for you and actually shows the open, is missing a large opportunity. We do 






effective use of Spar and White Enamel on extensiv = d 
a real wood doorway. The door and frame and. give our a Phage gy co er 
are REAL. The display looks so good that iin and cooperation, K A 





no home owner can resist its strong appeal. <a py 


When used with the large cutouts below, part You owe it to your future to get the details 
of the Kyanize 7-piece, 1924 window trim, a of our proposition. Use the coupon. 


a BOSTON VARNISH COMPANY 


Everett Station Boston (49) Mass. 














c- <y > 
PULL LILSE GS 


- COUPON 
Spee ed coveemes . § Boston Varnish Co. 
8 Everett Station, Boston (49), Mass. 
WHITE ' , U Check here if yon, are NOT a Kyanize 
“ gent to receive details. 
ENAM EL ; ’ 8D Check here, if you ARE a Kyanize 


dealer and have not received this Dis- 
‘ play Material. 





EST See a Pe ey ea ee Ee SS ee ne 


> 
ee or ee a A ee 
- 









le hecre 


18 





HARDWARE AGE January 24, 1924 


M4 
: 
. 3 
# 
- 


4 Dx 

ie 

4 i 

: ee = 
: 

ae 

os tare 

ee 
£ 


. Fae % 
Regge ORI RES, 





‘~ Never again,| say!” 


é¢ 


aw OY example, consider Dietz Lanterns! They are sold at a fair 








price that is well known to all Retailers. 


“We, as a Jobbing House, could take on a private brand of lan- 


terns at a slightly lower price than Dietz Lanterns cost us, but 
what would be the result? 


“We say that the expense of selling a Private Brand Lantern 
makes an additional profit necessary. 


‘Very true, but what about the Dealer? His selling expense is 
also increased! , 


‘Suppose he claims his share of this extra profit that we are making; 
what will we do? 


“Gentlemen:—I advocate during 1924 a strict adherence to ad- 
vertised brands of merchandise at established prices! There's 
more real profit in them!’’ 


R. E. DIETZ COMPANY, NEw YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 





Increase Your 
. Sprinkler Sales by 
Displaying these 
Attractively Packed 


a ARMSTRONG» 
tt ORIGINAL 


i 
: 
; 
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The Armstrong Original Fountain—the sprinkler with The Armstrong Half Fountain. Introduced first in 


the ““Mist-like” spray—is the largest selling ring sprinkler 1923, its attractive features at once won a remarkably 
on the market. It is the one your customers expect. The ; os 
display package makes selling automatic. arge sale. 


Solid Brass—all over. Made only in brass with the same ‘“‘Mist-like”’ spray 
Your trade appreciates the Original Fountain. Costs as the Original Fountain, its peculiar advantages are most 


no more than imitations and does its work better. Try apparent under test. Try it on your hose and see why 
it and see. it has proved so ready a seller. 
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THE ARMSTRONG “ORIGINAL” FOUNTAIN. THE ARMSTRONG “HALF FOUNTAIN”. 
Sprinkles a full circle with the ‘‘Mist-like’”’ spray. SPRINKLES A HALF CIRCLE ONLY. 
No moving parts—simple and efficient. Sprinkles the lawn—not the sidewalk. 

The original sprinkler of its type. Pick it up without shutting off the water. 
SIZE—8 inches in diameter. SIZE—8%4 by 5 inches. 
Shipping weight—10 Ibs. the dozen. Shipping weight—8 Ibs. the dozen. 











SS 


DEALERS WHO STOCK THE 


ARMSTRONG 
STANDARD) 


sPRAY PUMP 


HAVE A SPRAYER THAT MEETS EVERY SPRAYING REQUIREMENT 


—and all in one unit. This every purpose pump accomplishes 
every spraying operation. 


May be used with bucket, barrel or knapsack—-for spraying 
fruit and garden crops, disinfecting, whitewashing, spraying, cattle 
dip, washing automobiles, fighting fire, and countless other purposes. 


Dealers everywhere are finding it profitable to decrease 
investment and increase turnover -by “Standardizing” on the 
Pump of a Hundred Uses. 


Favorably known for twenty-five years. Made entirely of brass. 
Guaranteed for five years. Over 800,000 satisfied users. 
Nationally advertised in leading farm journals. 


ARMSTRONG Standard pump 
with “*potato’’ extension and No. 3 
nozzle attached to knapsack. 














January 24, 1924 








HARDWARE AGE 


Over 32,500 Eurekas 


were sold in Met rop olitan 
New York in 1923 





This, we believe, is the most phenomenal sales accom- 
plishment ever recorded in any comparable district. 


Within a radius of fifty miles of the City Hall of 
New York, over 32,000 Eureka Vacuum Cleaners 
were sold during 1923. This astounding volume 
of sales represents an increase of 50% over the 
year 1922 when 21,900 Eurekas were sold. Yet 
even more significant is the fact that during 
1923, in that small congested area, one Eureka 
was sold for every 29 wired homes. 


It is estimated that the combined electric 
cleaner manufacturers, producing seventy 
different trade-marked cleaners, sold approxi- 
mately 90,000 cleaners within the 50-mile 
radius during 1923. As Eureka sales alone ac- 
counted for 32,500—or 34% of the estimated 
total, it is reasonable to assume that Eureka 
sales equaled (in units sold) the combined sales 
of the next two leading makes of cleaners in 
the Metropolitan New York market. 


The Metropolitan New York district is recog- 


nized as one of the most difficult selling terri- 
tories in the world. The great number of apart- 
ment houses and other obstructive conditions, 
form a terrific impediment to direct selling. 


In view of such handicaps, we confidently be- 
lieve this is by all odds the most amazing 
example of electric vacuum cleaner selling ever 
accomplished, at any time, in any comparable 
territory throughout the world. It illustrates 
beyond doubt or question, the Eureka’s start- 
ling growth in popularity—and the impressive 
money-making opportunities for the live mer- 
chants through whom it is marketed. 


If you are interested in a substantial, perma- 
nent and profitable growth in your vacuum 
cleaner business, there is no more certain way 
to assure it than by an immediate conference 
with our sales manager in charge of your dis- 
trict. Write or wire the factory at once. 


EurREKA VAcuuM CLEANER Co., Detroit, U.S. A. 


Makers of Electric Vacuum Cleaners since 1909 


Canadian Factory, Kitchener, Ontarjo; Foreign Branch, 
8 Fisher Street, Holborn, London, W. C. 


I., England 
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“We are Putting 
a Heart in Business’ 


E spirit behind this institution has spread—spread 


] IS 
to the extent that it has become a permanent contri- 





We have been asked, “Does it 
pay?” Theletter on the adjoin- 
ing page is our best answer. 
It is no exception. Letters 
such as this are being received 
constantly by us. They are not 
particular to stress “the excel- 
lence of their last car of 
Hortons;” such quality is 
expected. Looking far beyond 
that to the bigger and more 
human side of business, they 
do take particular pleasure in 
thanking us for the “genuine 
help and cordial relations” in 
all our dealings. 


Horton dealers and distribu- 
tors are getting something out 
of life besides agenerous profit. 


¥% bution and factor toward ideal relations between 
manufacturer, distributor, dealer and the consumer. 


They are enjoying a fellow- 
ship in business which is of 
surpassing value. 


Do you as a dealer or distribu- 
tor want to share in the 
invariable benefits and added 
profits which come from a 
relation of this kind? 


It does pay! The surprising 
yet justified increase of busi- 
ness enjoyed by members of 
the great Horton family of 
dealers and distributors 
throughout the country dur- 
ing the past year, is proof of 
this fact. 


We shall be delighted to hear 


from you. 


HORTON MANUFACTURING COMPANY 
1302 Fry Street, Fort Wayne, Indiana 





ELECTRIC WASHERS 
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AND IRONERAS 
ort Wayne , Ind. 
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Weareproud to thus publicly acknowledge 
this splendid letter. Inspired as it was 
because of a most wonderful 
increase in volume, it reflects 
in a tangible way the results 


of “Horton Spirit.” 
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1 COPD _ Me «ODEN V. L. ERICKSON Similar to No. 32 without electric motor. Operated by 
ss a Ma hand or by gasoline or farm motor. Retail price, $47.50. 
gain sot —— Horton Miracle Washer No. 22 
TO pacuene MS a 11/13/ 23 The highest grade hand-operated washer. 
ago 
Chicas Retail-price, $18.00. 
Peerless Water Power Washer No. 35 
Requires only 25 lb. pressure. Trouble-proof and does 
the work. Retail price, $22.50. 
Horton Vacuum Washer No. 35 
; gracturtne ease he Be podd- A vacuum type hand power machine for the farm or 
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The pioneer mechanical washer 

of 1872 was the HORTON —foremost 

today is the HORTON, the original 
3-Cup Suction Washer 





ELECTRIC WASHERS 
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THE 
HORTON LINE 


Horton (3-Cup) Suction Washer No. 40 
Retail price, $160.00 with copper tub; $165.00 with white 
vitreous enamel tub. 

Horton Home Ironer 30-Inch Roll 
Retail price, $140.00 (gas heated}; $175.00 {electrically 
heated df. 

Horton Ironer 


Retail prices,42-in. $145.00 and 46-in. $155.00[gas heated} 
46-in. $200.00 [electrically heated}. 


The Famous Horton No. 32 


Over 75,000 seld. In pan demand today than ever 
before. Retail price, : 


Horton Power Washer No. 31 



















































AND IRONERS 
Fort Wayne , ‘Ind. 
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“hima Apex, with an additional generous trade-in allowance 
for old cleaners, enables you to put this branch of your 


business on an entirely new and highly profitable basis. : 
You can accept your customer’s ; v 


Write us on your own letterhead for full particulars. 

Old Cleaner in “There is an Advantage in Handling the Apex-Rotarex line’’ : 

Part Payment THE APEX ELECTRICAL DISTRIBUTING CO. 3 
? 1065 East 152nd Street, Cleveland, Ohio 


Factories at Cleveland, O. and Toronto, Ont. 


aC © NewReduced Price 
(Complete Set of Attachments, $10) 
This substantial reduction in the price of the famous 
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Hygrade Lamps 











You cannot buy a better lamp 


There is more real value in Hygrade 
lamps than in any other lamp you 
can buy. 


Persistently well made. Sold 
without restrictions. Backed 
by consistent dealer helps. 


Our nearest representative will 
tell you how Hygrade 
dealers do a substantial, 
profitable and in- 
creasing business. 


Write tor his name. 

















HYGRADE LAMP CO 
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A complete line of large style 
incandescent lamps 
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Ball Bearing 
Hand Power 
Washers 















Power 
Washers 


Water 
Motor 
Washers 


The Queen Washes Clothes, 
Safely, Thoroughly, Quickly 


It utilizes four established principles in cleansing— 
Agitation, of the most positive kind; Rubbing, 
gentle, but effective, and without injury to clothes; 
Suction, created by the thorough agitation in con- 
nection with the patented centerpiece; Steam, to 
bleach and sterilize. 


The Queen washes a tubful of clothes in four to 
eight minutes. Just fill the removable white cedar 
tub with the clothes and hot, soapy water—turn on 
the motor; that’s all. The four arms of the agita- 
tor dolly with their four wooden hands or spokes 
oscillate the clothes back and forth, the sides, bot- 
tom and centerpiece providing one large rubbing 
surface. 

The patented Queen centerpiece serves a triple purpose; 
it pe additional rubbing surface, it creates suction, 
and prevents wash from getti into the center where there 


n 
is no agitation. It is yemovebie for cleaning carpets, quilts 
and other large pieces. 


The Queen line of washers will 
make for bigger sales and profit. 


THE KNOLL MANUFACTURING CO. 
Established 1886 READING, PA. 


Queen 
électric Washer 


Washes a Tubful 








in 4 to 8 minutes 
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LAMPS 


The true value of a quality item 
cannot be measured by the profit 
on initial sales. 


It must be gauged by that earning, 
plus the profit on the other business 
it attracts —the confidence it in- 
stills into the sales force—and the 
prestige it gains for the distributor. 
There is no higher quality than that 
which is built into “Save” lamps. 


If your jobber does not sell them, write us. 








THE SAVE SALES COMPANY 
TOLEDO OHIO 


























or Sak ea 6 an a 
ie ae eee ek ee 
Si Seis 








January 24, 1924 


HARDWARE AGE 


27 








SETNTE 


ior 








‘‘Satellites’’ make up a complete tipless line 
of high quality incandescent lamps, very at- 
tractively packed, 


The very best material and workmanship is 
used in their manufacture, and as a result 
the product is of decided excellence. All 
lamps are fully guaranteed. 


22 HUDSON STREET 





Quality Lamps at Attractive Prices 


Nobody wants to buy cheap lamps. Cheap lamps are dear at any 
price ; but quality lamps, at prices that permit a good margin of 
profit, go over big. 


Satellite lamps are quality lamps attractively priced. They will go 
over big for you. 


If you are interested in increasing lamp turnover and profits, 
write for full details, price-lists, discounts, etc. 


Or better still, send us a trial order for a few standard packages 
(at our best discount) which may be returned to us if not entirely 
satisfactory to you. 


ORDER THROUGH YOUR JOBBER 
If He Cannot Supply You, Write Us. 


We are seeking permanent trade connections with the better job- 
bers who are particular about the lamps they handle and who 
wish to handle a quality line in which there is a satisfactory 
margin for their dealers and themselves, a line fully guaranteed 
by a responsible company. Write us for particulars. 


BEDFORD LAMP WORKS - 


(CINC.) gt NEW YORK CITY 


FACTORY—BROOKLYN, N. Y. 














GARAGES 
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HERE are hun- 

dreds of sales of 
portable electric drills 
to be made in.the com- 
munity you serve. 


You can be doubly as- 
sured that every sale 
will mean a satisfied customer 
if you supply this demand with 








Ask for Catalog 21-L 
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Just off the press! 
“The Good Mechanic Knows” 
he UNITED STATES 






CINCINNATI, 


Diatrict Sales Officea and Service Stations 





Boston Columbus Kansas City, Mo. Philadelphia 
Buffalo Detroit Milwaukee Pittsburgh 
Chicago Houston Minneapolis St. Louis 

Cleveland Indianapolis New York Toledo 





Complete stocks carried in all service stations 
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ALWAYS KEEP SCREW DRIVERS DISPLAYED PROMINENTLY 


EVERYONE USES THEM 





Put up on an attractive red and gold display card. 


Little Wonders are made from the best steel, blades are carefully 
tempered and will not turn in the handles. 


Long steel ferrules and handles in red varnished finish. Blades and 
ferrules nickel-plated to prevent tarnish or rust. 


Assortment comprises four drivers each with 1%”, 2” and 8” 


att wd LITT LE WONDER = A 5 blades. Each dozen on card in separate container box, 
5 4f )RIV <tt* 





| ; 


| No. 40 Matchless Assortment 


The blades of Matchlesss Screw Drivers extend clear and are 


vil (| i | Y \ i 7 vty held securely by a heavy steel rivet and by the hex nut at the butt 
| i end. Built for service and will withstand most severe prying and 


, twisting strains. 
( a Blades and ferrules highly polished; handles finely finished in black 
; La un mmm a rubberoid. 
ss Steel display stand enameled, with handsome lithographed front 
plate showing points of merit. 


Assortment comprises two 3”, four 4”, two 5” and four 6”. 


Y Match Me Jd 





No. 35 Reliance Assortment 


Boba. Reliance Screw Drivers are sold from an attractive all-steel dis- 
i 7 il jliky play stand enameled in four colors and provided with rubber feet 
Ty it i i! s to prevent scratching of counters. 
T “RELIANCE scR jEWDRIVERS = B | Blades of special tempered steel securely riveted to prevent turn- 
lp) .. ing. Handles designed to fit the hand perfectly and nicely finished 


in black rubberoid. 


yeveunert TUS 
de Blades full polished and ferrules nickel-plated. The assortment 
rat 4 : contains four 4”, four 5” and four 6”. 


Also packed one-half dozen to the box, sizes 2” to 12”. 








No. 55 Oh-Kay Assortment 


A strong, reliable screw driver that can be retailed at a popular 
price. 

High grade steel blades, blued finish with flats of points polished. 
Will not turn in the handles. Each driver tested and ferrule held 
by a newly invented method. Fluted hardwood handles, stained 
red and varnished. Nickel-plated ferrules. 


Stand made of heavy jute board printed to imitate the grain of 
wood. Displays one dozen at a time. 


Assortment comprises two dozen drivers—eight 4”, eight 5” and 
eight 6”. 


The Bridgeport Hardware Mfg. Corp. 


BRIDGEPORT, CONN., U. S. A. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 


Electro Zinc Coating of uniform 
thickness and enameled with white 
varnish, both being applied after 
weaving, which binds wire toget- 
her and makes a dull gray finish 
throughout. 


Made in even inch widths from 
18 to 48 inches. 
12 Mesh, No. 338 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 
18 Mesh, No. 34 gauge filler 
No. 35 gauge warp 


Also Other Brands 


Cortland Black Enameled 
White Metal Finish Galvo-Black 
Wickwire Bronze Premier 





Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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Why. : 




































Lo 
Ci ti ¢ Bfabition 
of the Pennsylvania and Atlantic Seaboard Hardware Conven- 
tion at the Commercial Museum, Philadelphia, February 12, 
13, 14, 15, 1924? 
If you are an up-to-date dealer—if you want to know the, 


very latest and best in the hardware line, you should make it 
a point to attend this Convention. 


Your success as a dealer depends on the speed of your 
turnover. 


Your goods sell rapidly if they are what the public wants 
and needs. 


Your selection of articles for sale by you is a very serious 
matter, and the care you take in investigating the goods offered 
you by the various manufacturers will go a long way towards 
assuring you of quick and profitable sales. 


Ordinarily you must depend on the Manufacturers’ salesmen 
to show and explain their new and leading products: But you 
can’t have all the manufacturers’ salesmen call on you in one 
day, nor can they bring to you full size samples of all the bulky 
products—and yet, seeing is believing and to be able to make 
comparisons between the manufacturers’ goods is a very im- 
portant and worth while thing. 


ware 

This exhibit is entirely free to you. 
Your only expensée is your railroad fare 
at reduced rates and reasonable hotel bills 


For information write 


eet. eels SHARON E. JONES, Secretary 
© ORS os Shae 604 Wesley Building 
és Philadelphia, Pa. 


op 















H 
wd owe 
SS: 
wat 
A 
5 
ahs 


.~ 
os {ui 
ss 


— 


Ky ae: brings eI 
anufacturer § Buyer to gether f 


_= 
—, 
~tey, 






re 


-_ 


= 


BN 


als 





A ne 
a 


~e 
ee 











January 24, 1924 


HARDWARE AGE 



































JUVENILE 


Automobiles 


Velocipedes 
Scooters 


Tricycles 











Raise the Kiddies on 
én k & Wheels 4 A 


Coupes - 








PAT and MICKEY 
MOORE 
Paramount Movie 
Stars 








poogons 1 


American leadership is the reward 
of high quality and distinctive Chil- 
dren's Vehicles and in _ faithful 
adherence to high standards. These 

qualities invariably produce exception- 

ally good products, which the majority of 


RICHARD HEDRICK 
National Movie Star 
in His American 




















JUVENILE 


Coaster Wagons 

Steel Express 
Wagons 

Pedal Bikes 

Hand Cars 

Doll Carriages 











dealers discriminatingly demand. 


Thus, the A A Al rating which we enjoy is not 
our chief capital. The resources upon which 
The American National depends most, is an 
organization of seasoned experts, working in 
interested harmony to produce the best in Juvenile 
Vehicles. ZA. 
<é KZ sere> President 
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Good fishing this year 


> 


Mengel Dealers 


Merchants who angle in the play- 
thing market with the Mengel Line 
this year are assured beforehand of 
good fishing. 

The bait is better than ever—a 
complete and improved group of 
toys, brilliant in color, irresistible in 
appeal. This has been fastened on 
the hook of fine consumer advertis- 
ing and cast in the streams where 


customers are thickest. 


The Ladies’ Home Journal, 
Good Housekeeping, Pictorial Re- 
view, Atlantic Monthly, Review of 
Reviews, Harper's Magazine, Scrib- 
ners, World’s Work, Century—all 
these proven media will carry Men- 
gel advertising to the finest markets 
for playthings. In these channels of 
business there's a full catch for 


every merchant who carries the 


Mengel Line. 


Stock this new number 


Roll-O-Rex, a new and fascinat- 
ing game has been added to the 
Mengel Line. It’s a winner. Played 
indoors or out, by young and old. 
Practical in every way and a 
world of fun. It’s a feature num- 
ber for your store. Many of the 


familiar Mengel numbers have 
been improved. 

Selling cooperation from the 
Mengel Company will be stronger 
this year than ever. You can 
learn all about our plans for the 
coming year when you visit 


The Mengel Toy Display 
Room 804, Breslin Hotel 


/ 


New York Toy Fair 


Room 413, Fifth Avenue Building 


DON’T MISS IT 


THE MENGEL COMPANY 
LOUISVILLE, KENTUCKY 


Mengel Playthings 
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Back Again! 


RAZORINE 


(Registered Trade — 


This wonderful 
RAZOR SHARPENER 


is back again on the market and can be obtained 
in any quantity. 


RAZORINE 


will sharpen any razor either hollow ground or 
safety. 


BUY THROUGH YOUR JOBBER 
$1.50 PER DOZEN 


Remember Razorine is a quick seller. It comes 
to you packed one (1) dozen cakes on an attrac- 
tive counter display card, retailing for 20c a cake. 





KEENE LABORATORIES, INC. 


Successors to 
Razorine Manufacturing Co. 


47 West 13th Street Tel. Watkins 4807 NEW YORK 
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Talk to These Pests 
with a Remington Rifle 


Rats annually destroy crop and stored prod- 
ucts in America worth $200,000,000 —and 
W codchucks make endless trouble in the fields. 


HIS is where sportsmanship shows its prac- 
tical side. 
Popping off the pests ought to be part of Amefican 
Reason 1—The thrill of “getting” a moving target. 
Reason 2—Protection against the destroyers and 
nuisances—like weasels, rats, foxes, skunks, bob- 
cats, coyotes, gophers, hawks and crows. 
Reason 3— Picking up some cash from raccoon, 
‘possum and skunk skins. 
Pleasure, profit and conservation are what you 











The standard for accuracy and uniformity. 
And the shooting Americans know it. 


A Fertile Field Remington Cultivates for You 


Your townspeople—farmers in your community, know Remington products. Springtime is adver- 
tising and sales time for Remington Rifles, Remington Metallic Ammunition and Remington 
Pocket Knives—‘Specific knives for specific purposes.” Feature these seasonable lines now! 


Remington’s advertising each month cultivates this fertile sales field for you. You reap the har- 
vest—-increased business. 


Watch for Remington’s Advertisements in March! 


The Authority in Firearms, Ammunition and Cutlery 


Also Makers of Remington Cash Registers 
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To Hardware 
Retailers 





Your 100 Unknown 
Employees 


Besides your clerks,{whom”you know, more 
than 100 other people are working every day 
for your success. They are in your store in 
spirit giving you good counsel on all things 
pertaining to the successful conduct of your 
business, giving you dependable buying and 
selling advice. 


You may know a few of them personally, 
but the great majority of this unseen force 
must remain strangers to you, known only 
through their efforts which reach you every 
week in concrete form between the two 
covers of Hardware Age. 


To the world in general Hardware Age is 
simply the leading publication in the hard- 
ware field. But you who read it every week 
know it as more than that. You know it as 
a business friend always ready to help you 
on all hardware business problems, and the 
object of this help is to enable you to sell 
more hardware and make more profit. 
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Sell Starrett Inside Micrometers 


The adjustment for wear and the hardened 
contact surfaces insure long life and lasting 
accuracy. 








Write for Catalog No. 22 “A” and the Supplement describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World's Greatest Toolmakers— Manufacturers of Hacksaws Unexcelled 
ATHOL, MASS. 
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Napoleon—Military Genius 
Lincoln—Kindliness 

National Builder’s Hardware— 
Sound Quality—Direct Distribution 


Liberal Profits 


A man of parts is known by his outstanding character- 
istics. Napoleon was known for his military genius and 
vision—Lincoln for his kindliness and deep human 
sympathy. 


National Builder’s Hardware is known for its Sound 
Quality, its Direct Distribution and its Liberal Profits. 


Those three points are responsible for its sweeping 22- 
year success and its country-wide popularity. You can’t 
go wrong selling it, and the way to start is to send for 
the National Salesman in your section. If you can’t 
reach him, write to us direct and we will have him call. 


National Manufacturing Co., Sterling, Il. 




























NATIONAL 
NO. 24 
COTTAGE LATCH 


This Latch is made espe- 
cially for light-weight doors, 
cellar doors, storm doors, 
etc. It is made entirely of 
steel, and is japanned in a 
manner that guarantees its 
ready sple—if appearance 
counts much in the per- 
formance. 


The long, graceful lines of 
this Latch make it emi 
nently suitable for high 
class work. 


Packed one in a box, with 
screws. ° 


Ask your National salesman 
for it. 
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What’s the Lesson? 


OTHING is changeless but change. A striking 
event is more dramatic when it is written about 
in a simple way. 


All of the hardware trade—manufacturers, jobbers 
and even little retail merchants in out-of-the-way vil- 
lages and hamlets in every part of this country—will 
read with profound interest the item on page 56 that 
the last member of the Simmons family has passed 
from active connection with the hardware business. 
It is an unusually dramatic event in the hardware 
trade. 


E. C. Simmons, the founder of this great business, 
was a poor boy. He went to work at an early age. 
He had no background of wealth or influence. Slowly, 
by reason of intelligence, energy and close applica- 
tion, he worked his way up-in the business. He was 
a stock clerk. He became a salesman. He carried the 
keys of the house, as he was the first to arrive in the 
morning. By reason of his service he became a 
partner. 


At that time Waters, Simmons & Co. were a smal! 
concern doing business in a thinly settled, crude, but 
rapidly growing country. As their territory devel- 
oped, this small house kept pace. They moved into 
larger buildings. They increased their stocks and 
the number of their salesmen and covered a wider 
territory. They were the first mercantile partnership 
to incorporate. 


In his methods, E. C. Simmons was human, simple 
and direct. He believed in the Golden Rule and prac- 
tised it in his business. He had three great interests 
in life—his religion, his family and his business. 
Every Sunday he assembled his family and read the 
Ten Commandments. Night and day he thought of 
his business and the men who worked with him in its 
development. In his later years his one thought was 
for his sons. Realizing that human life was short, it 
was the great desire of his heart to perpetuate his 
business through his three boys. 


E. C. Simmons had all the qualities of a great 
leader. His men believed in him absolutely. They 
believed in his integrity, in his fairness, in his sense 
of justice, and they also believed in his ability as a 
business man. They constantly drew into his organ- 





ization good hardware men from all parts of the 
country. He welded them into his business. These 
men were loyal, practical and hard workers. Under 
his direction they built up the greatest hardware busi- 
ness in the world. Mr. Simmons made a fortune for 
himself and he put many other men in the line of 
making their own fortunes. 


E. C. Simmons stood out as a great teacher. He 
believed in teaching patiently with line upon line 
and precept upon precept. He inculcated into his or- 
ganization the principles of integrity, truthfulness, 
industry and economy. The Simmons Hardware 
Company enjoyed great material success, but entirely 
beyond that, under the leadership of Mr. Simmons, 
this house stood for more than material gain. They 
kept their obligations. They paid every bill one hun- 
dred cents on the dollar. They believed in the policy 
of live and let live. No weak manufacturer was ever 
crushed in their grasp. No customer meeting with 
temporary adversity ever failed to receive a helping 
hand. No employee in the house or on the road who 
did his part ever failed to receive just compensation 
for his efforts. 


At the pinnacle of the success of this house there 
was an organization of “men in the various parts of 
the business that has probably never been excelled in 
the business history of this country. 


These men, like the founder of the business, came 
into the business poor. Nota single man ever brought 
any capital into the business of the Simmons Hard- 
ware Company. All these men brought was ability 
and a willingness to work hard. The capital came 
from the profits earned in the business. These men 
found their joy in their work. They joyfully worked 
together for the business. 


When the sons entered the business, there was a 
new era. It is a more difficult thing to hold together 
a large and successful business than it is to build it 
up. The reasons are simple and fundamental. A 
business has its youth and also its old age. In the 
youth of this business the workers were young and 
poor. They lived simply. Their attention was not 
diverted by the outside interests that come with an 
accumulation of years and wealth. They were satis- 
fied with moderate salaries. They looked for their 
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greater compensation, not from their fixed salaries, 
but from the earnings on the stock they had acquired 
in the business. Therefore all of the leading men 
were directly interested in everything that led to an 
increase in profits for the whole business. 


However, under the sons of Mr. Simmons much of 
the stock, by reason of deaths and changes, was held 
outside of the business. The leading men were draw- 
ing large salaries. Salesmen and other employees 
could not be interested by stock issues as in the old 
days when the business was growing so rapidly and 
when profits were large. 


The country had developed. The local jobbers in 
all parts of the territory had larger capital. They 
were carrying more complete stocks. They were also 
learning lessons in salesmanship. The three sons of 
Mr. Simmons had a very heavy burden to carry. Ex- 
penses were high and competition was very keen. 
The business had grown old. 


What of these sons? The oldest son, Wallace D. 
Simmons, was in some respects even the superior of 
his father. However, as was only natural on account 
of the difference in his education, he lacked that 
human touch and that understanding of the hopes 
and aspirations of the common, average man who 
makes up the great mass of tthe hardware and every 
other business. He worked early and late for the 
good of the business that he had inherited. He was 
straightforward and honest and in a situation for 
which he was not fitted by temperament he did his 
level best. Finally, at a critical period, his health 
failed, and in a large measure he was compelled to lay 
down the burden and direction of this tremendous or- 
ganization. 


The second son, Edward H. Simmons, was an ex- 
ceedingly hard worker. He devoted his entire time 
and attention to the business. He gave all of his life 
without reservation to the increasing complications 
and details of this great business. 


George W. Simmons, who has just retired to accept 
the vice-presidency of a New York bank, was the best 
“mixer” of the three sons. He has traveled all over 
the United States and has a wide acquaintance in the 
hardware trade. He is very popular and has a host 
of friends. His future career in financial circles will 
be watched with keen interest by all who know him 
and he will have the best wishes of all of his friends 
for his success in his new field of endeavor. 


Now let us sum up. The house of the Simmons 
Hardware Company has written history largely on the 
records of the hardware trade. Thousands of men, 
both as their employees and as their customers, have 
been influenced by this business. What has this influ- 
ence been? Has it been good or has it been evil? 
There is no question whatever that the Simmons Harda- 
ware Company from the beginning to the ending stood 
for what was best in individual character and in the 
ethics of business. 

One man who was closely associated with E. C. 
Simmons for many years has written that in al! these 
years he never knew him to do a mean thing. 


However, in a broader sense, what lesson must we 
learn from the history of this business? It has been 
well said that every business is but the lengthened 
shadow of one man. In the beginning almost every 
business is a one-man business, but when these busi- 
nesses, by reason of the ability and the genius of this 
one man grow to national proportions, what of the 
future? How can the business be perpetuated? 
Study what has happened to hundreds of great busi- 
nesses in this country when the old feudal idea of 
Divine Right and the hereditary succession has pre- 
vailed in the business. We all know. 


There is a new era in business today in regard to 
the hereditary control of business, just as this new era 
has taken place in the hereditary control of kingdoms. 
There is no more reason to believe that a son can fill 
the place of his father as a business genius than that 
the son of Caruso can succeed Caruso as a vocal 
wonder. 


The lesson to be learned is that great businesses 
must be perpetuated as institutions. Business genius 
must be found somewhere to continue these businesses 
and the whole question must be not of family—not of 
wealth—but the simple, natural succession by reason 
of the business ability to handle the job. 


Then there is another angle to this problem. Is it 
fair to the son or to the sons to place such a burden 
on their shoulders? Possibly these sons by their 
temperaments or by reason of their education have 
other desires and aspirations. Is it fair to force 
them to take up tasks that are distasteful? Why 
should they be forced to associate possibly with a class 
of people with whose problems, struggles, privations 
and aspirations they have nothing in common? 


The lesson of the rise and the passing of the Sim- 
mons family in the hardware business is no reflection 
whatever upon the sons of E. C. Simmons. They 
became enmeshed in a system in business that is 
fundamentally wrong. They were the greatest suffer- 
ers by reason of this system. 


E. C. Simmons was a business man who stands out 
in a striking manner as a model for all business men 
in all lines to follow. His great mistake was in not 
understanding the fundamental principle that a busi- 
ness is perpetuated not by money—not by family— 
but by the combined genius of the people conducting 
the business to do it as it should be done. 


Again, what’s the lesson? Just as Thomas Jefferson, 
with his far-seeing wisdom, realized that the entailing 
of estates through the eldest son was not for the com- 
mon good, so today it is not wise nor is it fair to the 
many who take part in building up a great business 
for that business to be entailed through a hereditary 
family control. Nor as we see in this Simmons instance, 
as in many others, is it to the interest of the busi- 
ness itself, nor is it good for the heirs of that business. 


American business is in a constant state of flux. The 
entailment of a business under family control is con- 
trary to the theory and practice of the best American 
traditions. 
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BY FRANK B. RAE, JR. 


ing electrical appliances in ser- 

vice. Some dealers think it 
means repair work. Some think it 
means replacing breakage. Some 
think it means becoming forever re- 
sponsible for appliances sold. It 
doesn’t. It means nothing more or 
less than keeping the appliances in 
active service. When you realize that 
fundamental fact, about half your 
servicing worries will evaporate. 


Sling electri simply means keep- 


Exaggerating the Guarantee 


Most servicing troubles—looked at 
from the merchant’s viewpoint—are 
due to exaggerating the guarantee 
under which electrical appliances 





In some stores the minor repairs and 
adjustments of appliances are done 
right under the eyes of the customers, 


to show them how simple these ma- , 


chines are and how little attention they 
require 





Out of Service 


HARDWARE AGE 


“‘Vice’’ 


are sold. Some _ salesmen, intent 
wholly upon getting the order, will 
promise too much. “Is this machine 
guaranteed?”, they say. ‘Why, 
madame, if this appliance ever gets 
out of order, all you have to do is 
to call us up on the telephone and 
we will have a man right out to fix 
it. We guarantee it absolutely.” 

Naturally enough, the _ trustful 
customer accepts the salesman’s as- 
surance at its face value, so when 
little Johnny pokes the ice pick into 
it to see what makes it go round, or 
when a careless servant drops it 
down the cellar stairs, the dealer is 
expected to make good all damage 
without quibble or question. 

Another source of annoyance and 
expense to retailers lies in the fact 
that appliances are so frequently 
sold and delivered without sufficient 
instruction in their operation and 
care. Some women who buy electric 
cleaners do not even know that it is 
necessary to empty the dust bag; 
few have any idea as to when, how 
or with what an appliance should be 
oiled. Too many clothes are put into 
a washing machine almost invaria- 
bly, and too many are fed into the 
wringer. Flat irons are set into a 
pan of water to cool; washing ma- 
chine connector cords are allowed to 
be scuffed about on concrete cellar 
floors or to lie in the wet; half a 
dozen appliances are permitted on 
a single circuit with consequences 
ruinous to fuses, and dishwashers 
are expected not only to clean off but 
to consume and wholly obliterate all 
table scraps, including meat bones. 
Obviously, these great expectations 
are not realized. 

When the retailer appreciates that 
servicing means keeping appliances 
in working order, he gets a new 
vision of its importance. It becomes 


4} 





Appliances received for repair are handled 

by one smart dealer over the counter where 

he sells electrical accessories. Result. in- 

creased sdles of these electrical items on 
which the profit is large 


then a factor in that wonderful 
force which we call good-will. 


Service Builds Business 


“It is obviously a fallacy to look 
upon the rendering of such service 
as an expense,” declares a manufac- 
turer who is well posted on this sub- 
ject. “Rather it should be consid- 
ered in the true light of business 
building, and as a most effective 
method of advertising. 

“A fair charge should be made 
for all service work, except on guar- 
anteed products where the trouble 
is clearly due to poor materials or 
workmanship. But charges should 
always be moderate and the cus- 
tomer” should be made to realize 
that your service is dependable and 
fair. 

“Intelligent and satisfactory ser- 
vice can be given only when the 
dealer is thoroughly familiar with 
the article he is handling and has 
proper facilities and an adequate 
supply of parts with which to 
work.” 

Immediately we hear murmurs of 
protest from the hardware dealer. 
“How,” he asks, “can a busy mer- 
chant with no technical training be 
expected to become an electrical ex- 
pert?” 

Farming Out Repairs 

The answer is that he isn’t ex- 
pected to be anything of the sort. 
Such actual repair work as is re- 
quired on a good appliance can be 
“farmed out” under satisfactory ar- 
rangement with a nearby electrician. 
In making such arrangements, the 
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hardware dealer should and can in- 
sist upon fair charges, capable 
workmanship and promptness; he 
can himself carry the necessary 
stock of repair parts, and can add a 
reasonable percentage to cover his 
own time and trouble. Such repairs 
can be made mildly profitable. 

The minor servicing of appliances 
is quite another matter, and is 
rather a problem in merchandising 
than in repair shop management. 
For it begins, as we have before 
suggested, with the sale of the ap- 
pliance. 


Teach Your Customers 


Lack of knowledge regarding the 
use and care of machines causes a 
great majority of service calls,” 
says the manufacturer. “This lack 
of knowledge is due to a great ex- 
tent to either a very superficial dem- 
onstration of the appliance or to for- 
getfulness on the part of the pur- 
chaser. If each dealer was careful 
to have his salespeople make a very 
thorough demonstration at the time 
of making the sale, and then call 
back about ten days after the sale 
is made to make certain that the 
purchaser thoroughly understands 
the operation of the machine, he will 
find that the greater part of his ser- 
vice calls will be eliminated. 

“In making this second call it will 
also be possible, in practically every 
case, to get the names of people that 
might be interested in the purchase 
of other appliances, so that you can 
make this call serve two purposes— 
first, to see that your customer is 
satisfied, and second, to get pros- 
pects for further sales. 
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“One of the most common faults 
contributing to the dissatisfaction of 
customers, and one which develops 
the need for a great many service 
calls, is the misinterpretation of the 
manufacturer’s guarantee. 

“It is, of course, impossible for 
any factory to achieve absolute per- 
fection. No matter how high the 
standards are set nor how carefully 
operations are checked, it must be 
expected that an occasional imper- 
fection or defect may get past the 
most scrupulous and painstaking in- 
spector. Realizing this human 
weakness, we manufacturers protect 
the purchasers of our products with 
a written guarantee. 

“Very frequently the intent and 
meaning of factory guarantees are 
misunderstood by purchasers, and 
sometimes are misinterpreted by the 
dealer and his salesmen. Misunder- 
standings are always to be avoided, 
and so I continually urge all dealers 
with whom I come in contact to read 
and understand the guarantees 
which cover the various appliances 
they sell.” 

Certainly much trouble would be 
avoided if the trade followed this 
simple suggestion, yet it is amazing 
how many merchants stock up on ap- 
pliances in total ignorance of what 
the salesman means when he says, 
“It’s fully guaranteed.” 

What he means is that it is guar- 
anteed against defects in material or 
workmanship—nothing more. 

What he doesn’t mean is that any- 
one except the purchaser is respon- 
sible for accidents, abuse, neglect, 
or tinkering. 
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Another step in the avoidance of 
servicing grief is for the merchant 
to be sure that appliances are de- 
livered in good order. 

Quite frequently complaints are 
made to the factory by owners of ap- 
pliances who claim the device never 
operated’ satisfactorily. If the 
dealer would make it a definite part 
of his sales policy never to deliver 
a device to a customer before care- 
fully testing it out, a large part of 
service complaints would be elim- 
inated. 


The Repair Question 


A lot of the trouble can be entirely 
avoided and most of what remains 
can be handled at a profit. If the 
customer is thoroughly taught to use 
and care for appliances correctly, if 
the guarantee is not exaggerated, 
and if major repairs are either han- 
dled by your jobber or farmed out 
to a nearby electrician, all that re- 
mains is the adjustment of ap- 
pliances which suffer from only 
minor ills. 

Such work can be done by a bright 
boy who has a knack for mechanics 
—provided he studies his appliance 
conscientiously and as _ conscien- 
tiously refrains from trying to do 
more than he knows how to do. Such 
lads are not difficult to find, nor ex- 
pensive to hire, nor hard to educate. 
Manufacturers are always more 
than glad to help; most of them issue 
simplified but thorough _ service 
manuals for such dealers, employees, 
and either the manufacturer or the 
jobber will freely allow them a 
week’s training in a first class ser- 
vice department. 





Forty Years of Hardware Awakens Old Memories 


HE following interesting letter was recently re- 
ceived from C. H. Mather of C. H. Mather & Co., 


Essex, Conn.: 


“Gentlemen: 


“The writer has been much interested in the Forty 
Years of Hardware, by Saunders Norvell, and while 
we may not know this gentleman, we do know many of 
the men he speaks of in his stories, as the writer 
lived in the Roaring Forks Valley, in Colorado, from 
1889 to 1902. 

“Up in a little farming community called Emma is 
a large brick store with 60 ft. frontage by 75 ft. long 
which I erected about 1893. This was a regular 


western store and stocked with all classes of mer- 
chandise usually carried in the West. I purchased a 
great many dollars’ worth of merchandise from the 
Simmons Co., and it is a possibility from Mr. Norvell, 
as I did not leave there until 1901. 

“I did business with such firms as Henry Lee, 
McPhee & McGinnity, John Deere Plow Co., Daniels 
& Fisher, and about all the shoe and furnishing goods 
houses, as well as hardware houses. 

“Owing to the failing health of my wife I was com- 
pelled to leave the high altitude and seek a lower one, 
and came back here to my old home town. I seem to 
be living my life over in reading his stories, and I can 
assure you they seem good to me.” 
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At left—Fig. 86 
— Non - rising 
pin. At right— 
Fig. 87—Self re- 
taining pin 














At right — Fig. 
88—Example of 
transom butt 
with fast pin 
and button tips 
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the Ground Up 


More About Butts and Hinges 


By W. N. THOMAS 


HE preceding article of this series related espe- 

cially to butts for passage doors. In reviewing it 

it develops that no mention was made of an im- 
portant point regarding the loose pin. As a door is 
opened and closed the pin is inclined to work up— 
sometimes to considerable extent. This is unsightly 
and is not good for the wear of the butt, It is caused 
by the pin binding slightly and turning in one direc- 
tion only as the door is opened and closed—to overzome 
this the pin should be so made 


and to open the door from the hinge side, especially 
if it does not fit tightly. Ordinarily such doors and 
windows are hung on “fast joint” butts. These are 
not as expensive as the “self-locking” pin type, are 
quite as effective and easier to get. 

Doors for the cupboard and dresser, and other small 
interior doors are usually light and may be hung with 
butts of a lighter type than those used for passage 
doors—loose-pin butts are most convenient. As the 
doors are usually thin it is 
common to use butts higher 





that it must turn back and 
forth with the butt (Fig. 86), 
then it will not rise. Butts 
so made are said to have “non- 
rising” pins. 

Another way is to arrange 
a spring ring in the knuckle 
of the butt (Fig. 87), to slight- 
ly bind the pin in its proper 
position so that it cannot be 
withdrawn without a slight 
pull. These are known as “‘self- 
retaining” pins. 


“Self-Locking” Pins 


At times butts are made to 
order, so the pins cannot be 
withdrawn when the door is 
closed—these are known as 
“self-locking” pins. Such butts 
would be particularly desirable 
for doors opening out where 
the butts and pins could be 
tampered with from the out- 
side. In fact, it is quite pos- 
sible in such cases to remove 
the pins, if they are “loose 
pin” and not “self-locking,” 








Fig. 89—Butt having knuckle divided in two 
sections known as loose joint butt 


than they are wide—such as 
3 by 2% in. or 2% by 2 in.— 
according to the tk:ckness of 
the doors. A casement sash 
opening out and having the 
butts exposed at all times to 
the weather should be hung on 
all brass butts with brass fast 
pins—or where expense should 
be considered, a galvanized butt 
with a brass fast pin makes 
a good job. Either way avoids 
the butts becoming rusted so 
that the sash cannot be easily 
opened. These butts are usually 
painted with the sash. Out- 
‘side hinged window screens 
may be hung with galvanized 
butts having brass loose-pins— 
this makes it easy to remove 
them for winter. 


“Loose Joint” Butts 


When transoms are hinged 
the butts stand horizontally 
should have fast pin, and usu- 
ally have button tips. (Fig. 88.) 
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Fig. 90—French 

pattern butt of 

ornamental de- 
sign 





TLR Ei eA eee 


At one time many butts were made with the 
knuckle divided into only two sections (Fig. 89). The 
top section onto the flap that was tu be screwed to 
the door and the bottom section onto the flap to be 
screwed to the jamb. The bottom section contains 
the pin. Such butts are known as “loose joint” butts. 
They are either right hand or left hand, but are not 
reversible. To determine the “hand” of such butts, 
hold the section containing the pin, with the pin up, 
in your hand with the knuckle from you and the back 
of the flap against your fingers. If you can meet this 
condition with your right hand it is a “right hand” 
butt. If you must hold it in your left hand then it 





Fig. 91—Ball bearing pivot hinge. 





Top pivot shown above, pivot hinge at 
" bottom 
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is a “left hand” butt. The use of “loose joint” butts 
is now confined largely to French pattern butts (Fig. 
90). 

There are special cases where doors are very heavy 
when it is an advantage to hang them on “ball-bear- 
ing pivot hinges” as is shown in Fig. 91. These have 
a heavy ball-bearing pivot built into a metal case 
that is set into the sill or threshold, and a smaller 
pivot set into the jamb over the door. This manner 
of hanging heavy doors insures against the butts 
pulling away from the jamb thereby allowing the door 
to sag and bind on the threshold, but there is nothing 
to prevent the door from warping and binding, as 
there is where it is hung with three strong butts. 


“Spring” Butts 


Butts are made with a spring in the knuckle which 
winds as the door opens, and when released the un- 
winding of the spring automatically closes the door. 
Butts so made are called “spring butts.” They are 
made for doors opening only in one direction and are 
then “single acting spring butts” (Fig. 92). When 
they are for doors opening in either direction they 
are “double acting spring butts” as shown in Fig. 93. 
The “single acting” type is not much used at present, 
save for light doors, because it is more satisfactory 
to hang the door on butts and control its closing with 


Fig. 92 — Single 
acting spring 
butt 





Fig. 93—Double 
acting 





a door closing device (will speak of these later). 
Double acting doors are now more frequently hung 
with a spring hinge of the pivot type. For light 
doors, the sort that are cut into the heel of the door 
and rest on the top of the floor (See Fig. 94), seem 
to give very satisfactory results and have the addi- 
tional advantage of being rather inexpensive. There 
is another type of double acting spring hinge which 
has the spring inclosed in a heavy cast iron case that 
is set into the floor. The size of this case permits 
the use of a longer and more efficient spring (Fig. 
95). This type of hinge costs more than the one 
described above—it also costs more to apply, but for 
any but rather light doors, I think the extra expense 
is justified by the results obtained. 


“Checking Floor Spring Hinges” 


There is still another style of the pivot type of 
spring hinge, both single and double acting, known as 
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“checking floor spring hinges” (Fig. 96). These have 
the springs inclosed in a heavy case set into the floor 
or threshold. 

In addition to the springs there is in the case, a 
liquid controlled checking device by means of which 
the action of the door may be regulated to suit the 
individual condition. This is particularly desirable 
in the case of double acting doors, which, if hung on 
double acting spring hinges without the checking de- 
vice, are apt to swing shut very abruptly and flap 
back and forth several times before coming to a dead 
stop in the center. Checking floor hinges are rather 
expensive and are not usually considered except on 
high-grade work. The work performed by the single 
acting type can be satisfactorily done by hanging the 
door on suitable butts and regulating the action by an 
overhead liquid door closing device. 


Hanging Screen Doors 


Ordinary cheap screen doors may well be hung on 
the regular spring hinges made in many styles of 
the purpose—one style known as a “hold back spring 
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Fig. 94—-Surface 
floor spring 
hinges 








Fig. 95—Another 
type of floor 
spring hinge 
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hinge” is constructed so as to hold the door open 
after it passes a certain point—usually about 100 deg. 
The better grade of screen doors should be hung on 
three suitable butts and controlled by a door closing 
device that will close the door quickly but at the 
same time prevent the extreme annoyance of slam- 
ming. 
Invisible Hinges 


It is desirable in certain cases to hang doors so 
that the hinges are not in sight when the door is 
closed, and at the same time allow the door to open 
as much as 180 deg. 

This is especially desirable for light doors in fine 
cabinet work and sometimes for heavier doors when 
it is desired to have the hardware as inconspicuous 
as possible. So far as I know, there is but one kind 
of hinge on the market made for this particular pur- 
pose—the Soss invisible hinge (Fig. 97). These 
hinges are very well made and are well suited to the 
work for which they are designed. 


HARDWARE AGE 45 





epinegc i cartcin : SOOOTDGA TREE TEGALORPCDCOTOGEEE FREE, eteeter tees ceo el Oeaeleeeeecereeeregeteenre 





At right—mortise pivot 
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At lefi—side plates 
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Fig. 96—Checking floor hinges 
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There are a number of styles of butts and hinges 
made having special features of more or less merit, 
but for the beginner it is better to stick to regular 
standard goods of all kinds until his experience de- 
velops a judgment sufficient to enable him to properly 
estimate the lasting value of special devices. There 
is always a tendency for the beginner in any line of 
study to push ahead before he thoroughly masters 
the fundamental steps. Nothing is more disastrous 
to real mastery of a subject. It is like attempting 
to build a house on a foundation of sand. 


Fig. 97—Example of 
the invisible hinge used 
for fine cabinet work 
when it+is desired to 
have the hardware m- 
CONSPICUOUS 
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Another view of the 
invisible hinge 
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MERFIELO~ 


“They would take a salesman to their clubs and afterward to the theater” 


Z Ra nrolernne 


By Saunders Norvell 


Chapter IV (Continued)—Colorado 


HE business of the Simmons Hardware Company 

was divided into departments and at the head of 

each department there was an unusually strong 
manager. All of these department managers, under 
the personal leadership of E. C. Simmons, were trained 
especially in the selling end of the business. They were 
no doubt good buyers. They no doubt made good deals 
with the manufacturers but these managers were suc- 
cessful in making money for their departments in the 
direct ratio of their genius in salesmanship. It was to 
their interest to sell themselves and their departments 
to each salesman and as a result, when a salesman vis- 
ited St. Louis, all of these heads of departments were 
keen not only to gain his attention for their lines of 
goods but also to form, if possible, a close personal tie 
of friendship with the salesmen. There was in a sense 
a certain rivalry between the heads of the departments 
to secure the time and the work of the salesmen in just 
as great a measure as possible for their particular line 
of goods. 

Entertaining the Salesmen 


Their attentions to the salesmen did not cease at six 
o’clock. They would take a salesman to their homes 
to dinner or they would take him to the club and after- 
ward to the theater. The two weeks a salesman would 
spend in St. Louis were a regular gala occasion. He 
was not only being trained on the goods during the day 
but of evenings he was being féted like an ambassador 
visiting a foreign court. At the time this did not 
strike me as being unusual. “Us salesmen” took all 


this as a matter of course. We supposed we were dined 
and entertained in this delightful manner simply on 
account of our beautiful blue eyes! In the early years 
E. C. Simmons would sometimes invite forty or fifty 
salesmen at a time to dine and spend the evening with 
him at his residence. I have written before about the 
occasion when he took me to the opera and when I 
flashed my beautiful 2-karat diamond stud. 


A Developer of Loyalty 


As a result of this devotion to selling and the per- 
sonal attention paid the salesmen, very close friend- 
ships grew up between the salesmen and the heads of 
departments. The salesmen became very loyal indeed 
to the house. They believed absolutely and without any 
shadow of doubt that there was no other house in the 
world that could even approach the Simmons Hardware 
Company. They felt that they were invincible and 
they also felt and knew every hour of the day that not 
only E. C. Simmons but all these managers of depart- 
ments stood behind them in a body to help them suc- 
ceed on their territories. 

Of course some of these heads of departments for 
one reason or another were very much stronger than 
others. Some had more attractive personalities. Some 
knew better how to handle the salesmen. Others were 


better posted on their lines and without desiring to go. 


too far in making comparisons, it is only fair to say 
that those heads of departments who had had a num- 
ber of years’ experience as traveling salesmen had an 
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advantage over certain others whose salesmanship was 
more or less on a theoretical basis. 

Among these department managers was C. W. Gause, 
now of the C. W. Gause Company, western sales agents 
of San Francisco, Cal. “Charlie” Gause was a very 
well posted, all-round hardware man. He had a knack 
of getting the good-will and attention of the salesmen 
and in his line we had many good things to offer the 
trade. In a recent article I referred to selling Keen 
Kutter sheep shears. For many years the Simmons 
Hardware Company bought only English goods, par- 
ticularly the Ward & Payne shears. In the late eighties 
Samuel Disston of saw fame in Philadelphia became 
associated with the J. Barton Smith Company of that 
city and for many years they made the Keen Kutter 
sheep shear. 

How distinctly I remember when Mr. Gause had Mr. 
Disston make for us a red painted buck saw with a 
special brace frame fitted with a blued blade! We sold 
this wood saw under the special brand, “Cut-I-Cur-U.” 
This saw made an immediate and big hit with the 
trade and at one time Mr. Gause placed an order for a 
straight carload of this buck saw with Mr. Disston. 

Mr. Gause was a regular crank about quality and he 
not only believed in quality of goods but he also be- 
lieved in attractive finishes, believing that the appear- 
ance of an item, in addition to its quality, had a great 
deal to do with its selling value. 


Carts as Hardware 


One time Mr. Gause rather wandered out of the 
hardware business and bought a two-wheeled cart. I 
will never forget when, on one of my visits to St. Louis, 
he took me up to the sample room, showed me this 
full-sized cart and told me I was expected to sell them. 
I had sold almost everything else under the sun but I 
thought when the house went into the cart business 
that they were crowding the mourners just a little too 
hard. You may be interested in this cart story: 

Mr. Gause met Dan Perry in 1876 in Cincinnati 
when Mr. Gause was with the old Perrin & Gaff Manu- 
facturing Company. This concern was the first maker 
of builders’ hardware west of the Alleghany Moun- 














“He took me to the sample room and showed me the cart” 


tains and they sold Mr. Perry hardware at Rushville, 
Ind. In the late eighties Mr. Perry came to St. Louis 
to sell his road cart and like all good ‘super-salesmen 
he knew how to talk this cart. Of course this was long 
before the days of automobiles and Mr. Gause realized 
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the advantage of a two-wheeled cart to the farmer or 
to town to pick up a part for one of their agricultural 
his wife or for the farmer’s boy to make a hurried trip 
machines. The cart was also a nice, close-fitting con- 
trivance for the farmer boy to take out his girl for a 
moonlight spin behind his thoroughbred colt. 

I. W. Morton was at this time at the head of the 
buying department of the Simmons Hardware Com- 
pany and when Mr. Gause put up to him the question 
of buying carts, Mr. Morton threw up his hands and 

















“I hurried around to the corner grocery’ 


cried out: “Nay! nay!” Mr. Gause, however, would 
not be turned down, so he asked Mr. Morton to allow 
him to put up the proposition to E. C. Simmons. Mr. 
Simmons was always very fond of horses and he im- 
mediately grasped the possibilities of this light cart as 
a useful and economical means of transportation for 
the farmer. 


Forty Carloads of Carts 


When Mr. Gause talked*to Mr. Simmons about plac- 
ing an order for 1,000 carts or forty carloads, even 
Mr. Simmons gasped. However, the carts were bought. 
They were named “Nutwood” because a horse of this 
name had just established a record. 

These carts paid the house a profit of from $3 to $5 
per cart and there was also a side profit to the sales- 
man of $1 per cart. The first year 1750 of these carts 
were sold. Later other carts were added to the line 
and at one time a cheap buggy with a rubber top was 
added. 

Now, while I was rather skeptical about selling these 
carts and buggies in the beginning, I did not have a 
closed mind and was willing to take a chance once. I 
sold several carloads in Colorado. In fact, it was my 
custom when I had half a car sold to order the entire 
car shipped, so I always had some of these carts on 
hand in a warehouse in Denver to give the trade quick 
delivery. I drove one of these buggies myself and my 
brother, who was working with me at the time and who 
was quite a wit, remarked that he could always tell 
when I was coming with that cart because he could 
hear it rattling three blocks away! The dry climate 
of Colorado was rather hard on even the best of 
vehicles. 

Mr. Perry later built up the largest carriage factory 
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in this country and became the Governor of the State 
of Indiana. Possibly my selling the “Nutwood” cart 
to my friends in Colorado had something to do with his 
success, both in business and politics. Who knows? 

Another very popular buyer with the Simmons 
Hardware Company was Archer W. Douglas, He 
bought builders’ hardware and through him I had the 
pleasure of meeting in his home some of the leading 
figures in the builders’ hardware business—such men, 
for instance, as Henry Towne of the Yale & Towne 
Manufacturing Company. When I was a stock clerk 
at the Simmons Hardware Company, I used to fill or- 
ders with the little neat blue boxes that at that time 
were used for Yale & Towne goods. How little I 
thought in those days when I was sitting in the win- 
dow during my lunch hour and eating out of a tin 
collapsible lunch box, when I was wondering how I 
could stretch out my meager salary until the end of 
the month, that some day I would actually be sitting at 
the dinner table chatting on friendly terms with such 
a national figure as Henry R. Towne! 


Pleasing Mr. Towne 


I must digress here to tell the story about Mr. 
Towne that I may forget if I wait until it fits into its 
proper place. Years after the time about which I am 
writing, Mr. Towne came out to my house in St. Louis 
to dine with my family. Mrs. Norvell did her very 
level best to prepare a dinner that would please Mr. 


Towne. We knew that he was a great traveler—that — 


he had been to all parts of the world. We also knew 
that he was very fastidious in his tastes and therefore 
quite a good deal of thought was given to our menu 
for this particular dinner. In the morning before go- 
ing down to the office, I happened to ask if we had any 
cheese, and as we had none I hurried around to the 
corner grocery and ordered some “Fromages de Roque- 
fort.” That evening I brought Mr. Towne home. The 
dinner passed off very pleasantly. No serious acci- 
dents happened. After dinner Mr. Towne in his 
courtly manner remarked—“Mrs. Norvell, I wish espe- 
cially to compliment you on that Roquefort cheese. It 
was delicious.” He did not say another word about the 
rest of the dinner and while Mr. Towne no doubt has 
forgotten all about the incident, this has been for 
years a standing joke in our family. Whenever I am 
hard pressed to defend myself against any of Mrs. 
Norvell’s accusations, I am in the habit of saying— 
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“Well, what’s the matter with the Roquefort cheese lL 
got for Mr. Towne?” 

Later in this story, if I do not forget, I will tell of a 
little deal between Mr. Towne and myself on padlocks 
that is more or less interesting. 


The Forgotten Butts 


Colorado was a very pleasant place to visit in the 
summer time. Archie Douglas came out to help me 
sell builders’ hardware. We cleaned up a very nice 
business. I remember we went out after several large 
buildings that were being erected in Denver at that 
time. Of course the goods were sold by us to come 
through a retail merchant as we never sold anything 
direct to consumers. One of these buildings was owned 
by Senator Thomas of Colorado. We submitted bids 
through our retail customer. Archie Douglas and my- 
self sweated blood and perspiration over the blueprints. 
We succeeded in landing the business but imagine my 
horror a few months afterward when the builders’ 
hardware was delivered to the contractor, to find that 
there was not a single butt in the whole outfit! I had 
saved the papers on which we had figured. I looked 
them up and you may imagine my consternation when 
I found that Mr. Douglas and myself had forgotten 
all about the butts. As this was a very large building 
and as there were a great number of butts, I saw a 
heavy loss staring us in the face. After thinking over 
the matter, I went around and called on Senator 
Thomas. I made a clean breast of the whole affair. I 
told him of course he could hold us for the bid to 
supply the hardware complete according to sample sub- 
mitted. The Senator listened to my story, smiled and 
laying his hand on my arm, said—‘“‘Young man, I have 
made mistakes myself. Just send along those butts 
as quickly as you can and charge for them. I will O.K. 
the addition to the bill. As a matter of fact’”—added 
the Senator—“when your bid was submitted, I was 
just a little suspicious of the quality of your goods be- 
cause your figure was so much lower than the other 
bids we had.” I take pleasure in telling this story of his 
generosity to a young salesman when he could have 
trimmed him up if he had wanted to. I am glad to 
say that Senator Thomas is still living. At a recent 
Convention in Colorado Springs, I had the pleasure of 
hearing him make a very interesting address. 
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(To be continued) 


Movable Rack for Brooms and Mops 


idea of the structural details may 





be gained by studying the accom- 





S hardware merchants have al- 
NX ready found out, brooms, mops, 
sweepers and long-handled garden 
tools, kept against the wall or in 
corners are awkward things to shift 


panying illustration. 
One of the advantages of a rack of 
this kind is that it makes it possible 








from place to place when the store 


to move the display from place to 








is being swept. This nuisance may 
be entirely overcome, however, by 


place according to the needs of the 
dealer. This makes it possible to 





building a rack similar to that 


feature the brooms and mops up in 





shown in the accompanying illus- 
tration. This rack, which was de- 
vised and made by M. Palmer, of 
Tolley & Palmer, New Rochelle, N. 
Y., is mounted on castors, and be- 
sides being movable displays the 





the front of the store or at the rear 
without rearranging any particular 
section. Home-made fixtures such 
as the one described herewith are 
easy to make and help fill a distinct 
need in the hardware store. If an 





mops and brooms placed in it to the 


article makes for efficiency it’s worth 











best possible advantage. A _ clear 


having. 
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A window that sells 
light as it should 
be sold 











Turning Light Into Dollars 


BY A. H. VAN VORIS 


NE of the most interesting 

lines sold in the hardware 

store is light. Everyone needs 
light. The sun furnishes it by day 
and the hardware man can furnish 
a large percentage of what is used 
at night. 

One of the most generally used 
items is that of electric lamp bulbs. 
Perhaps a few years ago, the elec- 
trical supply store had this business 
pretty well covered, but today, with 
the natural trend of the times, the 
hardware store is a logical source 
of supply. 

One of the pleasant features con- 
nected with the sale of electric lamps 
is rapid turnover. 

No village or town with a power 
plant or fed with current from an 
outside distributing center is_ so 
small as not to warrant the sale of 
lamp bulbs by the hardware dealer. 

Every electrically wired home 
needs them, first of all for the orig- 
inal outlay and secondly for replace- 
ment as they burn out or become 
broken. 





and cents? 





One good way to become reason- 
ably sure of plentiful sales to local 
users is to select a brand of lamps 
of known quality which can be sold 
at an attractive price. 


The Mailing List 


It has come to our attention that 
some dealers who sell considerable 
quantities of lamps in the course of 
a year compile a special mailing list 
of electricity users through cooper- 
ating with the manager.of the local 
power plant; his list of meter read- 
ings furnishes an ideal mailing list 
which covers the community in a 
most complete manner, assuring the 
dealer that each name is a real pros- 
pect for his store. This list can be 
worked for sales of anything elec- 
trical in the dealer’s stock. 

At this time of the year when long 
evenings are bringing people in- 
doors, artificial light is used very 
extensively and the users should be 
circularized for renewal lamps to fill 
those empty sockets. 

To pass, for the moment, from 


| ideital night when the sun goes down every house in your 
town becomes more or less illuminated. Did you ever stop 
to figure what that illumination should mean to you in dollars 
There’s a world of steady profit for you in light, so 
why not sell the articles that furnish it? 


light to heat or power, these same 
people may be introduced to your 
electric sad iron, vacuum cleaner, 
electric washer, heater, toaster, 
curling iron, grill and so on, remem- 
bering that each mailing is almost 
sure to meet with reasonable re- 
sponse, since your approach is made 
to a really potential prospect each 
time. 

If you are interested in knowing 
what we find to be the best selling 
sizes in lamps, for the average 
dealer, the list consists of the fol- 
lowing in the modern tungsten fila- 
ment: 10, 15, 25,.40, 60 watt; in 
nitrogen gas filled lamps there is a 
good, steady demand for the 75 and 
100 watt for the larger fixtures re- 
quiring a brighter light. Other 
merchants will need these more bril- 
liant lamps for their store and win- 
dow fixtures, too. 


The round frosted or porcelain 
finished lamps in the smaller watt 
sizes are extensively use today in 
table lamps and other fixtures where 
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the light is more or less directly ex- 
posed to the eye. 


Flashlights Always in Demand 


There is another hardware light 
universally used today in every city 
and every hamlet—the flashlight. 
This light has so many uses that it 
has long since passed from the nov- 
elty stage; many homes have two 
or three of them, one for the house, 
one for the car and a third for 
carrying about at night in the 
pocket or handbag. 

There are various methods for 
stimulating local sales. This is a 
particularly good policy to follow 
with the flashlight business, for if 
you once establish your store as a 
sort of headquarters for flashlights 
the repeat sale of renewal batteries 
is a very important factor. 


Methods That Build Turnover 


One dealer, whose turnover in 
this line is very good, makes it a 
point a couple of times a year to 
select a popular selling model of 
tubular type which he purchases in 
such a manner as to be able to sell 
it at a fair profit to himself and yet 
with a substantial discount to the 
trade. 

This model is not one from his 
regular stock, so there is no uncom- 
fortable reaction at any time from 
a possible customer coming in with 
a companion and laying down a dol- 
lar and a half for the flashlight 
hearing his companion remark, “By 
gosh! that’s the very same one I 
bought here a couple of weeks ago 
for ninety-eight cents.” 

Another dealer has boosted his 
battery business threefold in the 
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past year. This dealer adds a sort 
of service to his flashlight depart- 
ment, since he has studied up the 
minor difficulties which occasionally 
arise and knows how to set them 
aright for his customer, doing so 
without cost unless new parts are 
needed. To check up on where the 
difficulty lies, he finds no end of 
practical use for a battery and bulb 
tester furnished by the manufac- 
turer, and incidentally, for checking 
up on electric lamps when they leave 
the store he has installed a con- 
venient wall socket for the purpose. 

Of course, along with replacement 
batteries the average dealer will 
naturally stock the small replace- 
ment bulbs for the different flash- 
lights of his stock. 

As a matter of information to the 
customer, it is well to suggest that 
the battery be removed from the 
case as soon as it ceases to give 
light, since the chemical decomposi- 
tion of the zinc cells sometimes 
causes sufficient corrosion to per- 
manently seal the old battery to the 
case, thus ruining it, if it is left in 
the case indefinitely after its life 
has gone. This courtesy feature 
seldom goes amiss when handing the 
flashlight over the counter, particu- 
larly if the customer is a new user. 


Another Kind of Light 


Next to hardware lights comes 
the gasoline gas-generating lamp 
and lantern. 

For the rural districts and earlier 
in the season, for campers and cot- 
tagers and at the present time for 
hunting lodges, here is a splendid 
light to sell. 
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Every farm home not equipped 
with its own lighting plant is a good 
prospect. The lamp makes a most 
comfortable light for all occupants 
of the living room, and the lantern, 
which cannot be extinguished by 
wind nor its mica chimney easily 
shattered, makes a most practical 
stable light for the farmer himself. 

As with flashlights, there is the 
same replacement purchase for the 
dealer when the original set of 
mantles gives out and, less fre- 
quently, the sale of a new generator. 


Demonstrations the Thing 


If you want to try this hardware 
light out to your own satisfaction 
this winter we suggest that, if new 
to you, you secure at least one of 
each type—lamp and lantern—learn 
all you can of its construction and 
operation, and then demonstrate it 
to your customers. During the late 
afternoon or, still better, if your 
store is open during the evening, 
have them both lighted in your store 
or store window and we think you 
will soon begin to secure prospects 
which will begin to move the article 
for you. 

Nor must we forget the good old 
lantern. It came to us long before 
these other hardware lights and it’s 
just as good today as it ever was, in 
sales _ possibilities. There’s’ the 
short globe, the long globe, the dash 
lantern, the carriage lamp and a 
whole long list of others which are 
sold the world over. 

These are some of your hardware 
lights and right now is an excellent 
time to put them to work making 
profits for you. 


How Long Is Your Store 


ACK in the issue of Oct. 25, 1923, 
HARDWARE AGE published a 
short item to the effect that the 
Ogilvie Hardware Co., Ogilvie, 
Minn., and the Frankoviz Hardware 
Co., Fergus Falls, Minn., believed 
that they owned the longest hardware 
stores in the United States. Each of 
these stores was 140 ft. in length. 
No sooner had this item appeared 
than several hardware dealers 
challenged it and furnished the di- 
mensions of their own stores to 
prove the contention that theirs was 
the longest hardware store in the 
country. The dimensions of the 


various stores were incorporated in 
a short item which appeared in the 
Dec. 13, 1923, issue of HARDWARE AGE 


under the title—“How long Is Your 
Store?” The Rogers & Baldwin 
Hardware Co., Springfield, Mo., 
stated that its store was 230 ft. long 
and 40 ft: wide, inside dimensions, 
and for a time it looked as though 
this firm really owned the longest 
store in the country. 


Still Longer Stores 


But nothing is certain in this life. 
Shortly after the article appeared 
came a letter from the Bonifield- 
Wolfe Hardware Co., Zanesville, 
Ohio, in which it was stated that this 
firm owned a store 265 ft. long and 
20 ft. wide. Close on the heels of 
this epistle came another from the 
Hall Hardware Co., Monticello, Ind. 


This store is 285 ft. long, 24 ft. wide, 
is two stories high and has a 185 ft. 
basement. The Harris Hardware 
Co., Washington, N. C., was not to 
be denied and claimed the honors 
with an establishment 241 ft., 6 in. 
long and 27 ft., 2 in. wide. It looked 
as though the Hall Hardware Co. 
was going to ascend the throne. 

Now comes a letter from Burhans 
& Black, Inc., Syracuse, N. Y., which 
contains the following: ‘Our store is 
one block in length, having entrances 
on two streets. It is just 300 ft. long 
from one door to the other and is 
45 ft. in width.” 

This statement has an air of final- 
ity about it, but you never can tell. 
By the way, how long is your store? 
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This interesting display of the Lee Hardware Co., Sanford, N. C., succeeded in pyramiding sporting goods profits for the firm. 
H. C. Roberts trimmed the window and made good use of the many mounted animals and birds which had been loaned by 
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local sportsmen 








The Trend of American Sports 


reflects the direction of our so- 

called modern civilization. Civ- 
ilization has been defined as “that 
tendency of individuals toward or- 
ganized effort for the greatest good 
to the greatest number.” Certain it 
is that in the world of present-day 
sports and amusements, organization 
plays a major part. 

In our father’s time individuals or 
small groups would hie away to fish 
or hunt, as the case might be. Any 
farmer could march out from his own 
back yard and in a few hours, with 
the aid of his rifle, bring down 
enough game for the family pot. A 
ball game would be hastily organized, 
or, at the most, a series of matches 
between two rival towns would be 
promoted. The simple equipment 
and comparative inactivity in the 
realm of sports in those days meant 
such a small volume of sales in sport- 
ing goods equipment that it hardly 
paid the merchant to create a depart- 
ment of this kind. 

Contrast the inexpensive and in- 
dividual quest for amusement of the 
large number of people with little 


r 1 HE trend of sports today clearly 


money to spend for sports in those, 


days with the pleasure of the rich. 
These were, and still are by nature, 
inaccessible to the “middle classes.” 


By C. D. JOHNSON 


C. D. Johnson Hardware Co., 
Poughkeepsie, N. Y. 


Big-game hunting, yachting, polo and 
the “joys of the chase” are confined 
to the well-to-do. The equipment re- 
quired for these sports is individual 
in its nature, generally hand made 
and sold by specialty shops in the 
large cities. 


Athletics Organized Today 


Fortunately, Mr. Average Citizen 
is not entirely neglected today—far 
from it. His athletics are now or- 
ganized for him and served up, as 
it were, on a silver platter. The mu- 
nicipal golf course, the Y. M. C. A. 
gymnasiums, the countless leagues, 
industrial federations, etc., make it 
a comparatively easy matter for the 
modern man to indulge in many 
forms of exercise and amusement 
limited only by his time and money. 

Organization means, of course, 
control, and control means that a 
sport will be properly conducted and 
promoted. It is not necessary for me 
to further enlarge this phase of 
sports development which has meant 
so much as regards the volume of 
sporting goods business for the mer- 


chant. Suffice it to say that the many 
leagues and the many governing 
bodies (one or more for every sport 
that could be thought of) have done 
much to stimulate and maintain in- 
terest in all branches of athletics. 

I desire, however, to point out 
that the public has become thorough- 
ly educated to two great principles. 
The first is that every normal man 
is expected nowadays to have a hobby 
and to personally participate in one 
or more sports. _The second is that 
he expects, in fact desires, to pur- 
chase complete equipment from top 
to bottom in order that he will not 
be handicapped in competition. With 
these developments, all so favorable 
for the hardware merchant, there is 
every reason why a live dealer should 
go in for selling sporting goods, con- 
fident that each year will see a steady 
increase in sports and a broader per- 
sonal participation on the part of 
the public in these sports. 


Dealer as an Organizer 


The question is frequently asked 
me: “How active should the hard- 
ware and sporting goods dealer be in 
the organizing or promoting of sport- 
ing affairs in his town?” The dealer 
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Getting the Best Results 


“Is it better for usgto have small men living in big 
houses or big men living in small houses?” 
—E pictetus. 


O matter what you as a salesman may 
think on the subject, there is no question 
whatever that in order to get the best re- 

sults out of ourselves, we must be driven. There 
are of course many ways to do this driving. 
Some methods are better than others. 


Many of the most successful concerns in the 
country today—manufacturers, jobbers and re- 
tailers—do their sales driving by extra com- 
missions on certain goods, by prize contests 
between salesmen and very generally by the 
quota system. 


If you have not read “The Autobiography of 
Benjamin Franklin,” be sure to get it. Franklin 
tells how in his early years he managed himself. 
He used the first card system on record. He not 
only kept track of how he accomplished the 
things that he laid out for himself to do, but he 
kept track of the things he should not do. These 
cards of Franklin, as told in his autobiography, 
were ruled for a daily record. Franklin admits 
he had certain weaknesses. Every time he 
yielded to one of these weaknesses, he made a 
note on his card. By studying his cards from 
week to week, he could tell whether he was im- 
proving or sliding back. He also laid out a 
plan of the things he desired to accomplish and 
then he kept a record of how nearly he worked 
to his plan. In Franklin’s account for his card 
system we have the basis of all the driving 
systems of today. 


Now you can say what you please, but if there 
are two houses doing business in the same town, 
with the same amount of capital, with the same 
inventory and with the same number of em- 
ployees, you can put it down as an absolutely 
sure thing that the house that intelligently lays 
out its sales campaign in advance, gives a quota 
to each salesman and then checks up these 
quotas of sales from month to month, at the end 
of the year will show a far greater accomplish- 
ment in results along the desired lines. 


Success in the hardware business depends very 
largely indeed upon the character of the goods 
sold. You of course know that some of your 
goods pay a very slim margin of profit. Other 
goods pay a very satisfactory profit. It is natur- 


ally necessary in the general course of business 
to sell both kinds of goods, but the house carry- 
ing on an intelligent selling campaign will drive 
their sales on those lines that pay the most 
satisfactory profit. They will naturally increase 
their sales on these goods. Where the salesmen 
of two jobbing houses, for instance, are practi- 
cally dividing the business in dollars and cents 
with a certain retail merchant, the salesman who 
pushes certain lines, talks about these lines to 
the retail merchant and shows samples of these 
lines will naturally develop his sales on these 
profitable lines while the other salesman who 
does not give much thought to his work but 
who just takes business as it comes every day, 
without knowing it, will accumulate a nice line 
of business on staple, unprofitable goods. 


The writer of this article was trained under 
a sales manager who was always out for the 
business on nice, juicy, profitable lines. I had 
to sell these lines or there was trouble ahead. 
When I went to headquarters I was trained on 
these lines. I carried samples. After I had been 
on my territory a year or two, what developed? 
In the store of almost every customer we sold, 
we were getting the cream of the business, 
while the salesman of our principal competitor 
was rejoicing in a large volume of business on 
nails, barbed wire, shot, bar lead, ammunition 
and other classes of goods that paid a very slim, 
if any, profit over the cost of doing business. 


Every salesman whether in manufacturing, 
jobbing or retailing, should be impressed with 
the fact that when he simply enters an item on 
his order book, given to him by his customer, he 
is not selling any goods. If the salesman allows 
the customer simply to give him what he wants 
and adds nothing whatever to this list, he has 
not done any selling whatever. This salesman 
has rendered a service but he has not sold any 
goods. This idea of the difference between ser- 
vice and selling should be clearly brought out 
in every selling organization. You have tele- 
phone men. A customer rings up the house and 
this telephone man takes down the items the 
customer wants. This is not selling. This is 
simply rendering a service. In other words, if 
Mr. Edison would invent a telephone that would 
record an order by connecting one of his grapho- 
phones with the telephone, then the order could 
be recorded without the use of any so-called 
salesmen. The service would be automatic. 
Now of course the service of taking orders is a 
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Out of the Average Man 


very necessary thing in business. Where it is 
done carefully and clearly so there are no mis- 
takes or errors, it is a somewhat valuable ser- 
vice but it does not compare with the value of 
selling because as a general rule, what you might 
call service salesmen simply write down orders 
for staple and unprofitable goods. The most 
profitable part of the business does not come so 
easily. 


Therefore we find that in the course of time 
two classes of salesmen develop in every house 
—the service man and the real salesman. Now 
the real salesman not only has ability to act as 
a service man writing down orders that are given 
to him, but he introduces new goods. He works 
with manufacturers developing a profitable busi- 
ness through his house in his territory. This 
real salesman opens new accounts and when 
there happens to be trouble between his cus- 
tomers and the house, he fixes up the trouble. 
He regains lost accounts. All the great rewards 
flow to this real salesman. This is a simple thing 
to understand because in developing his business 
and his ability to sell, this salesman naturally 
develops himself. 


If, for instance, his house has a poor selling 
organization or no sales policy whatever, this 
salesman, like Benjamin Franklin, becomes his 
own sales manager. He drives himself. Just 
for the fun of the thing he gives himself quotas. 
He keeps track of his progress and his failures. 
He is interested in the game of getting the most 
possible out of himself. It is curious when a 
force of salesmen get this slant on themselves 
how they change. 


I have seen an entire force of salesmen change 
in their selling ideas and in the manner in which 
they worked. I once saw a sales manager and 
a number of his assistants who were very suc- 
cessful in building up the business of one house, 
transferred bodily to the sales management of 
another house who were not making any money. 
This other house practically did not know any- 
thing about sales managing. Their salesmen 
were selling staple goods, drawing large flat 
salaries and turning in very fat expense accounts. 
This new sales organization took this same lot 
of salesmen and in three years’ time about 25 
per cent of these men had been fired. They were 
hopeless but the other 75 per cent under direc- 
tion completely changed their selling ideas and 


* 


the results were not only very surprising but 
also very satisfactory. Of course under the new 
management these salesmen worked harder. 
They worked more intelligently. They thought 
more about their work. They were praised for 
success. Their attention was called to their 
weaknesses. A plan of compensation was 
adopted by which they shared in their profits. 
Their expense accounts were taken into this 
plan. As a result, not only did their volume of 
sales increase but by reason of the fact that they 
were selling a better character of goods, their 
percentage of profit increased. It is also in- 
teresting to note that after three years, both by 
reason of more care in their expense accounts 
and also by reason of their territories being 
changed so they were more compact, there was 
a saving of $50 per month in the average ex- 
pense of each salesman. The saving in expenses 
alone was a big item in the net profits. 


Another interesting fact is that these sales- 
men increased their own compensation in the 
way of extra commissions very much beyond 
what they had ever earned before. At the same 
time their fixed salaries or drawing accounts 
were not increased at all. In other words, they 
were simply given an opportunity by the new 
compensation arrangement to largely increase 
their earnings. At the same time they were 
shown how the trick could be turned and they 
were kept track of by daily records so the man- 
agement knew exactly what they were doing. 
It was the old idea of the Benjamin Franklin 
card system of accomplishment. 


The whole system of modern sales manage- 
ment is the problem of getting the best results 
out of the average man. Super-salesmen and 
natural born salesmen are far between. Usu- 
ally they are erratic and hard to handle. After 
many years’ experience I am convinced that the 
best results are obtained by taking an average 
man of average ability and training him how to 
sell goods and how to handle himself. We must 
remember after all that the larger number of 
buyers are just the average people and possibly 
it may be true that the average buyer prefers to 
buy from the average salesman. Most of us 
are rather afraid of very brilliant, super-intelli- 
gent people. Frequently we have our doubts 
about them too! 


'—“THE SALES MANAGER” 
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- —Attracting your attention 
] to our Silverware D>-part- 
ment, which you will find 
distinctively complete, in- 
i cluding Community and 
' Rogers’ Plates in attractive 
gig patterns of dependable 
values. 


HOOKER 


| HARDWARE COMPANY 
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Arousing interest in the silverware 
department through artistic typo- 
graphical effect 


HIS ad which is two columns by 

: 6 in. in size is exceptionally ap- 

propriate for featuring your line 
of silverware. At this season of the 
year there is, of course, more home en- 
tertaining done and naturally a greater 
demand for table service. An ad of 
this character will cause the housewife 
to check up her stock of silverware 
with the thought of either adding to it 
or replacing it with some newer or 
more up-to-date design. 

In featuring a subject like silver- 
ware, it is necessary to create an ar- 
tistic atmosphere, and in this regard 
we commend this ad particularly to 
your attention. A typographical set- 
up which will do very well for tools or 
paint might not be entirely suitable 
for silverware, for the very first req- 
uisite for a silverware ad is to create 
in the mind of the reader an impres- 
sion of artistic quality. We know that 
it will pay every hardware dealer who 
handles silverware to any extent to 
prepare a series of ads along the lines 
of this Hooker announcement and run 
them during this time. 


Featuring Housekeeping Necessities 


No. 2 (3 col. x 8 in.) 

Here is an advertisement that is al- 
ways seasonable. It illustrates and de- 
scribes a number of items which are 
in demand all through the year. The 
panel on ice cream freezers might per- 
haps be questioned in an ad of this kind, 
but as a matter of fact a great many 
housewives use their freezers right 
through the winter. However, it is 
easy enough to substitute some other 
article for the freezers. Such things 


as ironing boards, electric irons, scales 
and washing needs are items that need 
to be constantly renewed. This adver- 
tisement is very «well arranged. The 
eenter cut -ties up with the thought 
of housekeeping needs, and the side 
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Seiting the Pace 








with 
Seasonable Ads 


By B. J. PARIS 


arrangements of the smaller illustra- 
tions make the ad inviting to read. 

The copy in each case is well handled, 
and the writer has been careful to quote 
prices on every item featured. 


To Get Folks Up Early 


No. 3 (2 col. x 14 in.) 
Here is a seasonable ad and one 
which we will think will prove a busi- 


ness builder for every hardware dealer 
who carries a line of alarm clocks. At 
this season of the year when “Old Sol” 
is tardy in putting in his appearance in 
the morning, an alarm clock is much 
more of a necessity than it is during 
the late spring and early summer. Here 
is an advertisement which features 
alarm clocks for every pocketbook, 
starting in with a specially priced clock 











Open All Day Thursday we 
Hm | | Close Sat. Night at 6 p. m. 











ought to be a 
scale in every kitchen. 
You'l) find it handy in 
many ways not only 
checking up on weights 
but for measuring by 
weight. 

We have scales for 
every purpose including 
baby scales. One like cut 
at 


There 


$1.85 

















House Furnishing Dept. 
Smith-Winchester Co. 


> with onc of these folding 








Keep Kiddies on 
the Porch 
Let them have the 
fresh air yet keep them 
off the dangerous: street 
strongly 
made of hardwood, Three 


sizes. 
$1 PRC AN 


porch gates, 
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Good Wash Boilers 


The kind that stay in 








When you buy an eice- 
uric iron, remember it a!- 
ways pays to get a good 


one, if anything cver 
g0ee wrong with it. it's 
easy to gxct rs, but 
wi a cheap iron, you 


can only throw it away. 
We aell the Universal and 
American Bcauty Irona. 


Everything You Need 
in home equipment at 
Popular Prices, . 


the family for years, 
that’s the kind you gect 
here. Richt now you 
cught to have one to use 


for canning the coldpack 
way. We have the in- 
serts and everything. A 
g00d boiler for only 
$2.95 | 








$6.75.-$7.50 





Oodiecs of delicious ice 


cream with plenty of real 
rich cream in it, toat'’s 
the onmiy veal tee ere one, 
and you can only get ot 
Py mak’npes A yoursell 
Rut that's ensy if you 
have one of our freezers, 
seve models from 5c 


up. 








Ironing Boards 
$3.00 


Our Ironing Boards will 
wear for years. 


Smith-Winchester Co. 





Good Sturdy 
Baskets 


Woven carefully of 
etrong tough recd, that 
wears and wears and 

ds lota of rough us- 
age, that’s the kind of 
wash baskct you ought to 
buy, and this price is low 
_ such a good basket, 
only 





$1.45 








A combination ad featuring a group of every day housekeeping articles 
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Pettee's 


The Department Hardware Store 


Established 1889 














Featuring a Sale of 


CLOCKS 


Tuésday and Wednesday 


See ee eee ht PEER REALE ERLE EEO 


"Vim" Thirty-Hour 
ALARM CLOCKS 


Specially Priced 








‘HE “Vim” is made by Ingraham—sufficient com- 
mendation in itself, from the standpoint of 

' quality. Has stem shut- off on top and bell inside of 

case, Comes in medium size and is guaranteed one 

year. Very exceptionally 

ON OEE REE SA a ee eee ewe C 


Meet the “Westclox” Fa ily! 


At: ARM clocks whc se last- 
ing, congenial fricnd- 
ship is assured by a. posi- 
tive guarantee fron the day 
on which you first make 
their acquaintanee, Faitiv 
ful, dependable servic: 214 
-hours. of, every day from 
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sakes they are. “Pocket Ben” Watches ....91.50 


these! 
‘2h “LOOKOUT” — A dandy YAY 
. — fetlo with ane-oay" > SG A 
>| time and a‘arm and beil~« ° SS Zp 
‘| top. Guaranteed $1. . = ' 
4 one year. Price... 75 Ay } 
- 
Sleepmeter” —. Trustworthy. “Jack-0-Lantern”—Never sleeps, 
> “watch-dog” of your siccp, The — 10F, ne er nyse readily 
Pa perey wae of day always ra His luminous dial and sturdy, 
4 hand” if you choose him, Mec'- reliable time-keceping @ qualitics 
»| jum Size; bell-in-back type; one- make him the tavorite of the 
»} day time and alarm. $2 “Westclog” family. 
: IOP -ceceginstexesens ° PUNO wsevecensewnee 
7 ° 
Also Introducing the Clock Clan, | 
' 
“ Ls 
: Ben | 
{ 
‘ OMPANIONABLE Baby Ben, plain dial ......$3.50 
F fellows, too, with all ‘Baby Ben, luminous ..... $4.75 
¢| the sterling qualities of ont i. aint . 
: their daddy, “Big Ben” ig Ben, plain dial .......$3.90 
, of London, whose name- Big Ben, luminous ........94.75 
: 
: 


Then There’s the “Squareclox” Group 


$| S6C°QUARECLOX” are “Little Rascal,” midget site $3.25 
made by the An- “Pirate.” médium size .....92.50 
sonia Clock Co., builders “Turate.” with radium dial $3.50 
of good “clox” for over “Racket,” strikes on the hr. $5.00 
fifty years. Also origi- oe B-day time and o 
meters of the idea of SED 60s 00s vee sevibiece %. 
making alarm clocks into All “Sqe@areclox” have the new 
attractive home adorm= —sjarinwm silver-like finish which 
ments as well as to setve neither tarnishes nor wears olf. 
practical purposes. - Every clock is fully guaranteed 


New ‘Haven—8-Day 


MANTEL CLOCKS 
On Special Sale 


HE favored Tambour shape 
with beautiful rubbed-fin- 
ished mahogany case and cight 
day movement. Mellow-toned 
cathedral chime strikes on 
hour and half-hour. Regular- 
ly priced at 8 
$17.50; om sale at ° 


| Clock-Section, Main Floor 
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Here is an ad which devotes plenty 
of space to presenting a complete line 
of alarm clocks 


at 98 cents and continuing through with 
another line running from $1.75 to $3 
and then concluding with a line that 
features an eight day alarm clock at 
$6. This ad will appeal to every type 
of purchaser. 

Furthermore, the copy is exceptional- 
ly well handled and makes it easy for 
the reader to figure out just what style 
and price of clock that is best suited to 
his particular needs. 

Advantage is taken in this advertise- 
ment of featuring a special sale of man- 
tel clocks. 

It is our opinion that an ad of this 
kind will dispose of a great many alarm 
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clocks, particularly if the dealer follows 
the idea behind this announcement—the 
idea of featuring different styles and 
prices with suitable descriptions. 


Continuing the Gift Thought 
No. 4 (2 col. x 5 in.) 


Here is an advertisement that was 
used right after the holidays by the 
Howard Hardware Store of Mt. Vernon, 
N. Y. It strikes us that this ad is par- 
ticularly appropriate while the thought 
of gifts is still more or less in mind. In 
other words the writer of this ad wishes 
to impress upon the reader that hard- 
ware gifts are always in season and al- 
ways ready to take care of the various 
occasions that call for a gift. 

An ad of this kind is a good example 
of timeliness. The copy also impresses 
the reader with the thought that the 
hardware store is one outstanding shop 
in which a gift of utility may be pur- 
chased. 


Tying Up With Winter Weather 


No. 5 (4 col. x 8 in.) 

Now is the exact season of the year 
when an ad of this kind will bring the 
maximum results for the hardware 
dealer. In this ad is embodied most of 
the up-to-date devices for fighting Jack 
Frost. First mention is made of weath- 
er strip which will make an instant ap- 
peal to those housewives who have al- 
ready had a sample of cold wintry 
blasts. Then there are panels on such 
indispensable items as coal hods, ash 
cans, wood baskets and axes. All these 
items need replacing from time to time 
and this is the season of the year when 
they must be replaced. 

The main appeal of the ad is given 
over to furnaces which are listed as 
being carried in seven sizes. This 








Are not restricted to any particular time or place, but 
are ALWAYS in SEASON, any time, anywhere. 


PRACTICAL AND USEFUL GIFRS i 
—Ui— ‘ 

HARDWARE & HOUSEFURNISHINGS | 
ARE YEAR-ROUND GIFTS 7 
THE WORLD OVER. | 


Yours for “Utility” 


oward's, | 
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A unique ad which cashes in on the gift 
season 


should impress the reader that his fur- 
nace requirements can readily be taken 
care of by such a complete department 
as this stock suggests. 

Three other panels are devoted to 
auxiliary heating devices using three 
sources of heat—electricity, gas and oil. 
These three panels fit very well in an ad 
of this kind as during the cold season of 
the year a portable heating device will 
be a welcome addition to any home. The 
snow shovel panel of course is given 
greater prominence by the heavier bor- 
der. The only panel in the ad which 
does not tie up to the main thought of 
the copy is the item on tire chains. Of 
course, chains can certainly be put down 
as a winter necessity even if they do 
not help to keep the house warm. 








mate or consultation). 





Metal and felt. Snug fitting 


Se to Gc Per Fom. 


hot water coil easily installed. 





Your Home Comfortable and Warm 


Are you keeping your house comfortably warm? You may be able to save coal by 
having your heating system in the best possible condition. Call the foreman of our fur- 
nace department to your house. He may be able to show you how you can get more heat. 
Ask for Jennison (Phone 3100). 


~.|l2 FURNACES :—— 
WEATHER STRIP | WARM AIR AT FAIR PRICES. 


Heavy construction, parts fit together perfectly, big fire dome, deep cups in fire pot joints, 


Get estimate on a new furnace. (No charge for esti- 



























































ASH CANS WEED TIRE CHAINS 
DOOR MATS Gah vanize J iren Complete as-ortment tor touring cars 
Long fibre cocoa. 16x23 and trucks. $4.50 and up per pair. 
Dongen $3.50 0 $5.25 
ASH SItPeTH MS 
$1.75 coaAL Hops || 45c te $3.75 STEEL SNOW 
Beis Black Iron .....40e SHOVEL 
Galvanized .. Oe atienwtite ft har 
handle, 48 inches ! 
98c 
GAS HEATERS 3 
Pict sore nape ger WwooD 
SIMPLEX ELEC. regulate, odorless BASKETS 
TRIC HEATERS ier Sdatane KEROSENE pt ager Peng on 
9 inches long. 11 STURDY AXE 
Aiways plenty of heat; cere gee laches deep b silt 
quick, py $7.25 to Yew x : _ the ter a vice and ap- - wh A de eel t 
intense .. $1 1 .00 a. 
Bo sure it’s a Simpice. $45.00 $4. 98 to $13 $5.00 “Si ‘00 
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Barker, Rose & Clinton Co. : oe 








This is a complete presentation of needful items with which to fight winter weather 
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CURRENT NEWS 
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George W. Simmons Resigns 
from Simmons Hardware Co. 


Will Become Vice-President 
Mechanics & Metals Bank 
of New York City 


George W. Simmons has resigned as 
vice-president of the Simmons Hard- 
ware Co., St. Louis, Mo., and of the 





George W. Simmons 


Winchester-Simmons Co., effective Jan. 
31, to become vice-president of the Me- 
chanics & Metals National Bank of New 
York City, and will assume his new 
duties on Feb. 1. He will, however, 





Ww. D. Simmons 








continue as a member of the board of 
directors of each of these companies. 

Mr. Simmons has long been con- 
nected with banking interests, and has 
been identified as director for a num- 
ber of years with two of the leading 
banks in St. Louis. 

Wallace D. Simmons resigned as 
president of the Simmons Hardware 
Co. some time ago, but remains a di- 
rector of the Winchester-Simmons Co., 
and a trustee of the associated Sim- 
mons hardware companies. Edward H. 
Simmons ceased active connection with 
the company on Jan. 1 last, but con- 
tinues as vice-president, director and 
member of the executive committee of 
the Simmons Hardware Co. of Mis- 
souri, and a director of the Winchester- 
Simmons Co. 

The Simmons Hardware Co. and all 
of its subsidiaries was merged with the 
Winchester Co., New Haven, Conn., in 
June, 1922. 


J. C. Coit Resigns from 
Lee-Coit-Andreesen 


As we go to press we learn that 
J. Clark Coit has resigned the presi- 
dency of the Lee-Coit-Andreesen Hard- 
ware Co., Omaha. Luther Kountz, pres- 
ident of one of the leading Omaha 
banks, and a relative of the Andreesen 
family, succeeds Mr. Coit as president 
of the hardware company. 





New York Dealers 
Re-elect Officers 


All officers of the Manhattan & 
Bronx Hardware & Supply Dealers’ 
Association were re-elected at the an- 
nual meeting held Jan. 15 at the New 
York Turn Verein Hall, Lexington 
Avenue and Eighty-fifth Street, New 
York City. A large number of mem- 
bers attended. The meeting was pre- 
ceded by a dinner. The complete slate 
unanimously re-elected follows: 

Frederick Hepp, president; William 
Patterson, vice-president; Joseph Ring- 
ler, treasurer; C. H. Tilson, secretary. 
C. A. Bruhns and Frank Becker were 
re-elected to the board of directors. 
C. A. Bruhns was chairman of the nom- 
inating committee. 





Harper Director of Sales 
Security Electric Mfg. Co. 


Clifford T. Harper has recently been 
appointed as director of sales and ad- 
vertising for the Security Electric Mfg. 
Co. of Chicago, Ill., manufacturers of 
Security electric household heating ap- 
pliances. 





Parker Succeeds Woolley 
as President American 
Radiator Co. 


Charles M. Parker was elected pres- 
ident of the American Radiator Co., 104 
West Forty-second Street, New York 
City, at a recent meeting of the direc- 
tors of the company, succeeding Clar- 
ence M. Woolley, who has held this post 
for twenty-two years. 

In a statement to stockholders, Mr. 
Woolley, who was elected chairman of 
~~ pe of directors of the company, 
sald: 

“Larger opportunities for company 
development at home and abroad have 
presented themselves for alignment 
with established policies, and to this 
task I shall be enabled to direct my 
more definite energy. 

“Release from some of the exactions 
imposed by the rapid growth of our 
business in America and Europe in no 
wise implies a less personal contact 
with thé general supervision and con- 
duct of company affairs. 

“Mr. Parker, by long official associa- 
tion with the development of American 
Radiator Co., in all of its phases, is 
eminently qualified for the duties he has 
assumed.” 

C. K. Foster, vice-president, will have 
charge of the Western executive offices, 
Chicago, IIl. 


C. M. Bunnell to Head 
Chain Sales for Pyrene 


C. M. Bunnell has recently become 
associated with the Pyrene Mfg. Co., 
520 Belmont Avenue, Newark, N. J., as 
manager of their Off-N-On non-skid 
chain sales department, according to 
an announcement just made by Walter 
Bauer, president of the company. 

Mr. Bunnell has had an unusually 
wide experience in the automotive 
trade. He has been general sales man- 
ager of the Torrington Co., Torrington, 
Conn., for many years, previous to 
which time he had charge of the auto- 
mobile lamp sales of the General Elec- 
tric Co. Mr. Bunnell’s appointment 
becomes effective immediately. 








Tuttle Vice-President 
Gibson Appliance Co. 


W. F. Tuttle, formerly of the Miracle 
Co., manufacturer of the “Miracle” dish 
washer, Hopewell, Va., has recently 
joined the Gibson Appliance Co., Rich- 
mond, Va., as vice-president in charge 
of sales. The Gibson Appliance Co. is 
the manufacturer of a dish-washing 
machine which it is the intention of the 
company to market through the hard- 
ware trade. 

Mr. Tuttle was formerly connected 
with the Public Service Cup Co., manu- 
facturer of White Lily cups, as general 
sales and advertising manager, and for 
about five years with the Borden com- 
pany, manufacturer of milk and milk 
products, as sales promotion manager. 
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Range Boilers Reduced 
from 113 to 13 


A general conference of representa- 
tives of manufacturers, distributors 
and jobbers of range boilers, together 
with plumbers and other interested 
groups, held at the Department of Com- 
merce, recently, resulted in a definite 
reduction in varieties and sizes of range 
boilers and their component parts: viz, 
from 130 to 13. Survey data collected 
in pursuance to a resolution adopted 
by the manufacturers at a preliminary 
conference held on Feb. 28, 1923, was 
used as a basis for discussion and fina] 
eliminations. 

R. M. Hudson, of the Division of Sim- 
plified Practice, opened the meeting 
with a descriptive outline of the ser- 
vice offered by the Department of Com- 
merce in reducing variety as a means 
of eliminating waste in production, dis- 
tribution and consumption. 

Frank Sutcliffe, president of the 
John Wood Mfg. Co., Conshohocken, 
Pa., was asked to preside as chairman 
and opened the discussion with a brief 
explanation of the purpose of the con- 
ference and the agenda to be consid- 
ered. 

The manufacturers present repre- 
sented a large percentage of the indus- 
try. They expressed the opinion that 
the simplifications effected would be of 
great benefit not only to their own in- 
dustry, but also to the consuming pub- 
lic at large. ‘ 

It was suggested that the recom- 
mendation pertaining to preferred tap- 
pings be made applicable to copper as 
well as steel range boilers. 

Prior to adjournment it was agreed 
that those present at the conference are 
to act as a “committee of the whole” to 
give the simplified practice recommen- 
dations their fullest support and to se- 
cure their widest possible adoption and 
use by the industry and other groups 
interested. 





R. C. Davis Now with 
Hill, Clark & Co., Inc. 


Raymond C. Davis, formerly asso- 
ciated with Manning, Maxwell & Moore, 
Inc., and with the Fairbanks Co., has 
associated himself with Hill, Clark & 
Co., Inc., Boston. He will represent 
the company in Connecticut, making 
his headquarters at New Haven. Mr. 
Davis replaces F. M. Lord. 





S. F. Bowser Promotes 
C. H. Davies 


C. H. Davies, formerly manager of 
the Chicago branch factory of S. F. 
Bowser & Co., with which he has been 
connected for several years, has as- 
sumed charge of the factory sales pro- 
motion division of the entire organi- 
zation, with headquarters at Fort 
Wayne, Ind. He relieves L. E. Porter, 
assistant general manager, of the pro- 
motion work, and will collaborate with 
T. D. Kingsley, general sales manager. 





Price Maintenance Is Questioned 


by Federal Trade Commission 


Papers Filed in Oneida 
Community Case Reopen 


Old Issue 


Certain methods used by the Oneida 
Community, Ltd., Oneida, N. Y., to 
secure the cooperation of jobbers, 
wholesalers and retailers in maintain- 
ing prices, have been questioned by the 
Federal Trade Commission, and made 
the basis of a formal complaint. 

Among these methods is that of com- 
piling lists of dealers who do not abide 
by the standard prices and general dif- 
ference of treatment between its cus- 
tomers who sell at such fixed prices and 
to those who do not so sell. The com- 
plaint charges that the plan results in 
the products of the Oneida Community, 
Ltd., being sold to the public at uniform 
prices as fixed by it and tends to hinder 
jobbers, wholesalers and_ retailers 
handling the product in the usual free 
and open competition which would 
otherwise have existed between them. 

It has been generally assumed that, 
pursuant to the decisions of the Su- 
preme Court in the Colgate and Beech- 
nut cases, manufacturers were per- 
mitted to refuse to sell price cutters 
but are prohibited from conspiring with 
their distributors in keeping track of 
the operations of price-cutting dealers. 
It does not appear that any dealers 
have conspired with these respondents 
in compiling lists of price cutters. 

Under the law whenever the Com- 








mission has reason to believe that an 
unfair method of competition has heen 
used against the public interest it must 
issue its complaint. However, the ques- 
tion whether or not such method has 
been used is not passed upon by the 
commission finally until after respond- 
ents have had thirty days in which to 
= and the issue has been tried 
out. 

The Oneida Community, Ltd., has 
just filed its answer to the complaint 
of the Federal Trade Commission. 

This answer is interesting to the 
trade, because the Oneida Community, 
Ltd., takes a definite stand on the value 
of the maintenance of reasonable prices 
for consumer, dealer and manufacturer. 

The Oneida Community, Ltd., admits 
the issuance of specified prices, and 
also admits that it has been very active 
in educating dealers in the economic 
necessity for upholding these prices. 

It admits that it uses every legiti- 
mate means to prevent injurious price 
cutting. ; 

In the last paragraph of its answer 
the president of the Oneida Commun- 
ity, Ltd., states: 

“In conclusion, I will say that we sin. 
cerely trust that in the interest of con- 
sumers, retailers, wholesalers and our- 
selves, your commission will place no 
obstacle in the way of our continuing 
as in the past to urge upon our cus- 
tomers by legitimate educational means 
the desirability of selling our goods at 
reasonable prices, taking into account 
the cost of distribution.” 





New Boston Manager 
for Devoe & Raynolds 


Sales plans for 1924 were discussed 
at a sales convention of salesmen rep- 
resenting the Northern and Central 
New England territory of Devoe & 
Raynolds Co., Inc., manufacturer of 
paints, varnishes, brushes, etc., 101 Ful- 
ton Street, New York City, held in the 
Essex Hotel, Boston, Mass., Jan. 4. 

R. C. Thomas, general sales manager 
of the Eastern Division, installed a 
new management for the Boston office: 
Renshaw Smith, Jr., as branch man- 
ager, and C. B. Gage as assistant man- 
ager. 

Mr. Smith was formerly traveling 
sales manager for southern New En- 
gland and other territory, comprising 
parts of New York and New Jersey. 
Previous to that he was head of his 
own business in New York. Mr. Gage 
comes from the New York Sales Divi- 
sion. 

The new management plans further 
tooperation with agents, and has some 
definite plans for increasing agents’ 
business which will be announced later. 

An address by William Penn Mott, 





. 


branch manager of the Philadelphia of- 
fice, was a feature of the meeting of 
the company’s Philadelphia organiza- 
tion, of which L. R. Helms, sales man- 
ager, was chairman. Business for 1923 
was reviewed at the’ meeting. 





Roper Automotive Sales 
Manager for Alvord 


A. M. Roper, formerly secretary- 
treasurer and general manager of the 
Roper, Harris & Dunn Co., Greenville, 
Tex., has been appointed general sales 
manager of the automotive division for 
the Alvord Reamer & Tool Co., Millers- 
burg, Pa. 





Paterson with W. Bingham 
Co. 


T. H. Paterson, who formerly repre- 
sented the George Worthington Co. in 
western New York, with headquarters 
at Batavia, is now traveling for the 
W. Bingham Co. in southern Florida, 
with Miami as his home address. 
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N. Y. State Jobbers Are 
Optimistic 

Conditions in the hardware trade in 
1923 were entirely satisfactory and the 
new year promises well, according to 
statements made by members of the 
New York State Jobbers’ Association, 
which recently held a meeting in AIl- 
bany, N. Y 

The visiting association members 
were guests of the Albany Hardware 
& Iron Co. Following the morning dis- 
cussion a luncheon was served. 

Harold W. Conde of the H. W. Conde 
Hardware Co. of Watertown, president 
of the association, presided. 

Ten cities were represented at the 
meeting. No special program was pre- 
pared but each member spoke briefly on 
business conditions, at the chairman’s 
a 

n stating that their firms had done 
a larger business during 1923 than here- 
tofore the jobbers said the unusual 
movement might be traced to a general 
building boom which has made a great 
demand on the hardware business gen- 
erally. There will be no decrease in 
the amount of business handled by 
hardware concerns next year, the dele- 
gates predicted. 

Among those who attended the meet- 
ing were J. H. Boucher, Rochester; H. 
G. Darby, William I. Baker, H. J. Yo- 
der, F. S. Holley, F. L. Haws, H. W. 
Conde, J. M. Robinson, W. H. Van 
Duzer, H. H. Kimball, H. N. Burhans, 
W. D. Wackerhagen, B. J. Winne, C. 
Grant, C. P. Simmons, C. W. Goodman, 
W. G. Fisher, A. G. McNaughton, H. 
C. Richter, H. J. Funk and H. J. Un- 
derwood. 

Among the large concerns vrepre- 
sented by experts in the hardware en- 
terprise were Mathews & Boucher, 
Rochester; Burhans & Black, Syracuse; 
H. W. Conde Hardware Co., Water- 
town; Roberts Hardware Co., Utica; 
Clark Whitbeck Co., Schenectady; J. M. 
Warren & Co., Troy; Treman, King & 
Co., Ithaca; Babcock, Hinds & Under- 
wood, Binghamton; L. S. Winne & Co., 
Kingston, and the Albany Hardware 
& Iron Co. 





Obituary 


George H. Worthington 


George H. Worthington, organizer 
and first president of the Cleveland 
Stone Co., Cleveland, Ohio, died re- 
cently, at the age of 74. Several years 
ago he retired from the presidency to 
the board of directors. He organized 
the company in 1886, and was subse- 
quently identified with the American 
Chicle Co. as president, and it was he 
who financed the marketing of the 
Beeman pepsin gum. For eighteen 
years Mr. Worthington was commodore 
of the Cleveland Yacht Club. 





Michael J. Edwards 


Michael J. Edwards, for nine years 
sales representative of the Oscar C. 
Rixson Co.. manufacturer of builders’ 
hardware, 4450 Carroll Avenue, Chi- 
cago, Ill., in the territory east of Chi- 
cago, died at his home in Cleveland, 
Jan. 7, following an, operation for ap- 
pnendicitis. Interment took place at Mr. 


Edwards’ former home in New Britain, | 
Conn. 
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Adelbert B. Case 


Adelbert B. Case, treasurer and man- 
ager of the Blair Mfg. Co., manufac- 
turer of lawn mowers, Springfield, 
Mass., died in that city, Jan. 15. Mr. 
Case, who was seventy-one years of 
age, first became connected with the 
Blair company in 1880, and worked his 
way to the position which he held at 
the time of his death. 

He was prominent in Masonic circles, 
and is survived by his widow, a son and 
a daughter. 





E. R. Grim 


E. R. Grim, formerly a hardware 
dealer at Morrow, Ohio, passed away 
recently at the age of 83. Mr. Grim 
learned his business in his father’s 
store, which was established in 1849. 
In 1918 the business was moved to Leb- 
anon and in 1923 he suffered a paralytic 
stroke which left him in an uncon- 
scious condition until his death, five 
weeks later. 


(,. A. Garver to Address 
Wisconsin Dealers 


An address by G. A. Garver, of Gar- 
ver Bros. Co., Strasburg, Ohio, on 
“Building a Million Dollar a Year Busi- 
ness in a Town of 1000,” is to be a 
feature of the Twenty-eighth Annual 
Convention and Hardware Exhibit of 
the Wisconsin Retail Hardware Asso- 
ciation, to be held in Milwaukee, 
Feb. 6-8. 
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Chicago Retail Assn. 
Installs Officers 


The officers of the Chicago Retail 
Hardware Association were installed at 
a dinner-dance held at the City Club, 
Chicago, Jan. 9. This inaugurated the 
second term for these officers and they 
were installed by the Western editor 
of HARDWARE AGE. Concern was ex- 
pressed during the evening over the 
absence of John M. Wallace, past pres- 
ident, who is confined to his home with 
pneumonia, but’ who is reported to be 
recovering satisfactorily. 

The officers installed are: Wilbur J. 
Connell, president; Josh Claridge, vice- 
president; William F. Siewert, treas- 
urer; John Hora, financial secretary; 
S. J. Koehler, corresponding secretary, 
and William Tresselman, George Fager 
and E. C. Ewert, directors. 


Eagle-Picher Lead Co. 
Celebrates Its 80th 
Anniversary 


In celebration of its eightieth anni- 
versary a special “Sales Managers’ 
Plant Tour Edition” of The Painters’ 
Eagle, a publication devoted to the in- 
terests of the company’s sales man- 
agers, was recently issued by the Eagle- 
Picher Lead Co., manufacturer of 
oxides, sublimed white lead, white lead 
in oil and plumbers’ lead goods, 208 
South La Salle Street, Chicago. 

In this special edition a detailed his- 
tory of the company is given. The 
brand of Eagle white lead in oil was 
established in 1843. 
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Should Goods in the Window 
Be Price lagged ? 


VI 


Editor’s Note: This is the sixth instalment of 


letters from retail hardware merchants on this sub- 


ject. 
every retailer has to meet. 


It is one of the fundamental problems that 
The number of letters 


we have published in answer to the question raised 
in the Dec. 20 issue proves the interest of the hard- 
ware trade in the basic questions of modern mer- 


chandising. This series will close with the last issue 


of January. 


E find it to be more satisfactory 

to place price tags on goods on 
display than not to, as our customers 
seem better satisfied as a rule. It 
often saves time and makes sales. 


Clover Hardware Co., 
Clover, S. C. 





| gi ecears may just as well know 
the price of an article before he 
enters as after he enters your store. 
Perhaps if you do not have the ar- 
ticle tagged he will figure out in his 
own mind what price the article 
should be and then when he comes 
in to buy it the sale will be balked, 
providing the article is higher than 
he has figured. 

The price tags also let people know 
the different priced articles you have 
and they can pick out what they 
want before they come in. A real 
merchant is never ashamed to put 
prices on his merchandise. We do 
not put prices on all our goods that 
we put in our windows, but it is just 
because we do not have time or take 
time. 

It has been our experience that 
price tags in our windows stimulate 
interest and sales. 

Baird Hardware Co., 
Charleston, W. Va. 





HAVE run a well-equipped hard- 

ware store for twenty-eight years 
in Altamont, Ill. My stock is of 
nationally advertised goods of the 
best I can find. I keep my windows 
clean and well trimmed with my best 
goods. I have never price-tagged 
them. I get the customer to look, 
then if the drawing power is strong 
enough to invite the customer in you 
have a dozen chances at him on your 
best goods. If the salesman is on 
the job he always has the ice well 
broken. It is well to sell the best 
goods at all times. 

I have sometimes run in some 
cheap goods and price-tagged them, 
but I did not get very far. My plan 
is never to price-tag goods in a win- 
dow. Make the window draw them 


in. Then have a heart-to-heart talk. 
That is what counts in my store. 
H. C. Pickett, 
Altamont, III. 





WE think that many times when 
people see an article displayed 
in the window, with the price tag on 
it, they may or may not be seek- 
ing the particular article, but the 
price appeals to them and they would 
buy, where otherwise if the article 
was not marked with the price they 
would not bother about coming into 
the store to inquire the price of 
it, even if they should be _ inter- 
ested. This, it seems to us, is one 
of the peculiarities of the general 
public. 

We thank you for the opportunity 
of allowing us to express our opin- 
ion on the above subject, and remain, 

P. Mann & Co., 
Washington, D. C. 





feos is a question that has two 
views, to be sure; however, it is 
our opinion that goods placed in 
window with an attractive price 
bring better results than newspaper 
advertisements giving prices. And I 
wonder who still believes that to get 
quick results you should not adver- 
tise with prices. 

Our store is between two cash 
stores, the J. C. Penny Co. and a 
very good notion store, both of whom 
have price tickets on all goods in 
windows, and they are enjoying as 
good business as any, if not better 
than any, in the city. 

To prove the point, we would sug- 
gest that a window be put in without 
prices and left one week, at the end 
of the week put in prices and allow 
to remain a second week. Now if 
a record has been kept as to the 
number of items sold from the win- 
dow during the two periods you will 
find the second week sold the most. 

We use price tickets most of the 
‘time and would rather use them all 
the time. 

Austin Hardware Co., 
Austin, Minn. 


HILE we have never attached 

price tags to goods displayed 
in our windows, excepting those on 
which we had special sales, we are 
seriously considering attaching prices 
to all goods displayed, as we believe 
it will mean more business. 

In many cases the customer will 
be surprised at the low cost of the 
article displayed, whereas if the 
goods were displayed without a price 
they would hesitate to investigate 
further. 

We know that it has paid to price 
the specials and there is no ques- 
tion in our minds but what it will 
pay us to price all small items which 
we display. 

Carstens Bros., 
Ackley, Iowa. 





E realize there is much that can 

be said on both sides of this 
question, but from our own personal 
experience we know that putting 
prices "in plain figures on the goods 
in our windows has brought us many 
a sale that otherwise would not 
have come to us. This is especially 
true of outside trade that comes 
here from other towns. People who 
would ordinarily buy at home would 
see goods in our window priced less 
than they could buy them in their 
home town and purchase them. This 
one sale would often lead up to many 
others. Had the prices not been 
where they could have seen them 
the chances are ten to one that these 
people would go right back without 
bothering to come into the store and 
ask the price. 

Then, too, we have found that 
sometimes a prospective customer 
would see the article in the window 
and was not interested enough to 
come in and inquire the price; but 
if he sees the price on this article 
he knows at once what it will cost 
and if he is interested at all he is 
very apt to come in and look this 
over. 

Rand, Ball & King Co., 
Claremont, N. H. 
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NCREASED sales are obtained 

with priced window displays on 
staple and seasonable goods when 
prices are well below the known re- 
tail values, on novelties when the 
appearance and price makes goods 
appear of exceptional value, on regu- 
lar stock, specially priced for holiday 
trade, or on any attractive lines of 
merchandise offered for a_ special 
sale at what appears to be a very 
low price. 

We question the advisability of 
priced window displays of regular 
staples offered at the customary re- 
tail prices. 

N. D. Phelps Co., 
Barre, Vt. 





WE have tagged special goods of 
some special sales, but never 
think it advisable to put price tags 
on regular goods displayed in win- 
dows. 
Donham-Hanson Co., 
Bangor, Me. 





HERE is considerable difference 
of opinion on this. There are 
merits in both. 

We make the practice of marking 
all goods on display in plain figures 
and think it the proper thing to do. 
If a person sees an article displayed 
which attracts his attention he im- 
mediately wishes to know how much 
cold coin it takes to purchase it. If 
the price is within his ability to ac- 
quire you have made a sale. 

You display goods for sale pur- 
poses; you should display prices for 
same reasons. 

If you have some special you par- 
ticularly wish to dispose of you 
would certainly display the price to 
make it attractive, would you not? 

We prefer to make the price and 
take chances of customers coming in 
to examine goods. We then en- 
deavor to make a prospective cus- 
tomer think he just can’t get along 
without the article in question, and 
as many more as we are able to in- 
terest him in. 

We think price tags scare very 
few away. They may be frightened 
for the time being, but on investiga- 
tion discovers the price is not un- 
reasonable and return. You must, 
of course, have the goods priced 
right or the tags will be a bad thing. 

H. H. Heydon & Son, 
Chatfield, Minn. 





RICE tagging merchandise in a 

store window can scare custom- 
ers away or it can bring them in 
to buy. It depends entirely upon the 
value of the goods whether or not 
it is a bargain, regular price, or 
higher price. 

We believe that it is good busi- 
ness to make special prices on cer- 
tain goods in the different seasons 
of the year. For instance, take 
heaters; we advertise them priced 
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at $8.75 up. The price of $8.75 
catches the customer’s eye and 
he comes into the store to look them 
over, and the chances are he will 
purchase a $20 heater instead of 
the $8.75. This same thing would 
apply to other classes of goods, such 
as gas ranges, automobile accesso- 
ries, tools, etc. 

Advertise on articles that you sell 
at a special low price, and it will 
bring sales for the higher-priced 
goods. 

Louis Hartig, 
Washington, D. C. 





he general, we believe that all win- 
dow trims whereby staple articles, 
or articles that are not in a specialty 
class are shown, should be marked 
with the prices. This certainly in- 
spires confidence in the public. They 
no doubt believe a merchant that is 
willing to show the prices is quite 
sure the prices are right. It often 
happens in the hardware line, many 
articles of which are not purchased 
frequently, the customer is not 
familiar with the price and where 
the price is shown may become in- 
terested. 

If you will try a little experiment 
just pass down the street and ob- 
serve the windows. If there happens 
to be anything shown you are espe- 
cially interested in, the first ques- 
tion that comes to your mind is how 
much is it. 

In the specialty class we might 
mention high-grade electric washing 
machines and sweepers. When show- 
ing either of these in a window we 
believe it would be better, everything 
considered, to not price them, for 
the reason that it would be very ad- 
vantageous to first show the cus- 
tomer the value and the service of 
the machine by demonstrating. 


Wilcox Hardware Co., 
Adrian, Mich. 





T is generally understood that your 
show windows are for displaying 
goods to the public, and at this day 
and time, without using price tags, 
we personally believe that a window 
display loses its attraction. In fact, 
we use price tags throughout our 
entire store and mark all goods in 
plain figures. We find that if we 
accidentally place an article in the 
window without marking the price 
on it we are continually being wor- 
ried by having to go out in front of 
the store and give the price on the 
article not marked. Our experience 
has been that all goods marked with 
price tags have increased our busi- 
ness quite a bit, and we know that 
by marking our goods in plain fig- 
ures we have gained the confidence 
of our customers and have heard 
quite a few comments complimen- 
tary to this method. 


Doherty Bros. Hardware Co., Ltd., 
Baton Rouge, La. 
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[N my opinion it is good business 

to price goods in windows, or 
anywhere else where they are put on 
display for sale. Goods in a window 
without the price do not carry the 
interest that a window does with the 
price, The first thought a person has 
on seeing an article that they are 
interested in is what is the price? 
If the price is left off he may be in- 
terested enough to call in and ask 
the price; if not interested to this 
extent he will pass on. If the price 
is there it helps to make up his 
mind to buy, especially when the 
price is attractive, and the price has 
to be attractive according to the 
quality of the article to make them 
part with their money. 

Another reason for pricing the 
goods is your window is telling the 
price when you are not there to tell 
it yourself. 

I believe in having confidence 
enough in both your goods and 
prices to let the people know about 
them. 

E. D. Patterson, 
Graceville, Fla. 





WE do not approve of it, unless it 
is a special price on an item. 
We think then that it is good busi- 
ness; otherwise, we think it better 
business to leave the price off when 
displaying in show windows. 
H. G. Smith Hardware Co., 
Clearwater, Fla. 





E have no hard and fast rule, 

in general we price in blind 
figures. The only time we mark 
goods in plain figures in the windows 
is when we have a special sale, and 
with us they are few and far be- 
tween. In a small town with limited 
transient business, and your com- 
petitor but four doors away, on the 
same block and same side, carrying 
more or less the same line, it is not 
a good policy to price in plain fig- 
ures and thereby encourage an over- 
zealous clerk to cut under and start 
a price war. 

This house has been built on the 
confidence of the people. When they 
want what they need our trade will 
come to us. Of course, during the 
holidays, when customers are more 
or less in doubt what they can afford 
for the prospective gift, we have the 
novelties and what we consider suit- 
able for the season prices in plain 
figures. 

The R. W. Isaacs Hardware Co., 
Clayton, N. M. 





E think it good business to 
price-tag goods in windows. The 
public is then familiar with our 
goods and prices. 
The Dickinson Hardware Co., 
Colorado Springs, Col. 
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Scores of Witnesses Heard on Mellon Tax 
Reduction Measure 


Business Men Everywhere Approve Income Tax Cuts—Repre- 
sentatives of Many Industries Urge Repeal 


(WASHINGTON, D. C., Jan. 21, 1924.) 


HE universal popularity of the 
Mellon plan of tax reduction has 


been deeply impressed upon the 
Ways and Means Committee during 
the past week by more than 100 
witnesses who have urged its provisions 
upon Chairman Green and his col- 
leagues, both Republican and Demo- 
cratic. The wisdom of every feature 
of the project has been favorably 
commented upon, and it would seem 
that the Secretary of the Treasury has 
the entire business community of the 
country solidly behind him. 

Second in importance to this out- 
pouring of sentiment in favor of the 
general features of the Mellon plan 
has been the insistent appeal of many 
interests for the wiping out of the 
nuisance taxes which remain on the 
statute books as a legacy of the world 
war. The repeal of every such tax has 
been urged during the past week, and 
it is apparent that one of the most 
serious problems confronting the Ways 
and Means Committee will be the ques- 
tion as to how far these nuisance taxes 
can be abated without making inroads 
upon the Mellon project for reducing 
taxes on incomes. 


Strong Plea for Income Tax Cuts 


Perhaps the most forcible and suc- 
cinct plea in favor of the chief features 
vf the Mellon plan made during the 
past week was urged by James A. 
Emery, counsel for the National As- 
sociation of Manufacturers, who also 
spoke for the State manufacturers’ 
associations of thirty-three States and 
for the National Founders’ Association, 
one of the veteran organizations in the 
American industry. 

“Surtaxes ought to be considered not 
merely from the viewpoint of their 
direct effect upon the individual tax- 
payer,” said Mr. Emery, “but their 
economic and social effect upon the life 
of the country should be taken into 
account. It will be of little advantage 
to the individual to receive a personal 
reduction in his own tax if he is not 
relieved of the indirect taxation to 
which the economic effect of tax-exempt 
securities so largely contributes. 

“In considering the measure before 
you you must bear in mind that invest- 
ment cannot be compelled—it must be 


of Nuisance Taxes 


By W. L. CROUNSE 


tempted. The experience of the past 
two years suggests that we have had 
substantially a continuing deficit in the 
amount of free capital annually re- 
quired for replacements, experiment 
and the national expansion of indus- 
try, commerce and transportation in 
response to the normally increasing 
demands of the people of the United 
States for commodities and services. 


Best Secretary Since Hamilton 


“The proposal of the Secretary of 
the Treasury is predicated upon the 
experience of the Government in the 
effect of high surtaxes upon the flow 
of public revenue and the judgment of 
the Secretary of the Treasury upon 
the effect of his proposal is predicated 
on a life-long experience as a success- 
ful financier. With all due respect to 
the opinions of less experienced indi- 
viduals who for various reasons have 
submitted alternative projects we 
prefer to follow the judgment of the 
ablest Secretary of the Treasury since 
the days of Hamilton.” 

Mr. Emery drew a graphic picture 
of the American business community 
waiting eagerly and with some im- 
patience for action by Congress in the 
way of relief from the heavy burden of 
taxation it is now carrying. 

“Throughout the length and breadth 
of the land,” said Mr. Emery, “‘we have 
an impressive illustration of the psy- 
chology of expectation. The whole 
country is aroused to expect tax relief. 
If it is to be denied, unduly delayed or 
diminished there is certain to be a very 
human reaction expressing itself in 
anxiety, discouragement and depres- 
sion.” 


Would Repeal Motor Boat Tax 


A strong plea for the repeal of the 
10 per cent tax on the sales price of 
motor boats was made by H. H. Sut- 
phen, president of the National Associ- 
ation of Engine and Boat Manufac- 
turers. Mr. Sutphen said that this 
tax has greatly injured the motor boat 
industry which is running only at 30 
per cent of capacity. 

When this tax was imposed on motor 
baats the attention of Congress was 
drawn to the fact that in hundreds of 
little tidewater towns in the maritime 
provinces of Canada motor boats were 


being built with much cheaper labor 
than that available in the United 
States. This difference in cost of pro- 
duction has hampered the American 
industry for many years, and, even 
though tariff adjustments have since 
been made and the tax assessed upon 
boats of foreign production, it has only 
operated to*raise the price to the con- 
sumer to the point where it has severe- 
ly restricted the purchase and use of 
boats. 

An urgent appeal to the committee 
for the elimination or the reduction of 
the excise tax on automobiles, motor 
trucks and parts was made by C. C. 
Hanch of Indianapolis, representing 
the National Automobile Chamber of 
Commerce. Mr. Hanch indicated that 
he expected opposition to the entire 
repeal of this tax, which now yields 
about $150,000,000 annually, and sug- 
gested that if Congress could not see 
its way clear to wipe it out entirely it 
should certainly reduce the rate. 


Should Not Tax Trucks 


The desirability of repealing the 3 
per cent tax on motor trucks was em- 
phasized by the witness who said that 
this tax was especially obnoxious and 
appeared to be without logical reason. 
Motor trucks are used exclusively for 
business purposes and any tax upon 
them necessitates an increase in the 
capital invested in any business by 
which they are employed. 

Mr. Hanch emphasized the fact that 
a 5 per cent tax on automobiles was a 
very substantial impost which of itself 
deters many would-be purchasers from 
buying cars. He thought this rate 
should certainly be reduced if not re- 
pealed. 

“We do not think it is fair,” said Mr. 
Hanch, “to grant total relief to some 
industries and not to give the auto- 
mobile industry some measure of relief. 
This tax has proven a detriment to our 
entire industry although we concede 
that it has been unusually active dur- 
ing the past two years.” 

Representative Mills of New York 
and other members of the committee 
drew Mr. Hanch’s attention to the fact 
that the Federal Government is now 
spending upwards of $75,000,000 per 
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Low Stocks, High Costs and Growing Demand 
Make Downward Price Trend Unlikely, 


Hardware Manufacturers Declare 


months of this year are un- 

likely because of the improb- 
ability of any reduction in the cost 
of raw materials or labor, and be- 
cause of the fact that jobbers and 
retailers have small stocks on hand. 
That in brief is the general opinion 
of some of the leading hardware 
manufacturers who were interviewed 
Jan. 16 at the Waldorf-Astoria, New 
York City, following a meeting of 
the executive committee of the 
American Hardware Manufacturers’ 
Association. 

The hardware manufacturers are 
confident that business during the 
first part of this year will be essen- 
tially sound, and that all branches 
of the trade will enjoy a better sales 
volume than was experienced in 
1923. 

Charles W. Asbury, a member of 
the advisory board of the manufac- 
turers’ association and vice-president 
of the Enterprise Manufacturing 
Co., Philadelphia, Pa., expressed his 
confidence that business will show a 
steady improvement during the com- 
ing six months. 

“I look for a dependable, good, 
sound and healthy business during 
the first half of this year,” Mr. As- 
bury said. “There are a number of 
favorable trends such as the possi- 
bility of tax reduction, and the ample 
supply of money available for indus- 
trial expansion. The passage of the 
Mellon tax reduction bill will be a 
great boon to business generally. I 
am unable to see anything on the 
other side to indicate adverse ten- 
dencies. 

“As far as prices are concerned 
there will be no softening. Raw ma- 
terials and labor are still high and 
show no downward tendencies. 
Stocks of goods in the channels of 
flow are not large and jobbers and 
retailers will undoubtedly find it 
necessary to replenish their stocks. 

“The fact that this is a presiden- 
tial election year should not mate- 
rially affect business. That idea, to 


| OWER prices for the first six 


Pratt & Lambert Honors Veteran 
Employees 


Twelve veterans in the service of 
Pratt & Lambert, Inc., manufacturer 
of varnish, were presented with gifts 


in recognition of their long service at 
a meeting of all the employees of both 


my mind, is archaic. I think we 
have every reason to look for a good 
and more profitable business, and 
that we will be more happy at the 
end of 1924 than we were at the 
close of 1923.” 


N. A. Gladding, member of the ad- 
visory board and vice-president of 
E. C. Atkins & Co., Inc., Indianap- 
olis, Ind., said that he could see no 
tendency toward lower prices. ‘“Ma- 
terials and labor make lower prices 
at this time impossible,” he said. 
“It looks to me like a good year 
ahead, with an increasing demand 
for hardware products.” 


Frederick H. Payne, member of 
the advisory board and president of 
the Greenfield Tap & Die Corp., 
Greenfield, Mass., emphasized the 
smallness of stocks in the hands of 
jobbers and retailers. “As long as 
this condition exists, and as iong 
as labor and material costs are as 
high as they are at present there is 
little likelihood of lower prices. I 
believe, however, that this year will 
see a marked improvement in both 
domestic and export business.” 


Isaac Black, president of the asso- 
ciation, and general manager of the 
Russell & Erwin Mfg. Co., New Bri- 
tain, Conn., said that there is noth- 
ing to indicate lower prices. “Labor 
is not yet down, and the manufac- 
turer’s overhead is still high. I have 
recently made an extended trip 
through the Middle Western, South- 


ern and Eastern States and it is my . 


impression that stocks in the hands 
of jobbers and retailers were never 
lower. These stocks have to be re- 
plenished, and I think that this con- 
dition in itself is a good omen for 
the first six months of this year at 
least.” 


J. E. Stone, member of the execu- 
tive committee and general sales 
manager of the Stanley Works, New 
Britain, Conn., said that it is impos- 
sible to get away from the old fun- 
damental law of supply and demand. 
“Dealers’ stocks are low,” he said, 





the Buffalo and Bridgeport plants, held 
Dec. 24 in Buffalo. 

Six who had reached the twenty- 
year service period received Id 
watches, appropriately engraved. Sar 
pins were given to three women and 
cuff links to three men for ten years 
service. The presentations were made 


“and I believe that we can reason- 
ably look for a fairly large demand 
within ninety days. Judging from 
some indications, it would seem that 
there is a rising market ahead, but 
I am confident that manufacturers 
. generally will attempt to stabilize 
the market. Everybody can make 
more and do a better all around 
business on a stable market.” 

Murray Sargent, chairman of the 
executive committee and secretary 
of Sargent & Co., New Haven, Conn., 
regards the business outlook favor- 
ably. “There is a strong potential 
demand for builders’ hardware,” 
Mr. Sargent said. “The number of 
building permits continues to in- 
crease, dealers’ stocks are low and 
demands will undoubtedly grow. I 
look for active business during the 
next six months. Beyond that no 
one can predict, but I think funda- 
mental conditions are sound.” 

S. D. Latty, second vice-president 
of the association and president of 
the Kirk-Latty Mfg. Co., Cleveland, 
Ohio, said that steel prices have 
been established for the first half of 
1924. “There can be no reduction 
of prices in the hardware business 
under present conditions,” Mr. Latty 
said. “The first half of 1924 is prac- 
tically settled. Demands will in- 
crease, which will make it impos- 
sible to lower costs; there will be no 
liquidation of labor and there will 
be general business activity in all 
lines.” 

William A. Graham, first vice- 
president of the association and pres- 
ident of the Wallingford Mfg. Co., 
Wallingford, Vt., said that he had 
talked with a number of manufac- 
turers and that there has been a 
general attempt to keep prices as 
low as possible. “In some instances,” 
Mr. Graham said, “manufacturers’ 
prices are lower than they should be 
under present costs. Prices will, 
perhaps, stiffen before they soften, 
because demands will probably in- 
crease very substantially during the 
next few months.” 


by J. H. McNulty, president of the 
company. Cash service bonuses were 
also distributed to all who had been in 
the employ of the company six months 
or more. In his address to the gather- 
ing, Mr. McNulty announced several 
new plans which will result in in- 
creased benefits to the employees. 
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Stronger Buying Under Way 


—Market Confidence Growing 


markets throughout the country. Jobbers and retailers are placing sub- 


GS) markets ¢ buying tendencies are becoming more evident in the hardware 


stantially larger orders with manufacturers than they did a year ago at 

this time. Inventory is practically over, wholesale and retail stocks are low 
and the buying movement is under way. 
Manufacturers see little likelihood of lower price trends during the first half 


of this year. A number of price readjustments are being made. The majority of 
these is in the nature of advances. With better buying, collections are expected 


to improve. 


Although the open winter in many sections of the country has hampered 
the sale of seasonable winter goods, this has been offset to some extent by the 
continuation of construction and repair work. 





_ Manufacturers’ Price Changes 


HE Schrade Cutlery Co., Walden, N. Y., has 
issued a new price list showing a general 
advance of approximately 10 per cent. 


Drop shot and Boy Scout shot has been ad- 


vanced 10 cents per bag. 


Several manufacturers of loaded shells have 
announced a slight decline in prices. Discounts 


are unchanged. 


Some manufacturers of lantern globes have 
reduced prices slightly. 

Landers, Frary & Clark, New Britain, Conn., 
have reduced prices on their line of vacuum 


bottles and fillers approximately 18 per cent. 


Yale & Towne Mfg. Co., Stamford, Conn., has 
issued new prices on its line of padlocks, show- 


ing reductions on some numbers. 





Price Changes from Jobbing Centers 


NEW YORK.—Buying is materi- 
ally improving in the local market. 
Both the jobbers and the retailer is 
ordering in larger volume and retail 
trade is fairly active in spite of the 
lack of demand for winter goods. 
Construction is continuing and the 
demand for general hardware is 
good. Several price readjustments 
were made effective by local jobbers 
during the past week. 

CHICAGO.—Very few changes 
were announced in the local market 
this week. Considerable interest is 
being shown in the ammunition 
prices for fall which are expected 
daily. Pound chain was reduced 
from % to % cent per pound. 
Linseed oil declined one cent per 
gallon and turpentine sold as high 
as $1.14 per gallon. White lead is 
holding firm at the recent % cent 
per pound advance. 


BOSTON.—Changes in prices are 
more numerous this week. On the 
down side there has been a cut of $5 
per dozen in Success mop wringers, 
5 per cent in nickeled silverware, 10 
cents per lb. in shellac gums, 10 per 
cent in Thermos bottles, a slight 
decline in loaded shells, a moderate 
cut in lantern globes, a drop of 2 


cents per gal. in turpentine, 2 cents 
per lb. in oxalic acid, and a revision 
in the Pyrex line of oven ware. 

On the upside there has been an 
advance of 10 per cent in Schrade 
cutlery, 10 cents per bag in drop 
shot, % cent per lb. in painters’ 
lead, and % cent in sheet lead. The 
declines have it. 


PITTSBURGH. — The important 
changes in prices in the local dis- 
trict last week included an advance 
of about 50 cents per ton on most 
grades of pig iron, and a reduction 
of $15 per ton on proof, BB and 
BBB chain, %-in. and smaller, and 
$10 per ton on 9/16-in. and larger. 
These reductions were a surprise to 
the local trade, and are said to be 
due to severe competition. Gener- 
ally speaking, the local market on 
all lines is very firm, and no reduc- 
tions in prices of moment are looked 
for in the near future. On products, 
notably sheets, on which prices have 
been more or less shaded for some 
time, they are now holding quite 
firm. The outlook is for a stable 
market on practically all products 
this year. 

CLEVELAND.—Jobbers announce 
net prices on Pyrex Oven Ware, in 


conformity to manufacturers’ 1924 
policy. Slight advance on stove 
boards, wood lined up 2% cents, 
paper lined up 5 cents. Jobbers pay- 
ing f cent more on sisal but have not 
yet decided to make similar advance 
in price to dealer. New lantern 
prices given out, no change in 1923 
prices. Guaranteed until Sept. 1, 
1924. . 

TWIN CITIES.—Previous to the 
first of the year it had been expected 
that there would be numerous 
changes made beginning with the 
new year. This has not material- 
ized to any great extent. 

Steel Registers are now quoted 
at 40 per cent from lists, instead of 
35 per cent. 28-gage galvanized 
steel sheets have been reduced from 
$6.40 to $6.20 per cwt., and black 
sheets from $5.30 to $5.05 per cwt. 
There has also been a slight decline 
on tin plate, so that Furnace Coke 
ICL 20x 28 is now $14.75 per box; 
IC Roofing Tin 20 x 28 8-lb. coating, 
$14.25. 

The Goodell-Pratt Company have 
issued a new price list as of 
Jan. 1, bringing all prices up to date 
and making a few minor changes 
not previously reported. 
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New York Market News 


STRONGER BUYING 


Business in the New York wholesale 
hardware market is beginning to show 
strong activity. Buying is stronger 
and is not confined to any particular 
line or any special assortment of goods. 
Some of the local jobbers say that their 
business during the first half of this 
month has been 50 per cent better than 
it was during the same period of the 
first month of last year. 

Jobbers are buying in larger volume 
from manufacéurers and say that they 
look for no general decline in the mar- 
ket. The declines on vacuum bottles and 
padlocks are said to be the result of 
competitive manufacturing conditions. 
Jobbers and manufacturers say that 
they expect that every effort will be 
made to maintain a stable market dur- 
ing the first six months of this year. 

Collections have improved with the 
stronger buying tendency and although 
winter goods have not been sold in the 
volume expected, a great deal of out- 
door repair and construction work is 
under way and the demand for tools 
and general hardware is good. 





mately 18 per cent. 


some numbers. No. 


59c. each, 


ing conditions. 





PRICE CHANGES 


Landers, Frary & Clark, New Britain, Conn., have 
reduced prices on vacuum bottles and fillers approxi- 


Yale & Towne Mfg. Co., Stamford, Conn., has 
issued new prices on padlocks showing reductions on 
326, which formerly sold at 
89c. wholesale is now 52e. each. No. 323, formerly 
is now 32%ec. each. No. 225, formerly 
78c. each, is now 43c. each. No. 235, formerly 78e. 
each, is now 438c. each. Yale night latches No. 042 
and No. 043, formerly $2.20 each wholesale, are now 
$1.75 each. No. 2 dead lock formerly $2. 52 each, is 
now $2.06 each. The reason for these declines, ac- 
cording to local jobbers, is competitive manufactur- 


Drop shot was advanced 10c. per bag. 

Kester solder has been advanced 1 cent per lb., 
and strip solder has been advanced 1 cent per Ib. 

A new cap screw list is expected to be issued Feb. 
1, and is likely to show price advances, jobbers say. 








CURRENT MARKET QUOTATIONS 


The following are New York job- 
bers’ quotations on some of the sea- 
sonable lines principally in demand: 


ASH SIFTERS.—Rotary ash sifters, 
$2.10 each. 
AUTO VISES.—Columbian, No. 143, 
$3.25 each. 


AXES.—Handled axes, 2% to 3 Ib., 
$19.25 per doz.; 3% to 3% Ib., $19.25 
per doz.; 3% to 4% Ib., $19.75 per 


doz.; 4 to 5 Ib., $20.25 per doz.; 4% 
to 5% Ib., $20. 75 per doz.; 51, lb., 
only, $22.75 per doz. 

House axes, 2% Ib., 
$14.25 per doz. 
BOLTS AND NUTS.—Common car- 
riage bolts, small, 35 to 35-10 per 
cent; large, 35 to 35-10 per cent. 

Machine bolts, small, 45 to 45-10 
per cent; large, 45 to 45-10 per cent. 
Lag screws, 45 to 45-10 per cent. 

Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 


CARPET SWEEPERS.—Bissell, 
“American Queen,” $54 per doz.; 
“Club,”’ $108 per doz.: “Elite,” $60 
per doz.; “‘“Grand Rapids,’’ Nic, $48 
per doz.; “Grand Rapids,” Jap., $44 
per doz.; ““Grand’’ Jap., $60 per doz.; 
“Parlor Queen,” $56 per doz.; “‘Prin- 
conn, " $50 per doz.: ‘“Standard”’ 
Jap., $36 per doz. ; ‘Universal’ Nic., 
$46 per doz.; “Universal” Jap., $42 
per doz. 

TOY SWEEPERS.—‘Little Daisy’’ 
(3, 6 or 9 doz.), 92.10 per doz.; ‘“‘Lit- 


19 in. handles, 


tle Queen”’ (3, 6 or 9 doz.) $3.50 per 
doz.; ‘“‘Little Jewell’’ (1 doz.), $10 
per doz. 


COTTON GLOVES.—Jersey pattern, 
2le. per pair; light canvas, without 
cuffs, 14c. per pair; heavy canvas, 
without cuffs, 22c. per pair. 


DOOR KNOBS.—Mineral rim, 18c. 
per pair, mineral mortise, 19c. per 
pair; jet, porcelain rim, 19%c. per 
pair; jet and porcelain mortise, 20c. 
per pair. 

FURNACE SCOOPS. — Furnace 
scoops, hollow back, steel D handle, 
49c. each. Long handle, 52c. each. 


Hollow back, wood D handle, 63c. 
each. All less 5 per cent for bundle 
lots. 

GALVANIZED PAILS.—Galvanized 
pails, 8-qt., 19c.° each; 10-qt., 22c. 
each; 12-qt., 14c, each; 14-qt., 27c. 


each ; 16-qt., 32c. each. 


Heavy galvanized pails, 12-qt., 35c. 
— 14-qt., 40c. each; 16-qt., 46c. 
eac 


Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; No. 3, 91c. nap 
GALVANIZED SHEETS.—No. 
4.70c. to 5.10c. per lb.; No. 16, 4.850: 
to 5.25c. per Iib.; Nos. 18 and 20, 5.00c. 
to 5.40c. per Ib.; Nos. 22 and 24. 5 15¢. 
to 5.55¢c. per Ilb.; No. 26, 5.30c. to 
5.70c. per lb.; No. 27, 5.45c. to 5.85c. 
per lb.; No. 28, 5.60c. to 6.00c. per 
Ib., No. 30, 6.05c. to 6.45c. per Ib.; 


No. 28 and lighter, 36 in. wide, 20c. 
higher. 
ICE SKATES.—Ice Skates (Union 


Hardware)—No. 1624, 80c.; No. 
162414, $1.15; No. 172414, $1. 43: No. 
1824, $1.88; No. 1924%, $2.80; No 

524%, $1.21; No. 424%, $1.53; No. 724, 
$2; No. 924%, $2.94; No. 5%, 88c.: No. 
7, $1.50; No. 9, $2.50; No. OX3, $2.38; 
Donoghue, $5; Ext. Bob, plain, 52c.; 


Ext. Bob. nickeled, 63c.; No. 52, 88c.; 
No. 5124, $1; No. 5624, $1.06; No 
562414, $1.35; No. 5724%, $1.68; No 
5824, 92.15; No. 5924%, $3.19; No 
h244%L, $1.45; No. 424%L, $1.80; No 
724L, $2.38; No. 92 L, $3.50; No. Rte 
$3.94; No. 96, $5.50; No. 07, $1. 20; 


08. $2.25; No. 0814, $2.93. 
Sundries and parts from list, 
per cent. 

LINSEED OIL.—In lots of less than 
5 bbl. 97c. per gal.; in lots of 5 bbl. 
or more, 94c. per gal. Calcutta lin- 
seed oil in bbl., $1.06 per gal. Boiled 
oil is 2c. extra; double boiled oil is 
3c. extra and oil in half bbl. is 5c. 
per gal. additional. 

MORTAR HODS.—Wood, $1.94 each. 
Brick hods, wood, $1.52 each. 


NAILS.—Wire nails, $4 to $4.25 base 
per keg. 

Cut nails, $4.50 base per keg. 
Wire nails and brads in small lots, 
70 per cent off list 

Roofing nails, 1 x 12, 100 Ib., $7.55, 
galvanized; and plain, $5.55. 
POULTRY NETTING.—From New 
York stock, 40-2% per cent; f.o.b. 
Pittsburgh, 45-5 per cent. 
ROPE.—First grade Manila rope, 16c. 
to 18c. base per Ilb.; hardware grade, 
l4c, to 17c. base per Ib.; Ist grade 
sisal, l4c. per lb.; 2nd grade sisal, 
12c. per Ib. 

SASH CORD.—First grade, 5ic. to 
55c. per Ib. base. Prices vary in 
different sections of the city. 
SCREWS.—Flat head steel machine 
screws, 66% per cent. 

Round head steel machine screws, 
66%, per cent. 

Flat head brass machine screws, 


' 30-5 


Flat head steel wood =§ screws, 
oi Supe full packages, 75-20-5 per 
cent 


Galvanized, 60-20-5 per cent. 
70-20-5 per cent. 


Flat head brass, 


Round head blued, 72%-20-5 per 
cent 


Round head nickel plated, 601%4-20- 


» per cent. 


Round head brass, 67%-20-5 per 
cent. 

Prices vary in different sections 
of the city. 


SIDEWALK SCRAPERS.—Sidewalk 
scrapers, tank riveted, 4 x 7, 93.65 
per doz.; scraper with ‘shank, 5 x 7, 
$6.25 per doz.; scraper with socket, 
6 x 7, $8.75 per doz. 
SNOW SHOVELS.— Snow shovels, 
steel, 2 rivets, long handle, $4.75 per 
doz. 

Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz. 


SOLDER.—Kester string solder in 


1-lb. spools, 60%c. per spool. 

Bar solder, commercial’ grade, 
34l4c. per lb. Strip solder, in 5-lb. 
boxes, 42c. per Ib. 


TOOL HANDLES hae aaa 
Hay fork handles, bent, 5-ft., 33c. 
each; 6-ft., 51c. each. 

Manure fork handles, bent, 4%-ft.; 


29e. eac 

Spading fork handle, 4%-ft., 36c. 
each. 

Hoe handle, shank or socket style, 
41%-ft., 22c. ,encn. Mortar style, 
6-ft., 45e. eac 

Long Bao handle, bent, 4%-ft., 
37c. each. 

Long spade handle, 4%-ft., 37c. 
each. 


Bent D handle, manure fork style, 
46c.. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading style, 40c. 
each. 

Spading style, with strap ferrule 

and cap, 63c. each. 
WEATHER STRIP.—Weather strip, 
double rubber, 66%4-5 per cent dis- 
count; single rubber, 66%4-5 per cent 
discount. Felt, 60 per cent discount 
Flexible, all rubber, 60 and 5 per 
cent discount. 


WIRE oma La .Teataial quotations, 


f.o.b. New 
Black wire” cloth, 12-mesh, $2.35 
12-mesh, 


per 100 sq. ft. 

Uelensibed wire cloth: 
$2.75 per 100 ,5F- ft.; 14-mesh, $3.25 
per 100 sq. 

Copper bias cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 por 100 sq. 
= — 16- mesh, $8. per 100 
Sq. 

Wire cloth, eerveusse square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
% -in. mesh, $5.25 per 100 sq. ft.: 
%4-in. mesh, $5.50 per 100 sq. ft. 
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Interest in Spring Goods Increasing 
in Chicago—Few Price Changes 


(Chicago office of HARDWARE AGB) 

USINESS is showing a satisfactory increase so far 
B this year over the volume of the corresponding 
period last year. It will be remembered that 1923 

did not open up with a great deal of strength, but the 
present markets on the whole are very firm. Overstocks 
are being reduced as fast as possible and interest is turn- 
Commitments show 


ing rapidly to spring merchandise. 
a comfortable gain over last season. 


More fall prices have been announced and there are 
still some announcements to come that are awaited with 
a great deal of interest. Lower prices than those apply- 
ing last season are not expected unless certain trade con- 
ditions warrant such changes. Most of the fall business 
is being placed on last season’s figures but in some cases 


prices are higher. 


ALARM CLOCKS.—Stocks continue to 
be very low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 ‘in case lots: 
Black Bird, $18. 96 in doz. a, $18.36 
in case lots. En $20.88 in doz. 
lots, $20. case lots: pb hmeey 
$13.20 in , ar $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


AMMUNITION AND FIREARMS.— 
Considerable interest is being mani- 
fested in the new ammunition prices 
which are expected to be announced 
shortly. 


AUTOMOBILE ACCESSORIES.— 
Some improvement noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Piugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4lc. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
C. Special Ford, 4c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in 7 of 10, $2. 25 each; Sw 
plex, No. $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose, 14-in. 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabric, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, 
1.30 each; red inner tubes, 30 x 3% 
1.80 each. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. 404, Universal 
Socket set, $7: No. 505 rew 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


AXES.—Prices affirmed without change 
by the leading makers at least to April 
1; fall prices not yet announced; cur- 
rent mgt fair. 


oe from jobbers’ stocks, 
icago: First gy f single 

bitted unhandled axes, Ib., $14 
doz. base; double bitted, $19 doz. 


cylinder, 


base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single  bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


has been given out as $350,000,000, which is an increase of 
$83,000,000 over 1922. 
18.32 per cent and 46 per cent in the other. 

Buying of steel has increased and leading manufactur- 
ers are well supplied with orders. Some mills are booked 
up for the first three months’ production. While buyers 
are not showing much disposition to anticipate their re- 
quirements very far ahead, yet there is every indication 


The increase in. one house was 


that demand is crowding production. 


Three of the leading automobile manufacturers are 
basing their production plans for this year on an expec- 
tation of business comparing favorably with 1923. The 
1923 building construction has been placed at $5,022,900,- 
000 and 1924 has been forecasted to reach $4,835,935,000. 

Very few price changes were announced in the local mar- 


ket during the week. Collections are reported as satisfac- 
The total sales of the two large catalog houses for 1923 tory. 


BICYCLES.—Orders being received in 
quantities. Retail stocks low and good 
spring demand evident; prices 10 to 15 
per cent higher than last season. A 
further slight advance in bicycles as 
the spring season gets into full swing 
would not be surprising. 


_— TIES.—Current sales fair. 


quote from jobbers’ stocks, 
cate Chicago district: Bale ties, 70 
per cent discount. 


BOLTS AND NUTS.—Prices holding 
firm; no changes predicted in the near 
future. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: smal carriage bolts, 
rolled thread, 50-10 per cent dis- 
count; small carriage bolts, cut 
thread, 50 per cent discount; large 
carriage bolts, cut thread, 50 per 
cent discount; small machine bolts, 
rolled thread, 60-5 per cent discount; 
small machine bolts, cut. thread, 
50-10-5 per cent discount; large ma- 
chine bolts, cut thread, 50-10-5 per 
cent discount; all stove bolts, 70-10-5 
per cent discount; lag screws, 50-10- 
10 per cent discount. 


BUILDERS’ HARDWARE.— Competi- 
tion lines not expected to hold at pres- 
ent levels and advances are likely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz.; steel bit-keyed front 
door sets, $1.90 ‘per set; wrought brass 
bit-keyed front door sets, $3.25 per 
oes cylinder front door sets, 87, 50 per 


CHAIN. —Prices on “pound” chains, 
coil, log, wagon, etc., declined Jan. 10 
% cent to % cent per lb.; demand very 
active on all sorts of chain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 lb.: American coil chain, 
40-10 per cent off list; No. 00 4% elec- 
tric welded cow ties, $2.75 per doz. 


CLIPPING AND SHEARING MaA- 
CHINES.—Interest increasing in this 
line for early delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clipping 
machine, $12.75 list; one man power 
shearing machine, $21 list; top plates 
No. 90 and 360, $1.25 each list; bottom 
plates No. 99 and 361, $1.75 each list: 
dealers’ discount, 3314 per cent. Stew- 


art electric clipping machine, pedes- 

tal type, $85 list; shearing machine, 

$90 list; dealer’s discount, 25 per cent. 
COPPER RIVETS AND BURRS.— 
Though copper is strong and positively 
higher, local prices are unchanged; de- 
mand continues strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 

COTTON GLOVES AND MITTENS.— 
Current sales active. Prices for fall 
shipments remain at last season’s level 
in spite of higher raw material mar- 
kets. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Knit wrist gloves, 
6-oz., $1.80 doz. pr.; 8-oz.; $2.10 doz. 
pr.; 10-0z.; $2.30 doz. pr. 


CUTLERY.—Prices strong and higher 
prices on some items may result; cur- 
rent sales good. 


DOOR SPRINGS.—Selling well on fu- 
ture orders. 


We quote from jobbers’ stocks, 
pa Chicago: Perfect, No. 2, 365c. 
doz.; No. 3, 40c. doz.; o. 4, 44c. per 
doz.: No. 5, 52c. per doz.; No. 6, 
63c. "doz.: No. 7, 70c. doz.; Reliance, 
light, $1.80 doz.; medium, $2.50 doz.; 
heavy, $3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE.—No 
price changes expected; demand con- 
tinues very good. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35: No. 18 lamp cord, $15 per 
100-ft.; in 1000-ft. lots, $13.75; %-in. 
brush brass key sockets, 20c. each: 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 138c. each; two-piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 
case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
No change in prices; orders in great 
volume, season considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smith's sledges, 5-lb. and heavier, 
lle. per Ib. 


FIELD FENCE.—Fair interest being 
shown for spring delivery with March 
1 dating. 


We quote from _ jfobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 
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FILES.—Demand good; prices very HINGES.—Present prices being main- 


firm. 


° a. from jobbers’ stocks, 
Lob b. o: American files, 60- 5 
per cent of list; Nicholson files, 50- 
10 per cent off list; Disston files, 
50-10-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 


FOOD CHOPPERS.—Sales have been 
very good; demand should continue 
—— Agprsinncg and February. 


1, 
, $22. 25 mer Gon.: : 
No. 3, $28. 35. ar doz.; Enterprise 
No 501, $16.65 per doz.; No. 602, 
$20. 80 per doz.; No. 703, $27 per doz. 


GALVANIZED AND TINWARE. — 
Buying is brisk. Five-gal. kerosene 
cans are in demand with oil heaters. 
Prices are unchanged on galvanized 
tubs and pails, except for jobbers’ Jan- 
uary leaders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, 8-qt., 
1.85 doz.; 10-qt., $2.10 doz.; 12-qt., 
2.30 doz.; 14-qt., $2.57 doz.; ‘galvan- 
~— wash tubs, No. 1, $6.25 doz.; No. 

2, $7 doz.; No. 3, $8.25 ‘doz.; ; 2-gal gal- 
vanized kerosene can (tin breast) 
$4.25 doz.; 5-gal lvanized kerosene 
can (galvanized reast) $7.75 doz.; 
1-bu. galvanized baskets, $7 doz. 

GLASS AND PUTTY.—Demand im- 
proved; prices very firm; no weakness 
is being shown at this time. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 
100-Ib. kits, $3.55; glaziers’ points, 

2 and 3, one doz. packages, 


HANDLED HAMMERS.—Early 1924 
orders show a substantial increase in 
volume, evidently due to the favorable 
lower prices announced by the manu- 
facturers some weeks ago. 


We quote from jobbers’ stocks, 
No. 11% first quality nail hammers, 
$12 per doz.; 12-oz. ball pein, $8.80 
per doz.; competitive forged nail 
hammers, $9.60 per doz.; cast steel 
hammers, $4 per doz. 


HANDLES, TOOL.—No change in 
these lines; prices expected to continue 
strong, with advancing tendency. 


0. 
$18.20 per doz.; 


. wg _. from jobbers’ stocks, 
oO 

Axe Handles. —No. 1 hickory, $4 
doz.; 2, $3 doz.; finest selected 


white ~ ee, $6 doz.; special white 

second growth hickory, $5 doz. 
Hatchet and Hammer Handles.— 

No. 1, 90c. per doz.; finest growth 


hickory, $1.50 per doz. 


HANDLES, AGRICULTURAL.— Fair 
interest being shown in future business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz; XX 
414-ft., $4 doz.; 5-ft., $4.80 doz.; X 
ete 2.40 doz.: 5-ft., $2.80 doz. 

ay Fork Handles.—Bent chucked 
and bored. best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; 


$3 doz.; 5- ft., $3.40 doz. 
Manure Fork Handles. —Pent best 


de, 4-ft., $4.75 doz.; %-ft 
5.10 doz.;: XX bent, 4-ft., $4. 15 doz.; 
4%-ft., 94.40 doz.; = som < , 4-ft., $2. 60 


doz.: 4%-ft., $2.95 


HARDWARE AGE 


tained; current business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap aL Ps - 
wes x ™ 4-in. $1. aa a — 3 
in., $1.93; 8-in., “ 82 





per doz. TR ny ey aE T hinges 
in bundles, 4-in., $1.74; 5-in., 

6-in., $2.31; 8-in., 3.95; 10-in., 5 64 
per doz. pairs. 





Give a Salesman His 
Due 


“Harpware AGE, 

“New York City. 
“Gentlemen: 

“‘Who Pays When the Sales- 
men Wait?’ is quite an interest- 
ing subject. Our rule when a 
salesman comes to our house is 
to ask what he has to offer so as 
to advise him then and there 
whether it is any use to wait. 

“Quite often when we are 
somewhat busy and we ask a sales- 
man that question he seems sur- 
prised, and no doubt is not ac- 
customed to being so treated, and 
often seems afraid to reply. I 
have frequently said to a sales- 
man, ‘If you do not care to men- 
tion what you sell, why then keep 
it to yourself.’ That invariably 
makes him reply and we tell him 
then whether or not we are in- 
terested. We do not find it hard 
to give a salesman his due and no 
doubt if others had done so there 
would be quite a saving. 

“Yours truly, 
“B. Balchowsky & Sons, 
“Frankfort, Ill.”’ 











ICE CREAM FREEZERS. — Orders 


— in fairly well. 


® Chicago from jobbers’ stocks, 
to.b : White Mountain, 1- 

$4.8 2-qt., $5.65 list; 3-qt., 
36. 75 fist: a $8. 25 list; can: $10. 45 
list; 8-at., 13.50 list; 10- ‘qt., $18 list; 
12-qt., 21. 55 list; 15-qt., $25. 60 list; 
20-qt., $33.20 ust: 25- “at. $42.60 list: 


Arctic, 1-qt., $4 list; ak $4.60 list; 
3- sat. $5.5 list; 4-at., ¥ go Ney eine 
$8.60 list; 8-qt., $11 All 
above less 50 per ae } ly 


ICE SKATES.—Cold weather has in- 
creased demand and moved dealers’ 
stocks; many re-orders being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men’s and boys’, bricht finish, 76c. 
per pair; key clamp, rocker, men’s 
and boys’, hn finish, $1.10 per pair; 
key clamp, rocker, ‘polished steel 
runners, men’s and boys’, $1.38 per 
pair; %- key, clamp, rocker, women’s 
and girls’, $1.31 per pair; % key, 
clamp, hockey, women’s and girls’, 
$1.38 per pair; screw on hockey, 19 
per pair; men’s ice skate outfits, $4.75 
er pair: women’s ice skate outfits, 
5 per pair. 


wnt 
_ 





INCUBATORS. — Excellent demand 
continues. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 


cent discount; brooder stoves, 30 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


January 24, 1924 


NAILS.—Local market steady; demand 


good. 
PP a. from jobbers’ stocks, 
: Common wire nails, 
#3 £7 per —— base; cement coated, 
3.25 per keg, base. The extra for 
vanized nails is now $2.25 for 1- 
» one longer; $2.50 for shorter than 


OIL STOVES.—Interest is particularly 
active in these lines for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
8-burner, $22 each list; 4-burner, $28 
each list; new improved New Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Prices declined 


1 cent on linseed oil; turpentine ad- 
vanced; denatured alcohol dropped 1 
cent. 


We pee from jobbers’ stocks, 
f.o.b. Chicago 
Linseed Oil. —Raw, barrel lots, 


owe per gal.; 5-barrel lots, 96c. per 


gal. 
Linseed Oil.—Boiled, barrel lots, 
$1. - per gal.; 5- barrel lots, 98c. per 


ga 
“Turpentine, —Barrel lots, $1.14 per 


wong Alcohol.—Barrel lots, 
White a -—100-Ib. kegs, “— 

per 100 Ib. 5 50-lb. kegs, 1414c. 

be lb.; 1214-lb. kegs, 14%c. per 700 


Paste.—In barrels, 6c. per 
Shellac —(4-lb. goods) raat $3. "6 
pe 4 gal.; orange, $3.60 per 
English Venetian Red. avn _ 
$3.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE.—Spring busi- 
ness looks promising; dealers’ stocks 


low. 
We quote _from jobbers’ stocks, 
f.o.b. Chicago 
Bread Pane~io. 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles. Round, No. 167, $12 
, $14 Sox. ; - No. 183, $12 
doz.; No. tea’ $14 da 
Casseroles. —Oval, ‘No. 193, 912 doz.; 
No. 197, $14 doz 
Nursing Bottles. —Narrow neck, flat 
shape and wide mouth, 4-0z, (narrow 
neck only) 80c. per doz.: all styles, 
6-0Z., $1.60 per doz.; 8-0z., "$2 per doz.; 
10-0z., $2.40 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—All Cunningborn tubes now 
$5 list. Demand for complete sets in- 
creasing and manufacturers getting 


behind on orders. 


REFRIGERATORS.—Shipments have 
indications 


started to the trade; all 
point to a good season. 


ROLLER SKATES.—Current demand 
not exceptionally heavy, but orders for 
spring delivery indicate a very active 


season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’ skates, 
$1.55 pair; girls’, $1.65 pair; Chicago 
boys’. $1.45 pair, girls’, $1.55 pair: 
Chicago rubber tired, boys’, $2.75 
pair; girls’, $2.85 pair. 


ROPE.—Advances on manila rope ex- 
pected, although not yet announced. 


No change reported in sisal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 








Garden Hoe Handiles.—XX 4%-ft., LARD PRESSES AND SAUSAGE 


rope. standard brands, 15%c. per Ib.; 





“a ake ‘Handien Nx 3-ft, STUFFERS.—Every indication that No. 2 manila rope, 14%4c. per Ib. base: 

$5.25 doz.: X 5%-ft., $3. 25 doz. > di _ January and February business will be ade, YA ' eenent pauality, 

xX #35- (, Handies.— ite 414- ft. $3.9 90 unusually good. No. 2 sisal rope, standard brands, 

doz.: D handle, best grade, $7.95 doz.; We quote from jobbers’ stocks, 12%c, per Ib. base. 

X grade, $6 doz f.0.b. Chicago: Enterprise, No. 25, 4- SASH CORD.—Advances threatened; 
Spade Handles.—D ey best qt., $7.28 ae “tg 31, 6-qt., $7.89 1 1 , h d 

grade, $7.75 doz.; X grade, $6 doz. each: No. 35, 8-qt., $8.67 each. ocal prices unchanged. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12.60 
per doz, harks. 


SASH PULLEYS.—Ordinarily a dull 
line at this time of year, but continues 
to be active on account of the large 
building programs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
y mg No. 105, 57c. doz.; barrels, 53c. 
OZ. 


SCREEN DOORS.—No changes report- 
ed; future business has all been placed. 


We wen from jobbers’ stocks, 
f.o.b. Chicag 

Screen Boers. —No. 266, 2-8 x 6-8, 
$23.15 doz.; No, 296, 2-8 x 6-8, $28.20 
doz.; No. 311, 9-8 x 6 x 8, $40 doz. 

Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Situation unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head  0obright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—Fair interest con- 
tinues in future orders, although prices 
are higher than last season. 


SOLDER AND BABBITT METAL.— 


<n a me nr ne a a ee A I A LO IT NI EN ye A R= LE CN eee 2 Ee = 
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Prices very firm; both lead and tin 
higher. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $30 per 100 Ib.; medium, 45-55 
acy pal $29 per 100 Ib.; tinners, 40-60 

928 per 100 Ib.: high speed 
pabbitt metal, $20 per 100 Ib.; Stan- 
~ ape No. 4 babbitt metal, $11 per 100 


STEEL SHEETS.— Prices continue 
very firm and the demand is good, sea- 
son considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
Sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—Many 
future orders being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26-gage 6-in. pipe, 
$17.50 per 100 joints; 28-gage 6-in. 
pipe, $15.50 per 100 joints; 30-gage 
6-in., pipe, $13.50 per 100 joints; 28- 
gage 6-in. elbows, $1.60 doz. 


WHEELBARROWS. — Orders coming 
in better volume as the spring ap- 
proaches; prices firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Some price cutting 
has been reported on screen wire for 
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future delivery, but has been localized 
and has not affected the market gener- 
ally. Large volumes have been booked 
at the ruling price which was an- 
nounced at the first of the season. 
Other wire products remain firm, with 
demand from fair to good, depending 
upon the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3. 98 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
one polished fence staples, $4.25 per 

lb.; catch weight spools painted 
ail wire, $4.30 per 100 lb.; 12-mesh 
black wire cloth, $2.10 per 100 sq. 
ft.; 12-mesh galvanized wire cloth, 
$2. 45 per 100 ¢ he 14-mesh bronze 
wire cloth, $6.70 per 100 sq. ft. in 
50-ft. rolls: galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—Prices firm; no changes 
reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent 0off; engineers’ 
wrenches, 25 per cent off: knife 
handle wrenches, 40-10 per cent off; 
Stiilson, .60-10 per cent off; Trimo, 
60-714 per cent off. 


Shelf Hardware ‘Trade Expanding 


in New England—Numerous Price Changes 


(Boston office of HARDWARE AGB) 

HE shelf hardware business in New England is ex- 
panding, but other lines are recovering slowly. It 
is generally believed, however, another week will see 

a big improvement in the heavy hardware business and in 
mill supplies, for by that time large consumers should 
have finished their inventories and have settled down to 
the business of making money. One cannot make money 
without something to work with. Shelf hardware sales 
are coming ahead very fast, both for immediate and fu- 
ture requirements, which is taken by jobbers as an indi- 


cation that retail stocks are small. 


Plans are being made for one of, if not the largest 


deliveries. 


trade. The cut in this instance amounts to 25 cents per 
gal. and will hold good until June or July and possibly 
the remainder of 1924. Jobbers as a rule are well stocked 
with paints, especially mixed goods in popular selling 
containers, therefore no delays should be experienced in 


Although price changes the past week were more nu- 
merous than reported for some time, a large number of 
manufacturers have notified jobbers there will be no 
change in prices for two months or longer, at least, and 
possibly the first half of 1924. 
facturing costs are still uncertain in many instances. 


It is apparent that manu- 
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Manufacturers in quite a few cases intimate that prices 
will hold provided they can secure a volume of business. 
Otherwise there may have to be some upward revisions 
in the second or third quarter of this year. The stability 
of prices unquestionably is encouraging retail hardware 
dealers to cover their immediate, if not future, require- 


year on record in paint sales. Consumption of paint 
in 1923 was very large, but because of the elaborate build- 
ing plans all over the country, and especially in New 
England where many one, two and three-family houses 
are under consideration, there is this optimistic feeling 
about 1924. Generally speaking, manufacturers of paints 





are selling on last year’s basis. 


AUTOMOBILE ACCESSORIES.—Reg- 
istration of motor cars in New England 
so far this year has broken all previous 
records for January. The open winter 
has a lot to do with this showing. All 
of which explains why automobile ac- 
cessories are selling so well. 


We quote from Boston jobbers’ 
stocks: 

Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield wiper, $3.75; crank case 
arm, 48c., and battery charger, $13.50. 

Springs. —Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 
front, No. 2000, $1.25, net, 9-leaf 
front, 4 2004, $2; 9-leaf rear, No. 


Gils and Greases.—Mobiloil, cylin- 


So far as can 
learned only one local house has cut prices for 1924 


der, A, E and Artic, one-gal., $1.25 
per gal.; five-gallons, $1.08% per gal.; 

30- gallons, $1 per gal.; 55-gallons, 950. 
per gal.,Cylinder, B, one- -gallon, $1.30; 
five- gallons, $1.13% per gal.; 30-gal- 
lons, $1.05 per gal. Transmission oil, 
C, $1.05 per. gal. Transmission 
grease, CC, five-pound lots, 20%c. 
per Ib.; lubricant grease, in five- 
pound lots, $11.50 per case of 12; in 
one-pound packages, $10 per case of 
48. Discount 25 per cent. 


BICYCLES.—Now that prices on bi- 
cycles have been clearly defined, jobbers 
are beginning to get business. The 
open winter unquestionably has helped 
the market. 


We quote from Boston jobbers’ 
stocks: 

. Bicycles.—Men’s, $30 to $32.50 each 

ner i 1 ee $29; women’s, $32.50; girls’, 


Boycycles.— No. 1, $9 pet No. 2, 
$10; No. 3, $13; No. 4, $15 


ments. Retail dealers in turn report a very good busi- 
ness for this season of the year. 


BOTTLES—Prices on thermos bottles 
have been reduced approximately 10 
per-cent, but quotations on other kinds 
remain as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Bottles. oe a line, No. 11Q, 
$2.75 list; $2.75; No. 6Q, $4; No. 
15%, $2. 10, On. 15, $2.35; 
$3.60. Universal line, pints, No. 111, 
small lots $1.11, in lots of five dozen 
or more, $1.05. 

Fillers.—Thermos line, No. 15%, 
95c. list: No. 15F, $1; No. 15QF, $1.60. 

Discount.—Small lots 25 and 10 per 
cent; case lots, 25, 10 and 5 per cent. 


BRUSHES.—Since the war white 
bristle wall and calcimine brushes 
have been scarce. So far as can be 
ascertained, no manufacturer is making 
an all pure white paint brush. They 
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are, however, making brushes of black 
and Russian (gray) bristles, which the 
hardware trade and painters have 
become satisfied with. The demand 
for paint brushes is coming ahead very 
fast. 


We quote from Boston 
stocks: 

Brushes.—Paint, wall, $5 to $60 per 
doz., net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $980; whitewash, $3.50 
to $130. 


BUTTS AND HINGES.—Bookings for 
future and current needs of satis- 
factory proportions say jobbers. Prices 
practically unchanged. The stability 
has stimulated demand. 


CLOCKS.—Since Jan. 1, the clock sup- 
ply situation has grown steadily better. 
Manufacturers say that some items 
they are selling show a very slight 
margin of profit and others a slight 
loss; that they may be obliged to ad- 
vance prices for same; that the cost 
of labor and materials remains high; 
that they see no reason for a reduction 
in prices. 

We quote from Boston jobbers’ 
stocks: 

Western Line. —Sleepmeter, $1.30 
each; in dozen lots, $1.26 each; in 
case (forty-eight) lots, $1.22 each. 
Jack-O-Lantern, $1.95 each; in dozen 
lots, $1.90 each; in case lots, $1.84; 
radiolite, $1.95 each: in dozen lots, 
$1.90 each; in case lots, $1.84 each. 
Big Ben, $2.28 each; in dozen lots, 
$2.21 each; in case (twenty-four) 
lots, $2.14 each. 
each; in dozen lots, $2.21 each; in 
case lots, $2.14 each. Bluebird, $1.14 
each; in dozen lots, $1.10 each; in 
case lots, $1.07 each. Blackbird, $1.62 
each; in dozen lots, $1.58 each; in 
case lots, $1.43 each. 

Waterbury Line.—Thrift, in case 
lots, 96c. each; in less than case lots, 
$1.02 each. Relay. in case lots, $2.14 
each; in less than case lots, $2.26 
each. 

Gilbert Line.—Tornado, in case lots, 
$1.02 each: in dozen lots, $1.05 each; 
in less than dozen lots, $1.15 each. 


COTTER PINS.—Some of the leading 
manufacturers of cotter pins have 
notified jobbers that they do not expect 
to change prices for some time. Prices 
have been steady since last September, 
when cotter pins in assorted screw top 
boxes, were advanced approximately 25 
per cent to $1.25 per dozen boxes. 


DRY COLORS.—Last year’s business 
in dry colors was excellent, and as 
prices in general are reasonable today, 
hardware and paint jobbers feel there 
is every reason to expect a better show- 
ing in 1924. Jobbers are well supplied 
with all kinds of colors. 


We quote from Boston jobbers’ 
stocks, in lots of less than barrels, 
figures in cents: 

Metallic brown.... 4 Whiting .......... 3 
Yellow ochre...... : 0 OT ee 12 


Zobbers’ 


Venetian red...... 4 Lampblack ....23-25 
Ultr’ine blue...... 4 Seer a) 
Che. GOCM.ccccccs 20 I ab ig aah 6 ie 12 
Dt tcGeanmadd’s 

Lampblack in packages: other colors 

in bulk. 


EXPANSION BOLTS.—The Star Ex- 
pansion Bolt Co., New York, as well 
as other manufacturers of expansion 
bolts say that in their opinion there is 
no likelihood of a change in prices, for 
some months at least. 

FIBRE.—J. Spaulding & Sons Co., 
Tonawanda, N. Y., does not anticipate 
any change in prices for several 


months. Manufacturers, however, can- 
not guarantee prices because, as they 
say, nothing is certain. 
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GLUE.—Retail hardware dealers need 
not fear getting left on glue supplies 
for their paint departments, Jobbers, 
especially the paint jobbers, are well 
stocked and therefore can make prompt 
deliveries at the same old prices exist- 
ing a year ago. 


We quote from Boston jobbers’ 
stocks; Glue—Ground. 15c. per ; 
plate, 20c, per Ilb., bonnet, 30c. per Ib. 





For Sixteen Years 


“Hardware Age, 


New York City. 
“Gentlemen: 


“HARDWARE AGE has 
been a great help to me in 
keeping informed on the 
hardware business. I have 
read every issue the past six- 
teen years and profited by it. 

“With best regards, 

“C. F. Yount, 
“Farmland, Ind.” 











GUNS AND AMMUNITION.—Drop 
shot, including Boy Scout shot, has 
been advanced 10 cents. Manufactur- 
ers of loaded shells have announced a 
slight decline in prices, but discounts 
remain as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.7 
per bag; B and larger, $2.95 per man 
Air Rifle, Boy Scout, shot, $4.75 per 
case. 

Guns.—Stevens’ line, No. 11, single 
shot rifle, $3.40, net; No. 17, $17.50; 
No. 26, $4.95; No. 27, $8; No. 12, $6.50; 
No. 14%, $4.05; No. 44, $15.75. Double 
barrel hammerless shotgun, No, 330, 
12-16-20 gage, $21.85; 410 gage, $23; 
No. 335, $24.30; No. 235, $20.75. Re- 
peating shotguns, No, 522, $55: No. 
520, $32.90. Savage line, model 99a, 
calibers 30-30, 303 and 300, $31; model 
99b, takedown, $35; model 99c, cali- 
bers 33-30 and 303 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 


LANTERN GLOBES.—Leading mak- 
ers of lantern globes have come out 
with new price lists which show a 
moderately large reduction in_ prices. 
Jobbers’ prices have not been adjusted 
as yet, but presumably will be before 
the close of another week. 


LAWN MOWERS.—According to very 
good authority lawn mower prices 
doubtlessly will remain on their pres- 
ent basis throughout the 1924 season. 
Because of this fact, retail dealers are 
ordering a little more freely. 


We quote from Boston jobbers’ 
stocks: 

Lawn ers. — Hub, 14-in., $6 
each, net: 16-in $6.25 net. Jewel, 
14- in., $13.75 list: 16-in., $14.50; Col- 
onial. 8-in. wheel, ballbearing, 16-in., 


$17.50 list: 18- in. .» $18.25; Newport, 
9-in. wheel, plain bearing, 16-in., 
$16.50 list; 18- in. $17.25; Lakewood 


9-in. wheel ballbearing, 16-in., $19. 25 
list, 18-in., $20; Imperial, plain bear- 
ing. high wheel, five blades, 14-in., 
$26.50 list : 16-in., $28.50; 18-in.. $30. 50: 
Imperial, ‘ballbearing, 14- in., $29 list; 
16-in., $31; 18-in., $33; 20-in., $35; 
Caldwell lawn trim, 8-in., $16.50 list. 
Discount, 50 per cent. 

Motor Lawn Mowers.—No. L, $325 
list; No. H, $400 list. Discount, 10 
per cent. 
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LEAD.—Painters’ lead has_ been 
marked up % cent per pound and 
people who ought to know say a still 
further advance will be announced 
shortly. 


We quote Boston jobbers’ base 
prices on lead, in 12%, = 50 and 100- 
lb, Kegs, moet in cen 

2% -lb. 25. -50-Ib. 100-Ib. 


White oil.... “4 3% 14% 14%4 
White ait cos: Cae 14% 14% 
Red oil. - Poy _ et, 
ied dry.. 


14% 14% 14% 

White in ‘b- lb. tins, 50 or 100 Ib. to 
the case, is 15c. per lb.; and in 1-lb. 
tins, 25, 50 or 100-lb. to the case, is 


17¢c. per Ib. 

OILS.—Turpentine has _ declined 2 
cents per gal. to $1.15, but oil and 
alcohol prices otherwise show little 
change. It is of interest perhaps to 
note that linseed oil, which is $1.04 
per gal., last year sold at $1.18. Castor 
oil is 25 cents higher than a year ago, 
lard oil 5 cents, neatsfoot 5 cents, de- 
natured alcohol 10 cents cheaper, wood 
alcohol 35 cents higher and turpentine 
67 cents cheaper. 


We quote from Boston jobbers’ 
stocks: 

Oils, etc.—In less than barrel lots, 
castor oil, $1.65 per gal.; cylinder, 
80c.; lard, $1.20; neatsfoot, $1.20. In 
eye — denatured alcohol, 57c. 

wood alcohol, +. turpen- 
ol wo 15: linseed oil, 


PAINT SUNDRIES — Retail hardware 
dealers are beginning to take hold of 
paint sundries, stocks generally being 
low. Putty possibly is the best selling 
item in the paint sundries department, 
as is but natural in view of the large 
amount of glass being moved out of 
retail and wholesale stocks. The best 
putty is now sold in 100 lb. containers, 
whereas a year ago it was possible to 
buy in 125 lb. containers. 


We quote from Boston jobbers’ 
stocks: Sundries (paint)—Putty, best 
grades, in 100-lb. drums, 614c. per Ib.; 
commercial putty (in drums), 4%, ¢.; 
paint removers, $2.50 list; oxalic 
acid, 20c. per lb 


PIPE THREADING DEVICES.—The 
Armstrong Mfg. Co., New York; 
Borden Co., Warren, Ohio; and the 
Reed Mfg. Co., Erie, Pa., all have inti- 
mated to jobbers that no revision in 
prices is anticipated insofar as pipe 
threading devices are concerned. 


PLIERS.—C. S. Osborne & Co., New- 
ark, N. J., makers of gas pliers and 
tinners’ tools are optimistic regarding 
the future and intimate no contem- 
plated change in prices for a long time. 
POULTRY SUPPLIES.—Last year, it 
will be recalled, sales of poultry sup- 
plies during the first three months 
were unusually large. Business booked 
so far this season is even larger, and 
there appears every reason to believe 
a new high record for sales will be 
hung up in 1924. 


We quote from Boston jobbers’ 
stocks: 

Incubators.—Queen line, style K, 
No. 20, 70 egg capacity, $16.56 each: 
No. 21, 120 eges, $27. 0; No. 22, 0 
eBEs, $36.75; No. 1, 85 eggs, age 


oO. : 
Cees, “eb oe No. 4, 275 eggs, 957.75; 


5, 
$103; No. 35, 800 eges, "$132; No. 45, 
ont eges, $157. Discount, 30 per 


a rs.— Queen a. ae ~ 600 
chick capacity, $21.50 eac 3, 
1200 chick capacity, $26. 50. g Sa 
30 per cent. 

Staples. — Galvanized poultry net- 
ting, direct factory shipments in car 
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lots, $5.25 per cwt.; in less than car 
lots, $5.50. From jobbers’ stocks, in 
100-lb. kegs, $6.75 per cwt.; in 10-lb. 
packages, $8; in 1-lb. papers, $9; in 
43 bb papers, $9.75; in %4-lb. papers, 


PYREX OVEN WARE.—tThe Corning 
Glass Works is out with the important 
announcement that hereafter all ad- 
justments will be made by the company 
direct to the consumer, In other words 
the retail and jobbing hardware trade 
is relieved of the details of replace- 
ments. With this announcement come 
new price lists which show reductions 
in many of the things the company 
manufactures. Boston jobbers’ in 1923 
report the largest Pyrex oven ware 
sales on record. 


We quote from’ Boston jobhers’ 
Pyrex oven ware stocks: 

Casseroles. — Round, No. 100, 2%- 
qt., $1.67 each; No. 101, 2-qt., $1.33; 
No. 102, 1%-qt., $1.17; No. 103, 1-qt, 
$1; No. 104, %-qt., 67c. Round shal- 
low, No. 112, 1-qt., $1; No. 113, 1%- 
qat., $1.17. Oval, shallow, No. 183, 
1-qt., $1; No. 184, 1%4-qt., $1.17; No. 
185, 2-qt., $1.33; oval, No. 193, 1-qt., 
$1; No. 197, 14%-qt., $1.17; No. 194. 2- 
qt., $1.33; No. 190, 3-qt., $2. Square, 
No. 800, 1%-qt., $1.50. 

Baking Dishes.—Covered, two pieces, 
No. 110, $1.33 each. 

Pudding Dishes.—Round, deep, No. 
120, 2%-qt., $90.93; No. 121, 2-qt., 
$0.80; No. 122, 1%4-qt., $0.67; No. 123, 
1-qt., $0.57; No. 124, W%-qt., $0.40. 
Round, shallow, No. 132, 1-qt., 57c.; 
No. 155, 14%4-qt., 67c.; No. 183B, 1-qt., 
57c.; No. 184B, 1%4-qt., 67c.; No. 185B, 
2-qt., 80c. Oval, deep, No. 193B, 1- 
at., 57c.; No. 197B, 1-qt., 67c. Round, 
standard, No. 463, %-qt., 40c.; No. 
464, 1-qt., 57c.; No. 465, 114-qt., 67c.; 
No. 466, 2-qt., 80c. Square, No. 800B, 
1%-qt., 83c. 
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Bread Pans.—Oblong, No. 212, 60c.; 
No. 214, $1. 

Cake Dishes.—Round, shallow, No. 
220, 50c.; No. 221, 50c. Square, No. 
809, 67c.; No. 810, $1. 

Pie Plates.—No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; No. 207, 40c.; 
No. 208, 50c.; No. 209, 60c.; No. 210, 
67c.; No. 211, 73c. 

Custard Cups.— Round, No. 422, 
6-oz., 17c.; No. 423, 4-oz., 18c. French 
pattern, No. 424, 4-oz., 18c.; No. 426, 
6-0Z., 17c. 

Ramekins—Round, No. 4382, 3%-0z., 
10c.; No. 442, 4-o0z., 13c. 


ROPE.—Continued high prices for 
raw materials, has started more or 
less talk of a higher rope market 
within the near future. Local quo- 
tations on rope have not changed since 
last October. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, l17c. per lb. base; 
sisal rope, l6c.; hay rope, 16c.; cotton 
rope, 52c. 

Lathe Yarn. — Sisal, C130, 15c.; 
D200, 16c. per Ib. 

SHEET LEAD.—Sheet lead has been 
marked up another % cent per Ib., 
making the total advance within a 
month 1 cent. The higher prices are 
due to the continued rise in the cost of 
pig lead. 

We quote from Boston jobbers’ 
stocks: 

Sheet Lead.—Per pound, 15\c. 
base, list. 

SHELLAC GUMS.—Shellac gums are 
much more plentiful this year than in 
the early part of 1923, and prices aver- 
age about 10 cents per Ib. lower. 
Jobbers in the paint trade have covered 
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therefore are in a position to make 
quick deliveries. 


We quote from Boston jobbers’ 
stocks: 

Shellac Gums.—Light orange, 90c. 
per lb.; ordinary orange, 80c.; white 
bleached, 90c. 


SOLDER.—Local jobbers have marked 
up Kester acid solder 2 cents per lb. 
to 60 cents in one pound spools, and 
to 57 cents per lb. in 5 lb. spools. On 
bar solder, jobbers have been quoting 
32 cents in 10 lb. lots, and 35 cents 
in 1 lb. lots, but have withdrawn quo- 
tations temporarily because first hands 
are quoting 31% cents. 


TIRES.—In common with automobile 
accessories there is an exceptionally 
good demand for all kinds and makes 
of tires. 


We quote from Boston jobbers’ 
stocks: 

Tires.—Hartford line., cord, 30 x 
3%-in., $9.95 each, net; 30 x 3%-in. 
extra, $11.40. Straight side tires, 30 
x 3%-in., $11.60; 31 x 4-in., $14.70: 
32 x 3%-in., 912.80; 32 x 4-in., $16.20; 
33 x 4-in., $16.75; 34 x 4-in., $17.20; 
32 x 4%2-in., $21; 33 x 4%-in., $21.50; 
34 x 4%4-in., $22; 35 x 4%-in., $22.60; 
36 x 6% -in., $23.15; 33 x 5-in., $26.10: 
35 X 5-in., $27.40. 

Richland Line. — Oversized cord, 
clincher, 30 x 3%-in., $10.50; straight- 
side tires, 30 x 3%-in., $11.50; 32 x 
3%4-in., $14.65; 31 x 4-in., $16.85: 32 x 
4-in., $18.55; 33 x 4-in., $19.15; 34 x 
4-in., $19.70; 32 x 4%-in., $24.05: 33 
x 4%-in., $24.60; 34 x 4%-in., $25.20; 
35 x 44%4-in., 25.90; 34x 4%-in., $26.50; 
33 x 5-in., $29.90; 35 x 5-in., $31.40: 
37 x 5-in., $33.15. 


VISES.—Jobbers are of the opinion, 
having had letters from manufacturers, 
that pipe vises will not change in price 





their first quarter requirements and for some time. 


Pittsburgh: Reports Increase in Number 
and Tonnage of Steel Orders 


(Pittsburgh office of HARDWARE AGE) 


AST week in the steel trade showed up better than the 
L; preceding week in number of orders placed, also in 
tonnage embraced in these orders, and sentiment in 
the trade is very cheerful over the outlook for this year. 
While there is still an absence of heavy buying for forward 
delivery, yet the aggregate of the orders being placed 
is quite large, in fact, so much so that three or four steel 
mills in the Youngstown, Ohio, district are running to 
larger capacity now than for a month or more. This is 
also true of some of the leading steel mills in the Pitts- 
burgh district, which report they have enough work ahead 
to keep them fairly busy over this quarter. Taken as a 
whole, the independent steel mills are operating at close 
to 75 per cent of capacity, while the Steel Corporation is 
operating at from 80 to 85 per cent. As indicating how 
the steel orders are increasing, we can state that in the 
past week no less than five blast furnaces that were idle 
have started up and several more will go in soon. 

The pig iron market is more active now than for sev- 
eral months. Much of the new inquiry which is heavy 
is for basic iron used in making steel, inquiries now pend- 
ing for more than 100,000 tons. Prices are also firmer, 
and some advances have been made. All grades of pig 
iron are up at least 50 cents per ton, and it is claimed 
prices will go still higher in the near future. 

While there have been official advances in prices on 
semi-finished steel and finished steel products, the whole 
market is strong, and cutting in prices on any of the steel 
products has about disappeared. Independent sheet mills 
are understood to be well sold up for this quarter, and 
are operating at 80 to 85 per cent of capacity. The Amer- 


ican Sheet & Tin Plate is well sold up on sheets over the 
first six months, having practically no tonnage to sell for 
first quarter, and only a limited amount for second quar- 
ter. On tin plate all the,mills are sold up practically solid 
for the first six months of this year, and there is every 
sign that there will not be enough tin plate to meet the 
expected heavy demand this year. 

All in all, present conditions in the steel trade, and the 
outlook for this year, are encouraging, and some in the 
trade go so far as to predict that this year will be a bigger 
one in every way than 1923. There is also the probability 
that prices will be more stable than they were last year. 
In the face of a declining demand from May of last year 
that continued up to December, it will be recalled that 
prices held very well, shading of prices being confined to 
only a few products, and this did not amount to more than 
about $2 per ton. With the present quite active demand, 
no material changes in prices are looked for over the pres- 
ent quarter at least. 

Conditions in the hardware trade are quiet. Inventory 
is now being figured up, and this will take a large part of 
the attention of the jobbers and retailers over the rest 
of this month at least. In the meantime jobbers and the 
retail trade are buying conservatively. The expected re- 
visions in prices on some lines of hardware to a lower 
basis have not yet developed but may come later. The 
only changes in the past week were a reduction of $15 
per ton on some grades of chain and $10 per ton on others. 
This has been made necessary, according to some makers, 
from both domestic and German competition. There has 
also been a revision in prices to a slightly lower basis by 
at least one eastern maker on bottles and lunch kits. 


wih ee ee ; 
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PITTSBURGH BASE PRICES 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for 
ear load shipments from mill or warehouse to retailers. Fo- smaller lots, the usual advances apply. 
Anpeeeies Pones Wire, tase. Me. 9 ame mer. 200 BR... ..coccicccocescccewsocceciesee $3.00 
at Plain Wire, base, per Se REG ahd outed uw 60 s0ihire ed 05064608 6KbaNes deteeeuncel 2.85 
es ae ito oe ne eee od aed 6 Ob Ws eg ES @ ONE UN Gn oo dt ue thend wboseees 6.25 
Galvanized Barbed Wire, base, i Cee acct beid'c ap bes cade tncuataewbaseseses ees 3.90 


Galvanized Fence Wire, No. 9, a i odtnttvden Cede uwh cv ine cocdeakinekde tas 3.45 

















Painted i inhi ah chil eld dre © ub bie mes wou 3. 
ee Se | I a od edu Cab eb wed ceedesees skews 60 & 10 = — 
Machine Bolts, all sizes, tila id, of ig ean i baa wo 4 eed ae ee bu an chem 600 
eee. wc cnceweseehs asceocscecesaevecees 50 & 5 off list 
a ae a wala kbd ie bee he acioteealadaee na ca 3.25 
Nails, Wire, base, per i PRON Ee OE LEE, OE a ee eT eT eee geen ee POC EP knee ye ie 5 3.10 
Common Iron Bars, TC cE NE: ie Ce edb doe sb Ub 6o60K6 6466400494554 006s cbse eRe 2.50c. 
a sa ow cd iee bebeCuan 6 oscee skeen nesenedséeneeen 2.60c. 
Sheets, blue annealed, a eel gins SDnie e &- 1a hee de SENS eEbteS eee bbneelsene cee 3.10c. 
i i al a we ee ceca hbk ater aumee eel 4.00c. 
Sheets, galvanized, i i is aie os cs ahd wo lbh areas hea 6 wee es eee 5.15c. 
Soft steel ie eee ee eke et thw heen a kaa ib Cane ened sane 2.50c. 
rr er eC MR. sci ece cea db eoetes’ieetwechsseeeee ued ean $3.90 
ee ee, i i Pe 8 cca seba be keds’ bbb eue0seeeeee cease sade eun 3.55 
Staples, galvanized, base, Re eee or errr Terre rT Te er ee 
Steel Pipe, black, butt welded, I, SN Td ds a ulin tg ee Seb sige éewadiad 60 per cent off list 
Steel Pipe, galvanized, butt welded, De Gn ack kawetes eked aeeadeeue 48% per cent “ list 
DT ee ke abbeensheeeeeee tenes’ ee 6eeakenhes sane 5 
rr: , 2h. CM. 5 oS os sede ee éblees ctnebe coe seca eot 65 per cent off list 
rr ee. one dueeensatechoeeeee 29 per cent off list 
Wrought Iron Pipe, galvanized, 1-in. to 1%4-in........... cc eee eee eens 12 per cent off list 


Freight Rates 





All freight rates from Pittsburgh on finished iron and steel products, carload lots, per 100 Ib.: 


.. -$0.43 route Ee $1.15 
0.735 Pac. Coast, ship plates. 1.34 
0.705 Birmingham .......... 0.58 

eee - 0.60 DP cas¢tsdeaeanes 56 





Philadelphia, pm $0.32 DE sa<ccadecdvekewdn $0.265 a EPS 
Philadelphia, export. 0.235 CS ae ae ee 15 i 
Baltimore, domestic. 0.31 Cleveland, Youngstown Kansas City (pipe). 
Baltimore, a 0.225 Dh, ¢cruvenevdaus ee 0.19 St. — De ahs dawedeee< 
New York, domestic... 0.34 in an cng eee ok 0.29 PR ¢cccteeeweeon 
New York, export...... 0.255 PEE o«osepeadsces 0.29 Omaha. Bs 6s6e0% 
Boston, domestic....... 0.365 Indianapolis ........... 0.31  -anexseweeaes 
Boston, export......... 0.255 rr 0.34 Denver (pipe)..... 


“ee 


coe ee 
... 0.705 a + ln rail and 

[ae | | Me eg dgeseeeeu ss 0.415 
sees tae New yp iebeaguate 0.67 


ieee. all rail... 0.70 








AXES.—Prices have been affirmed by 
the leading makers to April 1, or 
longer, and this is expected to result 
in more liberal buying by the trade. 
For some time, new buying has been 
only for actual and nearby needs, the 
general feeling being that lower prices 
on axes might come about the first of 
this year. There is a fair demand at 
present, with prices firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
scond gra ade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
dled, per ‘doz.; unhandled, $18 


per doz. 
BOLTS AND NUTS.—tThere has been 
a slight increase in new orders, due 
to closing of inventories, some jobbers 
and consumers finding that their stocks 
were depleted. Makers report that 
specifications against contracts are 
good, and prices are holding firmer 
than for some time. We quote in large 
lots; jobbers and warehouses charging 
the usual advances for small lots out 
of stock: 


stocks, 


list. Hot pressed nuts, tapped, 4.25c. 
off list. C.p.c. and t. square or hex. 
nuts, blank, 4c. off list; c.p.c. and t. 
square or hex. nuts, tapped, 4c. off 
list. Semi-finished hex, nuts, in. 
and smaller, U. S. S., 80 and per 
cent off list; % in. and larger, U. S. 
S., 75 and 5 per cent off list; small 
sizes, S. A. E., 80, 10 and 5 per cent 
off list; S. A. EB. in. and larger, 
75, 10 and 5 per cent 7“ list. 
bolts in packages, 75, and 
cent off list. Stove bolts. in a m5, 
10 and 2% per cent off list. Tire 
bolts, 60 and 10 per cent off list. Bolt 
ends with hot pressed nuts, 60 and 5 
per cent off list. Turnbuckles, with 
ends, % in. and smaller, 55 and 5 
to 50 per cent off list. Turnbuckles, 
without ends, %-in. and smaller, 70 
and 10 to 65 ‘and 5 per cent off ‘list. 
Washers, 5c tod 5.25c. off list. Cap 
and set screws; milled square and 
hex. head cap screws, 70 per cent 
off list; milled set screws, 70 per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 75 
and 10 per cent off list; milled studs, 
50 and 10 per cent off list. Rivets: 
Large structural and ship _ rivets, 
base, per 100 Ib., $2.75 to $2. ‘35; small 
rivets, 65 and 10 to 70 off list. 


— 


CHAIN.—Effective from Jan. 10, lead- 
ing makers reduced prices on proof, 


INCUBATORS.—Local jobbers report 
that orders are now coming in very 
freely for incubators for spring ship- 
ment. One leading maker says that 
present indications are the demand this 
year will be at least 50 per cent heavier 
than last year, but that prices will re- 
main the same as last year. 


IRON AND STEEL BARS.—Local 
makers of steel bars report that orders 
are coming in more freely, and that 
specifications against contracts are also 
active. Consumers and jobbers are 
buying almost entirely in small lots to 
cover actual needs. The new demand 
reinforcing steel bars for building pur- 
poses is reported to be more active 
than for some time. The demand for 
iron bars is only fair, these not being 
used in this district to any large extent. 
Prices on steel bars are firm on the 
basis of 2.40 cents, mill, at Pittsburgh 
in carloads and larger lots. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 








Machine bolts, small, rolled threads, 
60, 10 and 10 per cent off list. Ma- 
chine bolts, all sizes, cut threads, 60 
and 10 per cent off list. Carriage 
bolts, % x 6 in.: smaller and shorter, 
rolled threads, 60 and 10 per cent off 
list. Carriage bolts, cut threads, all 
sizes, 60 per cent off list. Lag bolts, 
65 and 10 per cent off list. Plow bolts, 
Nos. 1, 2 and 3 heads. 50 and 10 per 
cent off list; other style heads, 50 per 
cent extra. Machine bolts, c.p.c. and 
t. nuts, % x 4 in., 50 and 10 per cent 
off list: larger and longer sizes, 560 
and 10 per cent off list. Hot pressed 
square or hex. nuts, blank, 4.25c. off 


BB and BBB chain, %-in. and smaller, 
75 cents per 100-lb. and on 9/16-in. and 
larger, 50 cents per 100-lb. There were 
also some slight reductions made in 
prices on several other grades of chain. 
It is understood that these reductions 
were made, not because of any lower 
prices for labor or materials, but in 
order to meet strong domestic and 
German competition. The new prices 


are going out to the trade today by the 
local maker, but the above covers the 
principal reductions that were made. 
It is said the demand is only fair, 
buyers for some time ordering only 
enough chain to meet close needs. 


cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.25c. base, in car- 
load lots or more, f.o.b. Pittsburgh, 
The above prices are for carloads or 


larger lots, jobbers and warehouses 
charging the usual advances for small 
lots from stock. 


LAWN MOWERS.—Jobbers are now 
entering orders from their trade for 
lawn mowers for spring delivery, and 
this year promises to show a large 
trade. Prices are the same as in 1923, 
and are firm. It is not expected there 
will be any change in prices on lawn 
mowers over the remainder of this 
year. 
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Local jobbers are g ball bear- 
a. mowers: 14-in. at $7.50 to 
each; 16-in., $8 to $14; and 18-in., 
$8.50 to $15, prices depending entirely 
on the quality. 

POULTRY, NETTING.—Liberal orders 
aré now béimg placed by the retail 
trade with jobbers for poultry netting 
for delivery next spring. The demand 
this year promises to be heavy. Prices 
are tic same as last year, and are very 
firm, iocul jebbers quoting their trade 
45 and 5 per cent off list for gal- 
vanized after weaving, and 45 and 10 
and 5 for galvanized before weaving. 


SHEETS.—The sheet market is better 
in every way than it has been for some 
months. Demand is heavier, prices are 
better sustained, and the mills are well 
filled up on all the sheets they can 
make over this quarter on the present 
basis of operations, which is about 80 
per cent of capacity. The orders for 
sheets placed some time ago with the 
American Sheet & Tin Plate Company 
of this city for shipment to Japan, have 
been about cleaned up. However, fur- 
ther business in sheets from that coun- 
try is likely to be placed at any time. 
Prices are firm, and the outlook for the 
sheet trade for this year, is very en- 
couraging. Regular prices on No. 28 
gage black sheets are 3.85 cents at mill, 
and for 28 gage galvanized are 5 cents 
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at mill, these prices being for carloads 
or larger lots. Jobbers charge the 
usual advances for small lots from 
stock. 


STEEL PIPE.—Orders for tubular 
goods are steadily growing larger, and 
for butt weld sizes of pipe are heavier 
than the mills can handle, and make 
prompt shipments. The recent great 
improvement in the oil trade has ac- 
celerated the demand for all kinds of 
oil country supplies, and it promises 
to continue for considerable time. The 
demand for seamless steel tubes is 
more active, and in many cases, they 
are being used in place of lap welded 


tubes. Prices are firm, and for small 
lots from stock are about as follows: 
+++ ARE eeeee*s —— 7.18 $ 9.31 
ee 1%.. 9.71 12.59 
3 .... 3.36 $5.50 1%.. 11.60 165.05 
% . 4.17 43 2... 15.61 20.25 
x, . 5.12 a, eee 


6. 24.68 
Above prices per 100 ft. f.0.b. Pitts- 
burgh. 


TRACK SUPPLIES.—There has been 
a considerable increase in the demand 
for track supplies of all kinds, due to 
the increased activity of the railroads 
in making betterments on their lines. 
Prices remain very firm. In large lots 
picks and mattocks are 50 and 10 and 
5 per cent off list; hammers and 
sledges, 60 and 10 and 10 base, while 
crowbars are 5% cents per Ib., all these 


A 


71 


prices being f.o.b. Pittsburgh. Jobbers 
charge the usual advances for small 
lots from stock. 


WIRE PRODUCTS.—Demand for nails 
and wire of all kinds is steadily getting 
larger, the jobbers being near the end 
of inventory, and knowing just how 
their stocks stand. Orders are mostly 
for medium sized lots to meet early 
needs, as there are no signs of an 
advance in prices in the near future, 
and the mills are able to make quite 
prompt shipments. Local makers of 
wire products say they are holding 
firmly to regular prices, and that there 
is no need to shade the market to get 
business. 


Jobbers quote retail trade from 
stocks as follows 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, 93.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
oe - Vie prices on spools are for 

-ro 


VACUUM GOODS.—A leading eastern 
maker has just revised prices on 
vacuum goods such as bottles and 
lunch kits to a lower basis. It is under- 
stood the reductions made in prices are 
fairly heavy. 


Pick-Up and Future Buying Active 
in Cleveland—Few Changes Anticipated 


(Cleveland Office of HARDWARE AGB.) 


HE majority of nearby retailers have completed 
Surprise has been expressed at 
the light stocks found in the annual check-up. Job- 
bers are receiving healthy fill-in orders, particularly in 
Jobbers’ salesmen report that 
dealers will be buying in good volume all through the 
month in order to bring stocks up to proper size. 

Wholesale stocks are again in pretty good shape. 
tory shipments are coming through regularly. Drastic 
Rope is expected to 


their inventories. 


Zz 





cutlery and silverware. 


price changes are thought unlikely. 


ACCESSORIES AND TIRES.—Most 
of the important highways are open 
and clear, which keeps autos running 
and the sale of accessories fairly active. 
Skid chains are moving in fair volume. 
Robes, driving gloves, radiator covers 
and anti-freezing compounds are very 
brisk. Tires fair; prices generally 
firm; stocks satisfactory. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
$4.75; Reliable jacks, No. 1, 
$3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 


100, all sizes, 50c. each for over 100; 
Reliable jacks, 





No. 00, $1; No. 1, 


91.25; Nos. 2 and 3, $1.75. 
Snap- On Wrenches, ane 101 ae 
Service sets, $15.2 wee No. 


Heavy Duty sets, $8 yor No. rH 

Universal Socket sets, $7 each; No. 

505 B, Screw Driver sets, $3.40 each. 

Less 40 per cent on Snap-On 

wrenches, f.o.b. Milwaukee, Wis. Skid °* 

—. and cross links, quoted at % 
st. 


AXES.—Heavy end of axe business 


material. 


active. 


Fac- 
improving. 


well taken care of; some fair fill-in 


trade; prices steady; stocks good. 

Jobers quote f.o.b,. Cleveland as 
First grade single bitted 
$19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BOLTS AND NUTS.—Trading steady; 
prices holding; stocks ample. 


Jobbers quote f.o.b.: Large ma- 
chine bolts, cut th read, 5 per cent 
off list; small, rolled thread, 50 and 5 
per cent off list; carriage bolts, large 
and small cut thread, 45 per cent off 
list; stove bolts, 75 ‘and 5 per cent 
np list; hot pressed nuts, $3.25 off 

&. 


COASTER WAGONS. — Very brisk 
sales; prices steady; stocks adequate. 
Jobbers quote f.o.b. Cleveland: 
Auto-Wheel coasters, rubbed tired 
disc wheels; size 12 x 28, 95.50; ry 
14 x 32, $6.43: size 14 x 34, $7.0 
size 16 x 38, 7. 73: size 18 x 40, $8. 33 


ea 
Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc iene, $5.70; size 14 x 34, 
10 in. disc wheels, $6. 75; size 16 x 
38, 10 in. disc wheels, $7.15: size 18 
x 40, 10 in. disc wheels, $7.55 each. 
” Deanmiam All-steel line: size 13 x 


advance due to high cost and to the scarcity of raw 


Futures are heavy on stove pipe, elbows, stove boards, 
and tool and agricultural handles. 
Jobbers are laying plans for delivery of spring 
merchandise early in March. Some will be sent out the 
latter part of February. 

More new lines are being introduced this year than in 
three or four previous years. 
reflection on general market confidence. 


General pick-up trade 


This is thought a good 
Collections are 


32%, No. 100 loose bearings, $4.50 
94.15, according to quantity. No. 
200 same with self-contained bear- 
ings, $4.75 to *$4.40, according to 
quantity. No. 80 same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 
Sherwood Spring-Coasters, rubber- 
tired, ball Ret disc wheels, size 
x $3 x $9.55; size 14 x 34 x 10, 
$10. 40: sine 6 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers 
offer a discount of 33% per cent. 
American National Line-American 
Boy Red Express Wagons, No. 06, 
7 65 per doz.; No, 02, $15.80 per doz.; 
4, 932 per doz. Little Tot Coaster 
ek roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coasters, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coasters, roller bear- 
ing, double disc wheels, No. 51, $5.70 
each; No. 53, $6.90 each. 
Janesville Brand, No. 11 R, $8.70; 
No. 12 R, $7.95; No. 13 R, $7.20 each. 


CUTLERY.—Dealers have been filling 
in broken stocks rapidly, as inventory 
found retail stocks very light. Cutlery 
has been very active; prices unchanged 
and jobbers do not anticipate changes; 
stocks ample. 
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GALVANIZED WARE. — Light 
mand; prices holding in finished ware; 
stocks ample. 


HANDLES, TOOL AND 
TURAL.—Futures have taken an up- 
Orders coming in large 
Jobbers say this is one of the 
Prices firm and 


ward spurt. 
volume. 
most active futures. 
not expected to change. Resumption of 
interest thought to be due to comple- 
tion of inventory. 
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FOOD CHOPPERS.—Orders dipater; 


stocks ample; prices = 


Food Choppers.—wNo. $3. 25 each; 
No. 10, $5.50 each; No. os $8.75 each; 
No. 32, $10.50 each; No. 22P, $13 each; 

Sausage Stuffers. —No. 15, $9 each; 
No. 25, $10.50 each; No. 31, 911. 50 
each; No. 35, $12.50 ‘each. 

These prices are list subject to 
dealers’ discount of 25 and 7% per 
cent. 


Jobbers quote (f.o.b. Cleveland: 
Galvanized tubs with wringer attach- 
ment. No. 1, $6.75 to $7 per doz.; No. 

, $7.50 to $7.75 per doz.; No. 3, $8.65 
4 9 per doz.; heavy ‘tubs, No. 1, 
$13.75 per doz; No. 2, $15.50 per doz.; 
No. 3, $17.25 per tag pails, 10-at.. 


i4-qt., $2.75 per doz.; 16-qt., $3.25 per 
doz. 


Jobbers quote f.o.b. Cleveland: 

Axe Nongien.~=°. 1 Hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected B.., ‘hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 


Hay Fork Handles. — Straight, 
ag or: and bored, 4% ft., Baa 5 
$5.50 per doz.; =. 4% f $3.80 


~ doz.; X, 4% 'ft., $2.40 os doz., 
XX, 5 ft., $4.65 per doz.; mn © Bx $2.80 
per doz. 

Hay Fork Handles.—Bent, chucked 
and bored, 4% ft., $7.50 per doz. ; 5 ft., 
$8.50 per doz. ; =x. bent, 4% ft., $4.30 
per doz.; X, ‘bent, 41% ft. $2.90 per 
doz.; XX, bent, 5 — 95. 25 per doz.; 


Manure Fork ee, —Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz. 
XX, bent, 4 ft., $4 per doz.; 4% ft., 
$4.30 per doz.; _ bent, 4 ft., $2. 50 per 
doz; 4% ft., $2. 90 per doz. 

Garden Hoe Handies.—XxX, 4% ft., 
$3.30 per doz.; X, 4% ft., $2.40 per 

OZ. 

Garden Rake Handies.—XxX, 6 ft. 
96.25 per doz.; X, 5% ft., $3.25 per 


Shovel Handles.—Regular pattern 
XX, 4% ft., $590 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, best grade, 
$7.95 per doz.; X grade, $6.25 per doz. 

Spade Handies.—-D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


ICE SKATES. — Business continues 
fairly active; dealers well supplied; re- 
tail sales fair; prices firm. 


Cleveland jobbers quote as follows: 
Ice skates, screw clamp model, men 
or women, No. 1624, 75c. per pair; No. 
1624%, nickel plated, $1.10 per pair; 
No. 1724%, hardened and polished 
runners, $1.35 per pair; No. 1924%, 
flanged runners, $2.60 per pair. 

Ice Skates, hockey model, for men, 
No. 524%, 91.10 per pair; for women, 
No. 524%L, $1.35 per pair; polished 
and hardened runners, for men, No. 
424%, $1.45 per pair; for women, No. 
424%4L, $1.75 per pair; with flanged 
runners, for men, No. 924%, $2.80; for 
women, No. 924%L, $3.30 per pair. 


NAILS AND WIRE.—No talk of shad- 
ing heard past ten days; prices steady; 
demand consistent but light; 
fair. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg: No. 9 gal- 
vanized wire, $3.95 per 100 lb.; No. 9 
annealed wire, $3.50 r 100 lb.; and 
cement coated nails, $3.25 per 100 Ib. 
Polished staples, 94. 5 per 100 Ib.; 


de- 


AGRICUL- 


stocks 
Dealers doing heavy trade with 
contractors complain of tight stocks. 
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galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg 

. —— brads, 70 and 10 _— cent off 
is 


panes AND OILS.—Weather un- 
suited for outdoor painting; indoor col- 
ors fairly active; prices holding. 


Cleveland jobbers quote: 

Turpentine, in bbls., $1. 35; less than 
bblis., $1.50 per gallon. 

Linseed oil, in bbls., $1; less than 
bblIs., $1.15. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal. in 
wood bbis. 

ienglish Venetian red, in bbls., 34%4c. 
per lb.; in 100-Ib. kegs, 4% c. per lb. 

Ww hite lead, in 100-lb. kegs, 14c. per 
lb.; in 50-lb. and 25-lb. kegs, 14c. per 
lb.; in 12-lb. kegs, 14c. per Ib. In 
»00-lIb. lots, 10 per cent discount; 
other prices are net. 





My Ma—She Has 
the Best Time 


My sis she has a wris’ watch ’n’ 
goes to high school and 


My Pa has a gol’ watch what 
cost mor’n’ a hundred dollars 
and we got a clock plays tunes 
on bells, as my 

Pa says chimes in when you 
ain’t thinkin’. 

Breakfus at our house used to 
be one grand rush. They’d 
be eating and a factory 
whistle blow somewhere and 
sis’d yell Oh that’s quarter 
eight, and Pa’d jump look’t 
at his watch ’n say ’T can’t 
be I got 7.23 and the clock in 
the parlor would chime the 
half hour and all the time 
anybody ’at knowed whistles 
knowed it was seven o’clock. 


And what with ma rushing in 
with Pa’s coffee and _ sis’s 
cocoa and putting sumpin on 
her own plate and jumpin’ up 
before she et it—well she says 
last Saturday to me Son you 
just watch from now on I get 
me a alarm clock from the 
Hardware Man _ and _,that 
clock’s right on time ‘with 
every whistle and now my Pa 
and my Sis, says, my ma she’s 
got the best time. 


Dorny 
Smiles 














ROPE.—Manufacturers advanced sisal 
rope 1 cent due to rising costs of raw 
material which it is thought may soon 
reflect in higher manila prices. Job- 
bers have not yet planned to advance 
their sisal prices. Further tightening 
of sisal prices are possible. Cleveland 
jobbers quote the best grades of manila 
at 16 cents for mill shipments and 17 
cents for stock shipments. Stock ship- 
ments on sisal best grades are 14% 
cents, mill shipments 14 cents. 
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SASH CORD.—Prices strong; market 
steady; good demand; stocks ample. 


Jobbers quote f.o.b. Cleveland: 

Sash Cord, Samson Spot, No. 7 
or larger, 85c. to 90c.; Silver Lake, 
85c. to 90c. Competitive grades, 
564c. to 62c. 


SCREWS.— Prices holding; demand 
fair; stocks satisfactory. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list: 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per cent off list, and round 
aoe, brass, 70, 5, 5 and 5 per cent off 
ist 


SNOW SHOVELS AND SCRAPERS. 


—These items are comparatively quiet. 
Snow has been light, turning to rain. 
For a time both lines were very active, 
causing dealers to re-order and request 
rush shipments. 


Cleveland jobbers quote f.o.b. as 
follows: 

Snow shovels, galvanized, No. 33, 
$10 per doz.; No. 34, $11 per doz.; 
No. 36, $913.50 per doz. Toy size gal- 
vanized snow shovels, $2.65 per doz. 

Snow shovels, wooden, No. 3, $4.25 
per doz.; No. 20, $6 per doz.; No. 8, 
$6 per doz. 

Sidewalk scrapers, heavy blade, 
socket type, $8.25 per doz.; Shank 
pattern, $8 per doz.; riveted blade 
patterns, $6.75 per doz. 

Sidewalk scrapers, competitive 
grades, $5 per doz. (smaller). 


SPORTING GOODS.—Cleveland job- 
bers selling in Southern territory re- 
port interest beginning for baseball 
goods. Inquiries fairly active for de- 
liveries in March; prices appear steady. 


STOVE PIPE AND ELBOWS.—New 
stove board prices announced showing 
slight advances amounting to 2% cents 
on wood lined and 5 cents on paper 
lined boards. Jobbers taking good fu- 
tures now for September delivery. 
Stove pipe and elbow prices guaranteed 
until Aug. 31, 1924. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe, in crates of 25 joints, 
Security blued, 28 gage; 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4: 
7 in., $4.65. 

Elbows. Security blued, ceremantes. 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in 
$1. 40; 6 in., $1.55; 7 in., $2.10, all per 

OZ. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. ae — 
closed. with funnels, $6.50 p 

Stove boards, Crystal, 33 ie. oof. 25 
per doz.; 30 in., 918 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, obiong 
shape; 20 x 30 in., $15 per doz 4x 
36 i in., $16.65 per doz; 26 x 32 4 - $16 
per doz. 

Crystal boards, paper lined, square 
shape; 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz Z. 

Crystal stove ae paper lined, 
oblong = 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., 99.30 per doz.; 24 x 
36 in., $10 per doz.; 26 x 30 in., 
nap per doz.; 28 x 34 in., $10.75 per 

OZ. 


WINDOW GLASS.— Light demand; 
steady prices; stocks satisfactory. 


Cleveland jobbers are quoting: 
indow glass, first three brackets, 

single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent: off list 

Light, ~ ta and double, 80 per 
cent off lis 

Single AA paper wrapped, 82 per 
cent off; double AA paper wrapped, 
84 per cent off list; lights, AA paper 
wrapped, 80 per cent off list 

Putty, pure, in 12% Ib. Cae $6.75 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100-Ib. lots, $5.50 r ewt. Com- 
mercial grade, in 12%4-lb. lots, $4.75 
per cwt.; in 25-Ib. lots, $4.25 per cwt.; 
in 100-Ib. lots, $3.75 per cwt. glaziers’ 
points range from 20 to 22c. per Ib. 


Reading matter continued on page 74 
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a For Work 
of All Grades 


aul It makes no difference what the character of 
a the work may be, there are McKinney Hinges 
a and Butts for the job. For the largest hotel 
a or office building or for repairing a cellar win- 
. dow the goods are right and rightly priced. 








McKinney Hinges and Butts are accurately - 
made and good metals through and through. 
i They carry care and thoroughness. Here the 
el men who make them are given time to doa 
dn good job on each piece. We find that the 
ne | extra effort comes back not only in dollars 
4 and cents but an increasing business 


i i 
hi through good repute. : 
CAL iH 
HM a 
oa oh 
ie MCKINNEY MANUFACTURING COMPANY pe 
ae PITTSBURGH PENNSYL’ ANIA ell 
ih i Western Office and Warehouse — Chicago i 


IcKINNEY 
Hinges butts 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and wrought specialties 
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Good Retail Buying in Twin Cities District 


—Heavy Orders for Auto Accessories 


(Minneapolis office of HARDWARE AGE) 


OST of the jobbers’ salesmen have just spent their 

M. first week back on the road and reports are that 

most of them have secured a very good volume 

of orders for this season of the year. Jobbers are exceed- 
ingly pleased at the fine showing made. 

Contrary to general expectations there have not been 

very many price changes of note made at the first of 


the year. 


ASH SIFTERS.—Sales rather inactive; 
no price changes. 


We quote from jobbers’ oe 


f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.; round metallic, $4 
per doz.; wood barrel, $12 per doz. 


AXES.—Sales fair; stocks ample; prices 
unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit, base 
weights, $19 per doz. 


BALE TIES.—Sales rather quiet; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties 65-10 per cent. 


BOLTS.—Strictly retail demand small; 
jobbers receiving some fill-in orders 
from dealers; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 45-5 per cent; 
and small machine bolts, 
cent; stove bolts, 70 per cent; 
bolts, 60 per cent. 


BRADS.—Retail demand small; large 
users interested for later delivery; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE. — Imme- 
diate demand is only fair, but the out- 
look is for a good volume of spring 
business as soon as the building season 
opens up. To avoid shortages as 
existed last year dealers’ stocks should 
now be prepared for a reasonable de- 
mand. 

COAL HODS.—Demand has dropped to 


point where only a small volume of 


stocks, 


lag 


business is done; stocks fair; prices 
steady. 
We uote from jobbers’ stocks, 
f.o.b. win Cities: Japanned coal 


hods, open, 17-in., $3.75; 18-in., $4.25; 
japanned funnel, 17- in., $4.80; 18 * “s 


$5.25; open galvanized, 17-in., $5.3 
18-in., $5.80; 17-in., funnel TR 
ized, $6.65; 18-in., $7.10 per doz. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales small; jobbers 
booking some orders for later delivery; 
ge —— prices steady. 
quote from jobbers’ 
mh Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
feet; 3-in. 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per ‘doz. 
FILES.—Retail demand fair; jobbers 
booking orders for later delivery; 
prices stiff. 
We quote from 
f.o.b. Twin Cities: 


50-10 per cent; second grade 
65-10 per cent. 


stocks, 


obbers’ stocks, 
est grade files, 
files, 





local conditions. 


As far as reports are available sales for 1923 will show 
a fairly good increase over the sales for 1922, except pos- 
sibly in certain spots where trade was dull because of 


Jobbers of automobile supplies report that orders for 
immediate and later delivery are coming in very satisfac- 


torily and that a very busy spring season is in prospect. 


trade. 


GALVANIZED WARE.—Immediate re- 
tail demand small; jobbers report a 
good volume of orders for early spring 
delivery; prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Standard No. 
galvanized tubs, $6.85; No. 2, $7.75; 
No. .. 8.95; Heavy galvanized tubs, 
No. $12.00; No. 2, $13.25; No. 3, 
$14. 50: Standard galvanized pails, 10- 
qat., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16- -qt. stock pails, $5; 18-qt., $5.75 
per doz. 


GLASS AND PUTTY.—Retail demand 
quiet; stocks good; prices as last 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices 
single strength glass 82-10-5 per cent; 
Double strength glass 84-10-5 per 


stocks, 


cent. Putty, 50-lb. steel drums, $5. 
and cwt.; 25- 1b. steel drums, $5.20 per 
cwt. 


HAMMERS AND HATCHETS.—Re- 
tail sales fair; jobbers getting some 
sort-up orders from dealers; prices 


stiff. 

quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF$81, $12.00; Riverside, No. 611% 
$12.00; Plumb Broad Hatchet, No. 2, 
$17.15; Plumb shingling, No. 2, $13.15; 
Plumb Claw, No. 2, $14.40 per doz. 


LANTERNS.— Demand fairly good; 
stocks fair; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short Gove, © $13 per doz.; mbury 
lanterns, 210, $7.75 per ‘a -; No. 
240, $12. 15 per Ry No. P any Midget 
vehicle lanterns, $17 per 





Interesting and Instructive 


“Hardware Age, 
“New York City. 
“Gentlemen: 
“Please send me HARD- 
WARE AGE for two years. 
“I find it very helpful in 
buying, as well as interesting 
and instructive. 
“Very truly, 
“Lester E. Bennett, 
“Mt. Vernon, Ohio.” 











NAILS.—Fairly good demand; contrac- 
tors interested in later requirements 
for spring building operations; steady 
— 


gente & from jobbers’ stocks, 
f.o. Ny a es: Standard wire 
nails, $4.10 keg, base; cement 


coated nails, PSs. 60 per keg, base. 
Reading matter continued on page 76 


This would indicate that retail hardware dealers carrying 
a good line of auto supplies can expect a good volume of 
Collections in general can be termed fair. 


OIL HEATERS —Small demand; 
stocks have been reduced to a mini- 
mum; prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 


steel 3-qt. capacity, $3.50 each ; nickel 
polished steel, 4-qt. capacity, $5.40 


e ° 
PYREX OVEN WARE.—Local sales 
less active since the.-holidays but a 
heavy spring business is expected; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.17 each; No. 202 pie 

lates, 50c.; No. 210 pie plates, 67c.; 
o. 212 bread pans, 60c.; o. 231 





Zot 


utility pans. 67c.; No. 12 tea pots, 
2-cup, $1.67 each; No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33 


REGISTERS.—Very little immediate 
demand. There has been a decline in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel registers, 
40 per cent from standard lists. 


ROPE. — Sales fair; stocks ample; 
prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grades manila 
rope, 17%c. per lb.; Best grades sisal 
rope, 15%c. per Ib. 


SANDPAPER—Retail demand rather 
quiet; large users such as furniture 
and sash and door trade placing orders 


for early delivery; prices as last quoted. 


obbers’_ stocks, 


We quote from 
andpaper, best 


f.o.b. Twin Cities: 
= No. 1, per ream, $6.50; second 

No. 1, per ream, $5.85; Garnet, 
— 7, $16. 50 per ream. 


SCREWS.—Strictly retail demand 
small but larger users are in market 
for immediate and later delivery; 
prices remain firm. 


We quote from 
f.o.b. ‘Twin Cities: 


obbers’ stocks, 
lat head bright 


screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head, 
apanned, 67% per cent; flat head 


rass screws, 70 per cent; ‘round head 
brass, 671%4 per cent. 


SKATES.—Local demand delayed by 
warm weather. More seasonable 
weather opened the first of the year, 
which occasioned good sales; prices 
firm. 


We quote from 
f.o.b. Twin Cities: 
1624 skates, 80c. er pair; 
$1.15 per pair; 52444, $1.21 per pair. 
Ladies’ 5624 $1.06 per pair; Nester 
Johnson Hoc oy: B Fe $7.50 per pair; 
nickel plated, g, 0 per pair. 


SNOW SHOVELS AND SIDEWALK 
SCRAPERS —Good demand for this 
line. 


obbers’ stocks, 
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Like a Phantom Hand 


Swiftly, silently,completely—like a powerful phan- 
tom hand—the R-W Door Closer and Check shuts 
any door. There are six sizes, meeting every re- 


quirement from light screen doors to heavy out Showing, 
side doors which close against a strong draft. chetug preware : 


R-W Door Closer and Check 


has many exceptional features that serve to exemplify its superiority. Among these 
are its easy adaption to either right or left hand doors by merely swinging the arm; 
the simple adjustment of the closing pressure by means of a single milled screw— 
without the aid of tools; a spring that cannot possibly be wound beyond the safety 
limit; the high lubricating qualities of its special liquid, and its absolutely leak- 
proof construction. Attachable by flush, corner or soffit brackets. 


Write to Dept. A for illustrations and complete descriptions. 








New York Chicago 
Boston Minneapolis 
Philadelphia Omaha 
Cleveland Kansas City 
Indianapolis AURORA, ILLINOIS,U.S.A. Lee Angeles 
ot. Leute * RICHARDS-WILCOX~ CANADIAN” CO. I San Francisco 
(808) Winnipeg LONDON, ONT. Montreal 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Straight handle 
wood shovels, $4.85 per doz.; steel 


blade, straight handle, $4.80 per doz.; 
galvanized blade D handle, 16 x 21 
in., blade, $11.60 per doz. Sidewalk 
scrapers, ordinary, $4.75 per doz. 


SOLDER.—Demand for solder good; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 33c. per Ib. 


STEEL SHEETS.—Sales. are rather 
dull and inactive. Stocks good. There 
has been a slight decrease in jobbers’ 


prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvan- 


ized steel sheets, $6.20 per cwt.; 28- 
gage, black steel sheets, $5.05 per 
cwt. 


STEEL TRAPS.—Fairly good demand 
in territory where trapping is done; 
stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0, 
$1.65; No. 1, $2; No. 1%, $3.05; No. 2, 
$3.97; Newhouse Oneida Jump, No. 0, 
se No. 1, $2.38; No. 1%, $3.48 per 
OZ. 


STOVE GOODS.—Demand more or less 
inactive, being mostly in nature of re- 
placements; stocks good; prices sta- 
tionary. 


The 


or man in charge of the sporting 
goods department should certainly 
take some interest and do some work 
if for no other reason than the op- 
portunity it gives him to meet local 
sportsmen and to keep in touch. It 
is an easy matter to go too far. The 
dealer’s job primarily is to furnish 
the equipment. It takes an immense 
amount of time to promote any out- 
side project; furthermore, if the 


Boston Varnish Co. Holds 
Xmas Party 


A Christmas party in which officers 
and employees participated was held 
on Dec. 24 at the plant of the Boston 
Varnish Co., manufacturer of var- 
nishes and paints, Second and Boston 
Streets, Everett Station, Boston, Mass. 
J. B. Lord, president of the company, 
opened the meeting with a brief ad- 
dress in which he traced the progress 
of the company during the past year 
which, he said, had been one of the 
most successful in the history of the 
concern. 

For the entertainment of the em- 
ployees a large Christmas tree had 
been provided and near by a huge re- 
production of the Kyanize varnish can, 
from the top of which F. V. Bray, 
assistant advertising manager of the 
nee, suddenly appeared as Santa 

aus, 


HARDWARE AGE 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Stove boards, 
crystallized 28 x 28, $16.15; 30 x 30, 
$1 ; 36 x 36, $22.65; stove pipe, uni- 
form blued, 28-gage, 6-in., knocked- 
down, $14.60 per 100 joints; common 
6-in., corrugated elbows, $1.35 per 
doz.; 6-in. adjustable charcoal iron 
elbows, $1.95 per doz.; dampers, cast 
iron, wood or coil handles, $1.40 per 
doz.; stove shovels, 14%4-in. japanned, 


60c. per doz.; 14-in. Jumbo, ja- 
panned, $1.55 per doz.; Jumbo, Jr., 
90c. per doz. 


TACKS.—Strictly retail demand light; 
dealers catering to upholsterers and 
other manufacturers receiving some 
good business for early spring delivery; 
prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c., and 
50c. per doz. 2 oz. packages, respec- 
tively; 8 oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 


35c. per doz. packages; 8 oz. cut 
tacks in bulk, 15%c. per Ib.; 6 oz., 
16%,c. per -Ib. 

TIN PLATE.—Small retail demand; 


jobbers receiving orders for early de- 
livery; prices have made a slight de- 
cline. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin Plate, Furnace 
Coke, LCL 20 x 28, $14.75 per box; 
Roofing Tin, IC 20 x 28, 8 lb. coating 
$14.25 per box. 
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WHEELBARROWS.— Jobbers _receiv- 
ing some business from dealers; very 
little retail demand; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; wood 
garden barrows, $6.25 each. 

WIRE.—Retail demand inactive; deal- 
ers interested in needs for early spring 
delivery; stocks good; prices un- 
changed. 

We quote from 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog _ wire, 
$4.25; smooth black annealed, No. 9, 


$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES. — Retail demand fair. 
Jobbers booking good volume of orders 
for early spring shipment; prices sta- 


jobbers’ stocks, 


tionary. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 


wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62%, per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in sets, Mas- 
ter Service, No. 101, $15.25; No. 202, 
$8; No. 404, $7; No. 505B, $3.40; less 
40 per cent f.o.b. Milwaukee. 


Trend of American Sports 


(Continued from page 51) 


dealer is over-active he will make en- 
emies and run into political compli- 
cations, he will be asked to grant ex- 
treme discounts, he will be called 
frequently to advertise in unprofita- 
ble mediums, programs, etc., and to 
give cups and trophies which will 
not return him their cost in profit 
on additional sales which might be 
made the result from any such gift. 

I should say that the dealer should 





draw the line after he has made cer- 
tain that the sports are in good 
hands; in other words, he should turn 
over the continuance of a league to 
those interested in athletics, such as 
the head of a Community Service, 
Y. M. C. A. instructor, etc. He or 
his clerks, however, should serve on 
one or more committees, but I do not 
think it wise for him to be one of 
the executive officers. 


Then and Now 


The accompanying 
illustration shows the 
sales force of the Du- 
luth Show Case Co., 
Duluth, Minn., as they 
arneared at the recent 
sales convention of the 
firm. Among the fif- 
teen faces shown in 
the photograph is Mr. 
Ganzer, vice-president 
of the company, and 
the seven salesmen who 
in 1922 comprised the 
firm’s entire selling 
force. 

That the sales force 
has grown 100 per 
cent since that time 
may be easily seen by 
looking at the accom- 
panying illustration. 


Reading matter continued on page 78 
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about the new Florence 


T is a new oil heater. But more 
than that, it is a better oil 
heater. You should give careful 
consideration to the new Florence 
because of its many scientific im- 
provements. 


ameled heating bowl. Porcelain 
enamel is fused into the steel, mak- 
ing a lustrous, sanitary surface that 
is rustless and everlasting. Not 
only that, but porcelain enamel is a 

wonderful radiator of 





First, it will pay 
you to know about 
the new heat-produc- 


tributor is the heart 
of any heater. Heat- 
ing engineers say that 
the new Florence Air 
: ‘ . Spreader. 
Distributor is the ‘ ome 
utorevermade. Why? 
Because it delivers a 





Features 


ing unit. The Air Dis- 1 Air Distributors with 
many improvements. 


2 Porcelain Enameled 
Heating Bowl. 
8 Self-Locking Flame 


: “ee Revolving Wick 
most efficient distrib- 5 laleived Welk Colle 


and Screen. 


heat. It deflects a 
larger proportion of 
heat sideways or lat- 
erally into the room 
at practically body 
level—where it does 
the most good. 

Your eye will tell 
you that the new 
Florence Heater is 
beautiful. And it is 
built of materials 








larger, steadier, and 
more perfectly balanced supply of 
oxygen. This means greater heat. 

Second, the new Florence is the 
only heater with a porcelain en- 


~ FLORENCE STOVE COMPANY 


Dept. 750, Gardner, Mass. 
Makers of the Famous Florence Oil Heaters 





which insure that this 
beauty will be everlasting. 

Look for further information 
about this new Florence Heater 
each month in “Hardware Age.” 





FLORENCE 


OIL HEATERS 
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INCUBATORS 


Easiest to 
Operate! laticenl 


the Most Chicks! 


Easier operation — maximum 
hatches of vigorous chicks— 
these are part of the Auto- 
matic written guarantee! 
Successful hatches are a cer- 
tainty ! ‘ 

Patented Heating Unit, with 
automatic ¢ontrol, prevents 
overheating and underheating. 
Patented cooling .device saves 
work. These aré two big ex- 
clusive features of Automatic 
Incubators. Better built all! 
through! Easier to sell! 


There is: an Automatic job- 
ber near you. Write for cata- 
log, jobber’s name and exclu- 
sive agency proposition. 


The Automatic Incubator Co. 
Dept. 3 


y Delaware, Ohio 
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Washington News 
(Continued from page 61) 


annum for good roads and suggested 
that the automobile industry should 
bear a heavier burden of taxation than 
other industries because it was the 
direct beneficiary of the large ex- 
penditures made by the Treasury De- 
partment in improving and extending 
the highways of the country. 

E. P. Chalfant of Chicago, represent- 
ing the Motor and Accessory Manufac- 
turers’ Association, asked for the re- 
peal of the tax on automobile parts not 
supplied to manufacturers of com- 
pleted vehicles. He pointed out that 
a motorist in effect pays a double tax 
on a part which is used to replace one 
in his original car. 

“My organization,” said Mr. Chal- 
fant, “does not ask for the repeal of 
the tax on all motor parts and acces- 
sories but does insist that what is in 
effect a tax on misfortunes should be 
eliminated. It is a surprising fact 
that the excise tax paid upon auto- 
mobile parts used exclusively for re- 
placement purposes amounted last year 
to no less than $40,000,000. This tax 
may fairly be described as a ‘hard 
luck’ tax inasmuch as it constitutes an 
additional penalty upon the individual! 
who is unfortunate enough to require 
the replacement of parts in his auto- 
mobile.” 


Jewelry Tax Killing Industry 


An emphatic declaration that the 
jewelry industry is being taxed out of 
existence was made by Edward H. Huf- 
nagel of Mount Vernon, N. Y., presi- 
dent of the American National Retail 
Jewelers’ Association. Mr. Hufnagel 
declared that there is imperative need 
for the immediate repeal of the 5 per 
cent tax on jewelry. 

He pointed to the fact that numerous 
commodities commonly purchased with 
the surplus income of individuals, such 
as musical instruments, furs, sporting 
goods, etc., have been relieved of taxes, 
the result being that the jewelry in- 
dustry has been placed at a serious 
disadvantage. 

The category of jewelry as provided 
in the statute is believed to have been 
greatly extended by regulation until 
it now includes many articles carried 
by hardware dealers as _ well as 
jewelers which Congress never in- 
tended to tax. Appeals have been made 








_to the committee from a number of 
sources urging that if this tax is not 


‘entirely eliminated a definition for 
‘jewelry shall be adopted that will re- 
strict the impost to articles of un- 
| questioned luxury. 
“Tt has been definitely proven by 
authoritative figures,” said Mr. Huf- 
| nagel, “that unless Congress affords us 
| the necessary relief at once a great in- 
| dustry will be taxed out of existence. 
| The figures showing the steadily in- 
‘creasing number of failures among re- 
tail jewelers are appalling. 

“If the general downward tendency 
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in our trade continues it will mean that 
the wholesalers and manufacturers will 
share their fate.” 

Mr. Hufnagel declared that the jew- 
elry industry was prepared to carry its 
full share of the tax burden and added 
that if Congress in its wisdom should 
adopt a general sales tax it would 
cheerfully acquiesce in such a measure. 
The levying of special taxes on certain 
industries constituted unfair discrimi- 
nation and could not possibly be jus- 


tified. 


Jewelry Tax Applied to Musical 
Instruments 


The committee received the interest- 
ing information from Alfred L. Smith, 
secretary of the Music Industries 
Chamber of Commerce, that the Inter- 
nal Revenue Bureau has extended the 
jewelry tax so as to apply it to certain 
musical instruments, presumably made 
of valuable metals, and under this ex- 
tension has collected $750,000 per an- 
num. This tax, Mr. Smith said, is 
levied upon the tools with which many 
thousand men earn their living. 

Congress in 1921 specifically repealed 
the special tax on musical instruments 
imposed by the war revenue act. Cer- 
tainly there could be no justification 
for permitting the levying of a tax on 
certain instruments because by admin- 
istrative regulation they are forced into 
a classification to which they do not 
belong. . 

Richard Appel, speaking for the 
lighting fixture industry of.the United 
States, urged the repeal of the 5 per 
cent tax on portable lamps. He de- 
clared that such lamps are a necessity 
rather than a luxury and that there is 
no possible justification for levying the 
present tax which yields $250,000 per 
annum. 


Hunting Garments Should Not Be 
Taxed 


The committee was asked by Carey 
E. Quinn of New York City, represent- 
ing the National Association of Gar- 
ment Manufacturers, to recommend the 
repeal of the 10 per cent tax on hunt- 
ing and sporting garments provided by 
Article 13 of Section 900 of the revenue 
law. The Government derives $170,000 
annually from this tax. 

It was declared by Mr. Quinn that 
hunting coats are not articles of luxury 
but are purchased by farmers and 
others of the working classes and are 
used for many purposes besides the 
actual pursuit of game. The goods are 
ordinarily of cheap material and cannot 
stand the imposition of a 10 per cent 
tax. 

Members of the committee appeared 
to be very sympathetic to Mr. Quinn’s 
appeal. Representative Treadway of 
Massachusetts went so far as to say 
he had proved his case and need not 
devote any further time to it. 

Frank Bright, representing the Win- 
chester Repeating Arms Co., urged re- 
moval of the tax on rifles and guns. 
This tax, he declared, is “a penalty om 
outdoor sports pure and simple.” 


Reading matter continued on page 80 
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The live hardware 
dealer says: 


Got Away From the Shop 


‘I left my boys selling snow shovels 
and ice breakers and weather strips— 
and garden hose to wash down slushy 
sidewalks. 


‘“‘Of course the first thing I did here 


——— oe 


mre was to: visit the hardware store. I 
WOVEN HOSE & found them selling window screens and 
RUBBER CO. 


garden tools—and hose to lay the dust. 


Cambridge, Mass. 
‘‘They had the same brandsI sell myself 


Seeuaetie th tae world. —BULL DOG, GOOD LUCK and 
et 0G GOOD MILO. These famous %ths brands 


LUCK and MILO are good in every climate and for every 


— . ge yw 
so makers O 99 
LUCK Jar Rings. purpose. 


- 
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In many parts of the country, he 
said, shotguns and rifles were used by 
men and boys to whom the tax is a 
heavy burden. The comparatively small 
amount received by the Government 
certainly could not be held to justify 
the placing of an obstacle in the way 
of healthful outdoor recreation which 
should be encouraged by the national 
Government. 

The Ways and Means Committee ex- 
pects to make substantial progress dur- 
ing the present week in the framing of 
the tax reduction bill. So far as the 
treatment of earned incomes and those 
subject to the normal tax is concerned, 
it is expected that Secretary Mellon’s 
recommendations will be closely fol- 
lowed, which will mean reductions rang- 
ing from 25 to 50 per cent in the rates 
now paid. 


Will Not Follow Mellon on Surtaxes 


It is not believed, however, that the 
committee will follow the Secretary in 
his recommendation for a reduction in 
the maximum surtax to 25 per cent. It 
is passible that a majority of the mem- 
bers of the committee favor such re- 
duction as a matter of individual 
opinion, but it is a well known fact that 
the insurgent Republicans and the 
Democrats of the House will oppose 
such a cut and it therefore seems prob- 
able that the committee will report a 


New Coaster Wagon Has 
Unique Test 


The Red Racer Coaster Wagon re- 
cently placed on the market by the 
Wabash Mfg. Co., Terre Haute, Ind., 
is a popular priced vehicle for the 
youngsters. 


It is made of a new kind 





of wood, white in color, that is said 
to be shock resisting and with a firm 
texture, enabling it to take varnish 
and enamels nicely. Double disc rub- 
ber tired steel wheels are used and a 
new feature is the patented silent bear- 
ing. The material used for the bear- 
ing is Canadian rock maple, which is 
first impregnated with oil by boiling in 
a pressure-vacuum system. It takes 
about nine days to impregnate this 
wood and at the end of this time ap- 
proximately two pounds of lubricating 
compound has been absorbed to every 
board foot. : 

The wagon is very durable in con- 
struction, a feature which should make 
it appeal strongly to parents. Its 
strength was recently demonstrated in 
‘a severe road test, in which a stock 
number was Waded with two fifty- 
pound weights and attached to the rear 
of an automobile. The test started at 


Reading matter continue 
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compromise figure of 35 or 40 per cent. 

In obedience to the mandate of the 
majority caucus, Chairman Green and 
his colleagues are making every pos- 
sible effort to complete the tax reduc- 
tion bill in time to report it to the 
House on Feb. 11. It is expected that 
a minority report will be made by Rep- 
resentative Garner, the ranking Demo- 
cratic member of the committee. 

Substantial cuts in the rates on 
earned income will be suggested by Mr. 
Garner with the probability that a max- 
imum surtax rate of no less than 40 
per cent will be insisted upon and with 
the possibility that the restoration of 
the excess profits tax may be recom- 
mended. 


Unlimited Debate in Prospect 


The debate on the tax reduction bill 
when it is taken up on the floor of the 
House will present some unprecedented 
features. It will be marked by all sorts 
of jockeying for political advantage and 
the ultimate result promises to be a 
compromise lacking some of the best 
features of both Republican and Demo- 
cratic projects. 

In preparation for this debate the 
minority of the House, with the assist- 
ance of the insurgent Republicans, have 
succeeded in bringing about the rescind- 
ing of the so-called Underwood rule for 
the control of debate on revenue bills. 





Terre Haute at 9:45 a. m. and ended 
at Indianapolis at 2 p. m., a total run 
of seventy-two miles, an average 
speed of twenty-five miles an hour, be- 
ing covered in that time. According to 
the manufacturer, the coaster with- 
stood the test, and showed practically 
no signs of wear or impairment. 





Oven Thermometers Will 
Appeal to Housewife 


Cooper oven indicators for gas 
ranges, made by The Cooper Oven 
Thermometer Co., Pequabuck, Conn., 


have a number of outstanding features 
which should recommend them to 
housewives. They are constructed of a 
high temperature constant metal, with 
the result that overheating will not in- 
jure the mechanism. The registration 
of the pointer is steady, and cannot be 
caused to fluctuate by vibration. The 
thermometers respond quickly and ac- 
curately to oven heat. They are simple 
in construction with nickel mountings 
and a handsome dial. In order to assist 
the retailer in the sale of these ther- 
mometers, the company is supplying 
the display carton shown below. 
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This rule was adopted several years 
ago when Oscar Underwood, Democratic 
leader, occupied the important post of 
chariman of the Ways and Means Com- 
mittee. 

The rule provided in effect that no 
amendments to a revenue bill should be 
entertained by the presiding officer un- 
less authorized by the Ways and Means 
Committee. This restriction served to 
prevent the consideration of a flood of 
amendments which would have delayed 
the passage of the pending measure to 
an indefinite extent. 


May Consider Tariff Amendments 


Having the numerical strength to do 
so, a combination of insurgent Republi- 
cans and Democrats decided to force 
the rescinding of this rule. The result 
will be that no limit can be placed upon 
the consideration of amendments to the 
Mellon revenue reduction bill if they re- 
late to any phase of the revenue ques- 
tion. 

Experienced parliamentarians here 
are of the opinion that the presiding 
officer of the House will find it difficult 
to rule out tariff amendments and it 
now seems to be a foregone conclusion 
that in addition to threshing out a hun- 
dred internal revenue problems the 
House in the coming debate will dis- 
cuss many features of the existing 
tariff law and suggested changes. . 


Handy Dandy Tool Kit 


The Handy Dandy Box Co., 4327 
West Harrison Street, Chicago, has de- 
veloped a new tool kit called the 
“Handy Dandy.” The kit is constructed 





of good material and designed to stand 
up under reasonable abuse. The lum- 
ber is kiln dried and seasoned. Grooved 
joints and locked corners are claimed 
to prevent the box from warping. The 
drawers are said to be designed to slide 
freely and will not bind. Drawer fronts 
are made of quartered oak and are 
highly polished and rubbed. The pan- 
eled lid slides under the bottom drawer 
when the kit is opened. The box is 
covered with black imitation leather 
and trimmed with nickel trimmings. A 
serviceable handle makes it easy to 
carry. Both long and short drawers 
me provided to care for any kind of 
tools. 


d on page 82 
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COPPER & ALUMINUM UTENSILS 





for you~ 


a folder that 
sells percolators 


If there is a secret about making It’s a quick turn-over line, that even 


good coffee—this folder reveals it. turns quicker with the aid of this 
artistic 3-color folder. 


Get your share—use them as envel- 
ope stuffers, use them on your coun- 
ter, use them in many ways. 


It contains 6 simple rules for good 
coffee—set down by authorities who 
know the art. 





The first rule is a Rome Percolator 
—that one size 8-cup line—the “cof- 
fee-maker” which a million or so 
women have read about in GOOD 
HOUSEKEEPING. 
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Free of cost to you, with your name 
and address imprinted. 

Clip the coupon, and mail today. 
Please print or stamp your name and 
address clearly. 


prada 


Rome Manufacturing Co. 
Rome, N. Y. 


= ‘ 
wet - Address see e eee e reece ene eee eeereessneeseseeeteseneenest ene esaneastinenentees 


GE ie aie 5 a Fai ive ey ap tedics's’ oedasi se scees Gabbebsonphessnsesacegfhuncaktgeess 


Send free of cost (..... ) “Good Cup 
of Coffee” folders, imprinted as follows: 
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Should Goods in the Window Be Price Tagged? 


( WING to the fact that we do a 

considerable long time credit 
business, which necessitates a cash 
price, also a charge price (we usual- 
ly mark the goods at the time price 
allowing a cash discount to the cash 
purchaser), we find that it creates 
confusion if we use price cards in 
our window. If we place the cash 
price on an article all of the charge 
customers want it charged at that 
price. On the other hand if we 
place the credit price on the article 
the cash customer says it is too 
high, without coming in to ask 
about it. 


Alberta Hardware & Furniture Co., 
Alberta, Va. 





E have two windows the same 

size and shape. We have made 
a test of the effect of pricing mer- 
chandise, as we have been skeptical 
ourselves. For instance, we place 
articles of the same kind in each 
window and place a man on the out- 
side to listen to comments as people 
passed. The window having the price 
tags would receive comment, whereas 
the other window having the same 
merchandise would not receive any 


Drawn Steel Oiler is Non- 


Leakable 


The W. B. Marvin Mfg. Co., Urbana, 
Ohio, has recently placed on the mar- 
ket a new drawn steel oiler, which has 
a number of interesting features cal- 
culated te make it appeal to all oil can 








(Continued from page 60) 


comment. There might be comment 

on the window as to whether it was 

good or bad, but merchandise priced 

will attract more attention than the 

one without tags. 

New State Hdwe. & Harness Co., 
Ardmore, Okla. 


—- 





= is our opinion that in most cases 
* jit is a good idea to use price tags 
on goods in the show window. On 
specialties and high-priced lines it 
would be better to have an oppor- 
tunity to explain the goods to the 
customer before he hears what the 
price is. 

Raabe & Mauger Hardware Co., 

Albuquerque, N. M. 





|] EVER under any circumstances 

let a price show on an article 

in a window unless it is unusually 

attractive. If possible, when you 

price tag an article in a window, 
have no other items shown. 

Make the window attractive 
enough to draw attention, and 
create a desire to own, and this will 
draw customer in store. 

C. H. Flint, 
Batesville, Miss. 





users. The oiler, which is claimed to 
be non-leakable, has the body and 
threaded neck made from one piece of 
metal. The bottom is double seamed 
and locked to the body. The spout is 
double locked above and below to the 
threaded bushing. Because of the type 
of construction employed, the spout 
cannot loosen. The oiler fits the hand 
easily, is efficient in operation and 
rugged in construction. 





New Book on Radio 


“Henley’s 222 Radio Circuit De- 
signs,” eee by the Norman W. 
Henley Publishing Co., 2 West Forty- 
fifth Street, New York City, is a com- 
plete and up-to-date collection of 
modern receiving and _ transmitting 
hook-ups. 

This is an entirely new and thor- 
oughly practical book on the design of 
radio receiving and transmitting cir- 
cuits which should meet the needs of 
every radio enthusiast whether he be 
a novice or expert, amateur or pro- 
fessional. It contains information 
from which any one can build and 
operate successfully any of the cir- 
cuits given. It includes all the stand- 
ard types and latest improvements, 
such as those of Armstrong, DeForest, 
Reinartz, Cockaday, Hazeltine, Col- 
pitts, Grimes and Flewelling. 


WE favor the placing of price 
cards in the windows. It not 
only gives the customer confidence 
in the store but helps to keep the 
public posted as to market values. 
Many times the price of an article 
is its outstanding feature, and if 
shown in the window will make an 
impression on the mind of the passer- 
by that he would not otherwise get. 
Many people do not care to go in 
and ask a merchant the price of 
various articles, with no particular 
intent of buying, but if something is 
displayed and the price seems within 
reason, when in need of such mer- 
chandise they will very promptly go 
back and make further inquiry. 

The only argument on the other 
side is the personal contact with the 
prospective customer, which is a 
great asset in making a sale, but do 
we get the contact in as many cases 
where the price is not shown as 
where it is? We believe we can 
quote prices to fifty people with the 
cards to one without them. 

Stroup Hardware Co., 


Billings, Mont. 


Ratchet Screw Driver of Rugged 
Construction 


A ratchet screw driver known as No. 
59, made especially for electricians, 
gunsmiths, mechanics and others whose 
work demands a_ screwdriver more 





ee than the regular type, with 
ratchet mechanism so constructed it 
cannot become bent, broken or out of 
order has been placed on the market 
by the Millers Falls Co., Millers Falls, 
Mass. 

The ratchet is operated by means of 
a cam in rear of shifting sleeve, aud 
is self-locking on pawls. It operates 
to right or left by turning shifter ring. 
In a vertical position it can be used 
as a solid screw driver. The ratchet 
pawls are of tool steel, the springs of 
spring steel and the frame of cold 
rolled steel. The blade is of the high- 
est screw driver steel, hardened and 
tempered. The length of the blade is 
1% in.; length overall 6% in., the 
weight per half dozen 2% Ib., and the 
cost $1 each. 


Reading matter continued on page 84 
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We didn’t have to create a market for Vapo— 
People have always wanted a better Oil Stove 


Vapo burns gas made from kerosene 





No odor E VAPO OIL RANGE is an adequate response to 
the demand for a line of oil ranges as high grade in 

No wicks every respect as the finest gas ranges. 
N . In design, construction and materials Vapo is unsurpassed. 
O notse It is the cleanest oil stove in the world. It has no wick. 
No soot Its burner converts kerosene into hydro-carbon gas which 


burns with a beautiful clear blue flame that delights every 


buyer. The remarkable Vapo burner is the secret of its 
No smoke success. It is fully patented. 
Nothing to There is room for the Vapo Oil Range in its several styles 
in your store. Its advantages speak for themselves. 
smart the eves You will see the waiting market instantly. Write us at 


once for a sample stove, or for complete information, so 
that you may place yourself in a position to participate in 
the fast growing sales. 


THE VAPO STOVE COMPANY, Lima, Ohio 




















WORLD’S HIGHEST GRADE OIL RANGES 
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KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 22, 23, 24, 25, 
1924. J. M. Stone, secretary-treasurer, 202 
Republic Building, Louisville, Ky. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 22, 23, 24, 
1924. Headquarters, Adolphus Hotel. A. 
M. Cox, secretary, 822 Dallas Co. Bank 
Building, Dallas. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
Inc., CONVENTION AND EXHIBITION, Cadle 
Tabernacle, Indianapolis, Jan. 29, 30, 31, 
Feb. 1, 1924. G. F. Sheely, secretary, 
Argos, Ind. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Oklahoma City, Jan. 29, 30, 31, 1924. 
Charles L. Unger, secretary, 425 Conti- 
nental Building, Oklahoma City. 

VIRGINIA RETAIL HARDWARBP ASSOCIATION 
CONVENTION, Lynchburg, Feb. 5, 6, 7, 1924. 
Thomas B. Howell, secretary, Richmond. 

NEBRASKA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Lincoln, Feb. 
5, 6, 7, 8, 1924. George H. Dietz, secretary, 
414-419 Little Building, Lincoln, Neb. 

IDAHO RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Boise, Jan. 29, 30, 31, 1924. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PaciFICc NORTHWEST HARDWARE AND Im- 


PLEMENT ASSOCIATION CONVENTION, Spo- 
kane, Wash., Feb. 6, 7, 8, 1924. E. E. 
Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 


MONTANA IMPLEMENT AND HARDWARE AS- 
SOCIATION CONVENTION, Billings, Feb. 6, 7, 
1924. A.C. Talmage, secretary, Bozeman. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DBSALERS’ ASSOCIATION CONVENTION, 
Portiand, Feb. 13, 14, 15, 1924. E. E. 
Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Milwau- 
kee Auditorium, Feb. 6, 7, 8, 1924. George 
W. Kornley, manager of exhibits, 1476 
Green Bay Avenue, Milwaukee. rs Oe 
Jacobs, secretary-treasurer, Stevens Point, 
Wis. 


MICHIGAN RETAIL HARDWARE ASSOCIA- 
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Ingenious Price Chart for Fill- 
ing Stations and Garages 


Proprietors of filling stations and 
garages have found that the use of 
price charts lettered or printed in large, 
easily read figures is essential to satis- 
factory service. The presence of such 
a card hanging on or near the gasoline 
pump does much to eliminate disputes 
with customers. The difficulty has been, 
however, that such cards, printed or 
prepared for the individual station or 
garage, have usually given only the 
price per gallon. The attendant who 
supplies customers with gasoline has 
had to compute the total price for the 
quantity of gasoline sold. — 

The Brookins Mfg. Co., Dayton, Ohio, 
has devised a price chart system to 
eliminate this difficulty. The company 
now manufactures complete sets of 
charts ranging from 10¢ to 40c per gal- 
lon and including fractional prices as 
well. Each chart shows not only the 
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TION CONVENTION AND EXHIBITION, Grand 
Rapids, Feb. 12, 13, 14, 15, 1924. Karl S. 
Judson, exhibit manager, 248 Morris Ave- 
nue, Grand Rapids. A. J. Scott, secretary, 
Marine City, Mich. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Philadelphia, Feb, 12, 13, 14, 15, 
1924. Sharon E. Jones, secretary-treasurer, 
Wesley Building, Philadelphia, Pa. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 12-15, 1924. A. R. Sale, secretary- 
treasurer, Mason City, Iowa. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Taft, New Haven, Feb. 
14, 15, 1924. Henry S. Hitchcock, secre- 
tary, Woodbury. 

New YorK RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headquarters, McAlpin 
Hotel, and exhibition at Seventy-first Regi- 
ment Armory. John B. Foley, secretary, 
412-413 City Bank Building, Syracuse, 
ae A 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cincinnati, Feb. 19, 
20, 21, 22, 1924. James B. Carson, 1001 
Schwind Building, Dayton, Ohio. 

NEw ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Feb. 20, 21, 22, 
1924. George A. Fiel, secretary, 10 High 
Street, Boston 9, Mass. 

NortH Dakota RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Municipal Auditorium, Fargo, Feb. 20, 21, 
22, 1924. C. N. Barnes, secretary, Grand 
Forks. 

Missour!t RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Marquette 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 
F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

CALIFORNIA RETAIL HARDWARE IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 
March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 
Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, Feb. 
19, 20, 21, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 

MINNESOTA RBSTAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Paul 
Auditorium, Feb. 26, 27, 28, 29, 1924. C. H. 
Casey, secretary, Metropolitan Life Blidg., 
Minneapolis, Minn. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls. March 4, 5, 6, 7, 1924. 
Cc. H. Casey, secretary, Metropolitan Life 
Bldg., Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 

AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 
Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. Y. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 

MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, Secretary, 
Starkville. 

HARDWARE ASSOCIATION OF THE 
LINAS CONVENTION, Wrightsville 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Argos, Ind. 


CARO- 
Beach, 
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price per gallon, but the quantity prices 
computed for all quantities from one 
to twenty gallons. These charts are 
made of steel and the figures are litho- 
graphed on both sides. A simple steel 
hanger is fitted directly to the pump, 














and the chart is slipped into this hanger. 
It places directly before the eyes of 
the customer not only the price he is 
paying per gallon but the total price he 
is paying for the quantity of gasoline 
he is buying. It makes it possible for 
the attendant to quote the price instant- 
ly and correctly. 

When the price per gallon is changed, 
the steel chart is slipped out of the 
frame and the new chart, showing 
the new gallon price and quantity 
prices, takes its place. 

The complete set of steel charts is 
furnished in a permanent wooden fil- 
ing case, which can be conveniently 
stored and which keeps all charts in 
order and ready for change. Another 
advantage of the complete set is that, 
where more than one grade of gasoline 
is sold, a single set of charts will supply 
several different pumps, the chart be- 
ing chosen for each pump according to 
the unit price of gasoline dispensed by 
that pump. : | 
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Stove Bolts 
Tire Bolts 
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Machine Screws 
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WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 
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American Screw Co. 


PROVIDENCE , RI. 
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WEED CHAINS 


are also being advertised on 


Large Painted Bulletins 


Every month of every year Weed Chain 
advertising continues to popularize the 
natne WEED—increases the sales and use 
of Senuine WEED Chains—the tire chains 
that have a record of twenty-one years of 
safety and service to millions of motorists. 


Thedealerswhostockand recommend the 
genuine WEED Chains—Weed De Luxe 
or Weed Regular—are wise business men. 
They take no chances. 

















“Use ’Em Yourself to Sell ’Em” 











$5O AMERICAN CHAIN COMPANY, INC. 
2 BN BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAINS FOR ALL PURPOSES 
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GATES HOUSE 


‘*‘The Standardized Radiator Hose’’ 








Especially in cold 
weather when tadia- 
tors are full of anti- 
freeze mixtures it pays 
to sell good customers 
the Radiator Hose 
with the tougher rub- 
ber lining. That’s 
Gates Vulco. 


Made by the World’s Largest 
Manufacturers of Fan Belts 
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Why You Should Buy 











Proper mixing of the ingredi- 
ents used in ACE and VICTOR 
Dry Cells promotes uniform cer- 
rosion of the can and gives the 
maximum energy fer a greater 
length of time. 


Tubular Rivet & Stud 
Company Rivets 







Depolarization 


EPOLARIZATION is one of the most im- 
portant factors necessary for the long life of 
a dry cell. 

The degree with which polarization is thwarted is 

dependent upon four things, viz. : 

—the purity of the ingredients (manganese dioxide, 
salammoniac, granulated carbon, etc. composing the 
current path between the electrodes ; 

—the proper percentage of these ingredients ; 

—their proper mixture; 

—their proper proximity to the two electrodes. 

When the requisites of perfect depolarization have 

been carried out, the suppression of gas evolution at 

the electrode has been accomplished. 

The mixture of the ingredients used in ACE and 

VICTOR Dry Cells acts as a chemical reagent which 

absorbs and prevents hydrogen gas from covering 

the cathode and hindering the passage of current 
through the cell. 

Here then is the secret of ACE and VICTOR low 

ampere hour cost. Here is the factor (depolarization) 

which produces satisfied customers, more profit more 
often and more:-turnovers. 

ACE and VICTOR Dry Cells will prove your great- 

est selling aids—talk this line to your customers. 

Watch your profits grow. 


Reason No. 17 






Men and institutions 
are judged by character. 
This also applies with 
equal force to a com- 
modity. 














Retailers realize the ad- 
vantages of merchan- 
dising a product for 
which no apology need 
be made. 


THAT Ts 


TUBULAR RIVET & STUD 
COMPANY 


ACE Dry Cells, Hot Spark Batteries, Flashlights and Flashlight Bat- 
teries, Wireless Batteries, Carbon Brushes, Welding Carbons. 
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Electric 
House 
Pump 






This is what you deliver 
in a “MARVEL”? Pump 


1. Power end, water end and cylinder 
cast separate. 

“2. Large renewable bronze bearing at 
.each end of crank shaft for perfect 
alignment. 

3. Valves accessible without disturbing 
connections, 

4. Brass lined cylinder, brass piston rod, 
brass plunger, brass valve seats and 
noiseless valves. 

5. Slow speed and consequent long wear. 

6. Repulsion and induction motor, uses 
minimum current. 

7. Double pole automatic switch,— 
passed by all underwriters. 

8. Fresh water attachment. 

9. Suction strainer in vacuum chamber 
keeps dirt out of tank. | 

The Marvel is self-starting, self-oiling, self-prim- 

ing, self-stopping. It is not the cheapest pump of 


its type on the market today, but it is the biggest 
dollar for dollar value! 


Write for complete catalog and prices. 


THE DEMING COMPANY 
Established 1880 SALEM, OHIO 


The nearest distributor will give you close co-operation 
in making sales in your territory. He can serve you im- 
mediately with deliveries from stock on his floor. 


DISTRIBUTORS 
Pee: < 5 eke: a. Soe. eee Chas. J. Jager Company 
Chicago ..... Yn ee oe Henion & Hubbell 
 & «ase 6 Hendrie & Bolthoff Mfg. & Sup. Co. 
i ; 4 ie ey ee Standart Bros. Hardware Corp. 
memes Gee.» 6 <6 € 6<% English Tool & Supply Co. 
Dene. « ¢ é «6.6 6.8 2 ee Laib Company 
New York .. . > . « Ralph B. Carter Company 
Philadelphia ...+.+ +e. W. P. Dallet Company 
Pittsburgh ... . Harris Pump & Supply Company 


San Francisco Crane Company 
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Hanting Clothes 
—that bring Cus- 
tomers back 





Coats with Blood 
Proof Pockets 


This patented coat allows no blood to 
seep through the game pocket to stain 
the clothing or rot the coat. This fea- 
ture will help you get turn-over be- 
sides giving the customer satisfaction 


that will bring him back. | 


Both Waterproof and 
Standard Coats 


ALSO— 


Laced Breeches with reinforced seat and 
front. 


Long Trousers with reinforced seat and 
front. 


Shell Vests. 
Caps. 


If our salesman does not call on you, 
please write us. 


THE GEM SHIRT CO. 


316 S. PERRY ST. DAYTON, OHIO 


Manufacturers and Patentees 
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“ENOUGH FOR ALL—FOR ALL DAY” 


FAG Esteuece pal 
Thermamwaredar 


OR niguips Mot or Cold 





Remember ’23 
—and order early! 


Aladdin Thermalware Jar sales trebled in 
1923. Wecouldn’t meet the demand. Many 
dealers filled in with substitutes—to their 
regret. 


Again we have multiplied production. 
Aladdin national advertising—in prominent 
magazines, outdoor publications and metro- 
politan newspapers—is greatly increased for 
1924. Much more advertising—é¢ven more 
than last year! This is a word to the wise. 


Have your jobber take your order at once. Clinch 
your profits! You must have Aladdin Jars to 
satisfy your trade. 


Aladdin Industries, Inc., Dept. P, Chicago 







Aladdin “De Luxe” 
Jars (Aluminum and 
ebony, lined with heavy 
ovenware glass). Gal- 
lon -size now $8.50; 2 
quart $7.50. All Jars 
$.50 more in far west; 
$2.50 more in Canada. 





$5.50 in 
Far West 


Fifteen Exclusive Selling Features 





1. Permanent lieak- 7. Thick cushion of 12. Each jar packed 
proof germproof best insulation, right in attractive 
Aladdin neck-seal. oe gd -~a shipping carton. 
ented. rom mois- 
. eee strong ture. 13. Three-color a 
hardened sluminum ' 4 play band aroun 
11 ball Steel 8. Sanitary silvere upper half of jar. 
— t. glass gtopper with Attracts attention. 
., 4+,-™ bail rubber bumper. Removable. 
loops. No wear, 9. Vitrified white- 14, Equally effective 
no rust. lazed _porcelain- band, with selling 
4. Strong brass like inner. Sturdy, price, around low- 
ears, Can't pull glass - smooth, er if.  Remov- 
out, wear out or easily wiped clean. able. Aladdin Jars 
rust. . Handsome black arrive with their 
5. Bich Brewgter a handle, alu- ‘selling helps’’ on 
Se tease tioum “enas then. 
sh. -on, 
6. Lead-coated, non- 11. Heavy 18-gauge 15. Highly polished 
‘ rusting sturdy 24- aluminum collar— heavy sluminum 
‘ gauge steel jacket. can’t rust. drinking-cup eap. 














1 








HARTFORD 
TIRES and TUBES 


The greatest tire deal a hardware 
man ever entered into 


fw arrangement to handle the 
Hartford Line has become—in 
1924—one of the choicest franchises 
in the whole hardware field. 


Hartford Cords in all sizes and “H” 
Tread Clincher Cords in 30 x 3% 
have a sales momentum that carries 
them through to a quick, economical 
turnover—month after month. 





HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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No. 168 
Moe's Incubator 


“Moe’s Line” is a standard, complete line of 
Good Poultry Supplies, made by poultry experts, 
and will keep chickens and your business healthy. 
Many years of satisfactory service to poultry 
raisers have given “Moe’s Line” a _ recognized 
standing, and our old customers are our most en- 
thusiastic boosters. 


Moe’s New Incubators are fine, practical, common 
sense machines that successfully produce chicks. 
They stay sold, and win and hold your customers’ 
confidence. 


“Moe’s Line” is complete—so you can supply 
every need. Everything for the Poultry Yard. 


It will return you both a sales and a repeat busi- 
ness profit, and will give you great satisfaction. 


Write for Catalog and prices. 


Hoeft & Company, Inc. 


MANUFAOTURERS OF 


Moe’s Line of Good Poultry Supplies 


405 N. Ashiand Ave. Chicago, Il. 


(Western Braneh) 
217 N. Alameda 8t., Los Angeles, Calif. 
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The Hardware Man 
is 10 Year's Ahead 
of other Retailers ff 
inRevalving Display | 

Equipment 7 I 





mM of 





Just within the last year the grocer, 
the druggist and the auto accessory 
dealer have begun to use “Revolvo” 
display equipment with which the 
hardware dealer has been selling bolts, 
nails and small articles for ten years 
and more. 


Methods of retail selling have improved 
enormously in the meantime. These dis- 
plays, making more and quicker sales in less 
space, are in tremendous demand among all 
progressive merchants. Twenty Thousand 
Satisfied Users endorse “Revolvo.” 


Here are three 
modela—a nail bin, 
bolt case and dis- 
play stand. There 


0 A 
BEARINGS. They 
cannot wear out or 
tip over, 









Display Stand 


5 


Revolvo Displays cost less 
than you think. We can 
show you reul profit in 
their «use. 





Price Advances March Ist 
Delays Are Expensive Wire at Our Expense 


The Wellston Manufacturing Co. 


Wellston, Ohio 


Centlemen: 


Please send me further information on Revelvo Dis- 
play Equipment. 
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Excellence 
Without 


Extravagance 


Schatz “Commercial” 
Annual Ball Bearings 
intended for locations 
where a true anti-fric- 
tion bearing is required, 
but where the duty is 
not severe and where 


economy is essential. 


However, they should not 
be confused with various 
crudely made bearings. The 
exclusive three-contact de- 
sign gives to “Commercial” 
bearings high efficiency and 
long life, and enables them 
to sustain thrust lInads in 
either direction up to 50% 
of their radial load capacity. 


USE 
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Brings Boat Owners 
~ to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and 
make any boat perfectly water- 
tight and leakproof. 

Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’ 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. : , 4 7 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and’ marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 

















(S) Commercial () 





In Your Product 





A new catalog gives the only 
published data as to load capaci- 
ties and the uses of the less ex- 
ensive grades of annular ball 
rings. Send for it, and also 
discount sheets and samples. 


The Schatz 
Manufacturing Co. 


Poughkeepsie, N. Y. 

















Size of Book, 7 x 10% inches 


Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


is indispensable in economic direct-by-mail promotion work 
and also a —- guide for salesmen's calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. 


, $10.00, postpaid 
The most valuable mailing-list that it is possible to pro- 
cure anywhere at any price. 


HARDWARE AGE 


(Verified ‘List Department) 
239 West Thirty-ninth St. New York, N. Y. 
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Modern Homes 
Wane 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 


They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


GRIFFIN 


‘*The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 











The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 

We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


Griffin Manufacturing Company, Erie, Pa. 


45 Warren Street, New York 


74 West Lake Street, Chicago, Ill. 

















~Perfea” 


; Hii} Tih ; iT}! 1} } 
URMILA LAUTAN 





The “Please Deliver” Customer 


He generally makes out a list of the different Hard- 
ware items he needs and if it’s screen time the list 
usually includes a Roll of Screen Wire Cloth of a 


certain width. 


He leaves in a hurry and says: “Please deliver these 


goods to my home.” 


He may have forgotten to 


specify the brand of Screen Wire Cloth he desired, 
which is all the more reason for sending him 


“Perfect.” 


Such customers always think a lot of the dealer 
who sends them the “Best” under such circumstances. 


Your Jobber stocks “Perfect.” 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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Sterling Voltmeter 








teries. It is especially calibrated 
for accuracy and its reading is a true 
indication of the condition of the 
battery. It is far superior to the 
higher priced laboratory instruments 
for this purpose. 


List $9.79 


Price 








Questions That Radio Bugs Ask 


What Voltage Should a NEW Dry B Battery Show? 
How Long Can It Be Used With Satisfactory Results? 
Should It Be Discarded When No Longer Serviceable in 
the Detector Circuit? 
When Should Storage B Batteries Be Re-charged? 





ANSWERED ONLY WITH 
“Right Resistance” POCKET METERS 


Cheap pocket meters usually have a low resistance unit which give high 
readings and naturally deceive the user. Many a good radio set has been 
condemned because the owner thought the batteries O. K. when in reality 
they were run down, but the meter did not show the correct condition. 
Sterling meters have a resistance of about 800 ohms and truly indicate 
the ability of the battery to deliver and sustain its voltage. 


THE STERLING MFG. COMPANY 


No. 34-C, 0-50 Voltmeter (1 volt > 
division). This meter is designed 2855 Prospect Ave. Cleveland, Ohio 
for the testing of radio “B’’ bat- 
































No. 326 
Cylinder 
Improved 
Night Latch 





Increase your Reputation 
for selling Good Locks 


Swing a lot of carpenter and builder trade your 
way by selling this No. 326 Night Latch of ours. 

It is unique in that it requires no backplate— 
can be attached in half the time usually required 
—and has an instantly reversible bolt. It is a great 
improvement over old fashioned ones. Liberal 
profit. Write for samples and prices. 


WILSON BOHANNAN, Inc. 
758-766 Lexington Ave. Brooklyn, N. Y. 






































Your Best Bet 


Check over to yourself the obvious advantages of 
handling Cyclone Fence. 


Cyclone Fence is nationally advertised. the year 
‘round. Many of your customers are reading Cyclone 
Fence advertisements. Have you made the proper 
display of ‘‘Red Tag’’ Cyclone Fence to catch their at- 
tention? Your sales field for Cyclone Fence is prac- 
tically unlimited as every home is a potential customer. 
Your sales are easier because of the known quality 
of Cyclone Fence. This means faster turn-over and 
greater profits. 

Cyclone Service offers you free advice in solving any 
difficult fencing problems that may come to you. 
Complete information on Cyclone Fence and Gates 
one —_—e by writing to the nearest offices, 

ept. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort 

Worth, Texas; Oakland, Cal., (Standard Fence Co.) ; 

Portiand, Ore., (Northwest Fence and Wire Works). 
Property Protection Pays, 


CYCLONE FENCE 
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CE LADDERS 


made by W.W. BABCOCK CO., Bath, N.Y. 


Extension Ladders, Straight Ladders, Step Ladders, Painters’ Tres- 
Everything in the Ladder Line. 
We pay freight. 


tles, Extension Trestles and Staging. 


Send for latest list. 
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Hardware requires special display to sell 
with least effort. But given a chance 
through proper display, your merchandise 
will speak out and ask the people to buy. 
Thousands of hardware merchants have 
solved their display problems by remod- 
eling their show windows and installing 
Kawneer Solid Copper Store Fronts. 
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STORE FRONTS 


If you plan to build or remodel this year, 


THE. KAWNEER COMPANY 


NILES, MICHIGAN 








you should have a copy of our new 
BOOK OF DESIGNS. Tear off the 
coupon and pin it to your letter 
head before you forget about 
sending for this book. 


Pin This Coupon to Your Letterhead Ss / 


/ Name 


* 
Pd 
* 
* 
* 
* 





/ The 
/ Kawneer 
/ (Company 


/ 1217 Front Street 


/ NILES, MICH. 


Please send me one of 
your new Books of De- 
signs showing many 
styles of Modern Store 

ronts. 





oo Address 
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SCREWS 


Incorporated 1904 


Continental ¥o°2 227", 











ARMSTRONG 
PIPE CUTTERS 





Equipped with either cutting 
wheels or rollers 


No. 1 ae Yg—1"/, in. 
No. 2 - - 1/,,—21,, in. 
No. 3 - - 14,—4 in. 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring MADE BY 
out the value of the case, its use in keeping the bits in order and near at 

preventing loss, etc. Try it. , 

Forstner Bits are the only bits that are not dependent on a center or 8 
ra alta, "Pac tl i te a ve eee toss The Armstrong Mfg. Co. 
work all the time; no ja ends: every part of the work is smooth and 
polished. They bore their way through bard, knotty, cross grained wood, ; 








leaving @ smooth hole and clean, polished surface. Factory and Main Office New York Office 
Let us send you catalogues. Order through your jobber or direct. 
The Progressive Manufacturing Co. BRIDGEPORT, CONN. 248 Canal Street 








TORRINGTON, CONN., U. S. A. 


























Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 


steel with oval front and back, giving 
(X additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 


powerfully braced. They make good 
BEMIS & CALL CO. on the job where others fail. Write 


Springfield, Mass., U. S. A. for prices. 
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No. 231, 3% in. 









No. 232, % In. 
No. 234, 1 In. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CoO. 370 Atlantic Ave., Boston, Mass. 

















ATHOL VISES LIDSEENFcace-oO1LERS 





PAT. DEC. 19.1911 





| 
| 
| 
The Mechanic selects the 
Lidseen Positive Force Feed Oiler 
| 


Athol Ratchet Handle Plumbers’ 
because he knows he can regulate the flow of oil 


This vise is constructed of malleable iron, ard is by means of the operating lever. He also knows the 
poeen, poner. Soneminres: | oie, Seren, ban, besteste pe spout cannot become clogged, as Lidseen Oilers are 
from the solid bar, and carefully tempered and drawn Force Feed and eject all dirt from the spout. 
in oil. : A Lidseen Oiler will outlast any other oiler made. 

Furnished with Athol ratchet handle only. Constructed of heavy steel—All welded. 

Pipe capacity, % in. to 3% in. You need only to show the Lidseen Oiler to sell it. 

Weight, 20 pounds. aS a numbers. Copper plated or gun metal 

Have You Catalogue 36-C? Ask your “we representative 
: or ask us 
Athol Machine & Foundry Co. LIDSEEN PRODUCTS 
Athol, Mass., U. S. A. 832-840 So. Central Ave. Chicago 














HOW TO BUILD. AS YOU GROW 


With Heller Shelving it is not absolutely necessary to tear out all of your present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few months when the additional profits from the first installation 
warrant install one or more cabinets until your store is completely modernized with Heller’s Hardware Shelving. 


Cabinet No. 606 Cabinet No. 605 Cabinet No, 602 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sise 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique finish. 


EASY TO INSTALL, simply cut away enough of your 
present shelving so Combination No. 122 will fit in. 
It is not necessary to remove shelving higher than 7 
gy ie inches as this will rest on top of Combination 
0. i 


Change can be made after working hours with your 
regular sales force. 


No interruption in your business and no confusion. 


a? ® Write TODAY for complete specifications and Catalog 
Cabinet No. 322 Cabinet No. 3908 Cabinet No. 305 No. 26-A. 


W. C. HELLER & CO. - - - MONTPELIER, OHIO 
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Brushes and Brooms 


All made especially for the Hardware 
Trade and every one shows a thorough 
understanding of requirements. 


Whatever your needs in Wire, Bristle 
and Fibre Brushes and Brooms we can 
promptly supply them. 


REL OB” 5 oi ae 
OT nent VO ced 
cet 


Send for Catalog and Prices. 


MILWAUKEE 
Brush Mfg. Company 
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xo Your Friends, 
Your Neighbors 


and Customers Go on 


forever wringing their mops by hand. Show 
them a better, quicker, more sanitary way of 
doing this dirty job. Tell them about 


CANT SPLASH 


MOP WRINGERS 


This labor saving device meets with instant approval 

wherever shown and demonstrated. 

It sells readily at a good profit and one user tells another, 

thus constantly increasing the demand automatically. 
Stocked by Jobbers. Send for Catalog. 


WHITE MOP WRINGER CO. 
33-35 MOHAWK ST., FULTONVILLE, N. Y. 


Endorsed by Good Housekeeping and New York Tribune Institutes 
and Home Economics department of Schools, Colleges, Farm and 
other Papers everywhere. 
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Let Electricity Sell Electrical Goods 


The best way to display any 
product is to show it in 
action. That’s why it’s so 
easy te display electrical 
goods. Electricity is ready 
to help you create strong 
selling displays. 


Take lighting fixtures, for in- 
stance. A display which fea- 
tures an unusual lighting ef- 
fect will attract attention and 
sell fixtures. The window 
shown here is a good ex- 
ample of a lighting display 
which proved its worth in 
sales. 

Other electrical goods display just as well. Wash- 
ing machines and vacuum cleaners lend themselves 
readily to demonstrations. The fourth issue every 


month of Hardware Age presents electrical mer- 
chandising and display ideas. 





Profits in electrical appliances are good. But you 
must keep your turnover speeded up by proper 
display. Put electricity to work and watch your 
sales increase. 
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H. B. SHERMAN MFG. CO. 





THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 





Sherman Hose Clamps Diamond Nozzle Sherman Coupling 
A The Best At Any Price There is no Substitute. Look for the 
Rust-Proof Cost Less Than Other Good Ones Word Sherman Stamped on the Net 
Clear Through 
The Only 
Perfectly 
Satisfactory | 
Clamp Made (Patented) (Patented) 


SEND FOR FREE BOOK-—SOLD BY JOBBERS 
THERE’S A PROFIT FOR YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 

















BATTLE CREEK, MICHIGAN 





Quality Counts 


Valves and Fittings are a most important part 
of every installation and should be carefully 
selected. 

‘‘Dependable” Valves and Fittings are durably 
made of the best materials for long service; 
once installed you can forget them, 


It is more care in the selection of raw material, 
more attention to final test and more con- 
scientious workmanship that make it possible 
to unconditionally guarantee every ‘“Depend- 
able’ product. 


DETROIT BRASS & MALLEABLE WORKS 


DETROIT MICHIGAN 
Sole Manufacturers 


THE “DEPENDABLE” LINE 








The “Dead Bolt”Feature 
Latch 


Sells the 








Show customers how absolutely 
ferce-proof they can make their 
doors by installing the new 
Dead Bolt Night Latch. 


One slight of the 
knob makes this latch rigid 
thorough! from the 


y tamper-proof 

inside or outside. Only the proper 
key can open it. 

Safeguard your interests by installing Dee 
Latch No. 202 on your door. Right now—vuild- 
ing time, repairing time and near-vacation time 
—ig the time to sell dozens of Locks. 
Write for prices and catalogue No. 6 fully 
illustrating our complete line of Locks, Paé- 





locks, etc. 1 | . 
qi) INDEPENDENT IOCKCO.G@®D | ie 
Leominster Mass. US.A. ©: 





Manufacturers of Cylinder Locks, Padlocks, and Key Bianks. 
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STANLEY 
BOX STRAPPING 







New Yerk Chicage SanFrancisce Les Angeles 
Seattle 


Manufacturers of W: Hardware 
pong Mts ye 
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BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 


1 Gal. Cans 2.25 per gallon 
lo “é “ 9.35 &é 6é 
% sé “cc 9.45 é 6é 


Delivered Your City 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Whites and Tints 
Lead & Zinc 81% 
Calcium Carbonate 10% 
Barium Sulphate 9% 
Pure Linseed Oil 82.00 
Japan Dryers 15.50 
Solution 2.50 


We confine ourselves to one dealer in a City. 


Ask Us for More Information 


Progress Paint Mfg Co., Inc. 
Louisville, Ky. 





Radio & Electrical Supplies 


iors Alter’s “POCKET- 
OOK” is a net price, monthly 
se containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 
If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. 
Since all rices in- the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 








STAR HACK SAW 


Counter Salesman Display Rac k 


Ask your jobber or write 
direct to us for information 
en how you can get this 
sales boosting, time saving 
device. Made of metal and 
handsomely decorated in 




















Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 


netting, wire fences, 
steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 





Illustrated books describing uses, FREE 


American Steel& Wire 


Chicago—New York Company 








COOLER IRONING 
Less Time—Less Labor—Less Expense 


Royal Irons do better work in less 
time—simple as the old style irons 
and twice as easy to work with. 
Heat regulated instantly. Handle al- 
ways cool. Two cents worth of fuel 
does average ironing. OVER one 
million in use. 


Special “‘Advertising 
Offer’”’ to dealers 


Royal Self Heating Iron Co. 
Big 


Prairie, Ohio 


"Seog woting Irom 











f [ADDERS 


MODERNIZE 
STORE METHODS 
































To provide adequate storage facilities for 

shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 


sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


tread steps, full length hand grips, rubber tives, 
"qvethead track system, firm construction throughout, 


of ample strength for safety, convenience and 
oa One style only—neat of design— 





The ELECTRICAL GOODS 
MARKET 


For practical, commonsense hints on How to 
Sell more Electrical Merchandise watch the 
fourth issue of HARDWARE AGE each 


month. 


This number will contain feature stories on 
the merchandising of electrical goods through 
hardware stores and a special electrical mer- 
chandise advertising insert. 
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"7 Anchor 


to 


Dealers who push Anchor Brand Wringers are making 
the sales therefore are getting the profits out of the 
wringer business. 


Anchor to Anchor Brand 
LOVELL MANUFACTURING CO. 
ERIE, PA. 


World's Largest Manufacturers 
of Clothes Wringers 
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Lasts a Lifetime 


LIFETIME Ware is a 
heavy weight line. It will 
not easily dent or bend 
and is guaranteed for a 
lifetime. Manufactured 
of especially hardened 
aluminum; it is built for durability. 

Four factories and our own rolling mills enable 
us to offer you excellent service. 

We also manufacture a complete line of Alum- 
inum Utensils for special sales. 

Write for the new price list on LIFETIME Ware 
and our special deal on Electric Percolators. 
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: Str onger 
WHetta ia, 


fewer losses 










Sizes 
70 exes 
and up 


from disease 


“T never lose any of my chickens with white diarrhea 
that are hatched from the Queen,” wrote Mrs.. Bessie 
Taniges, Herrick, Ill. “I have a Queen Incubator that 
has been used since 1907—bought it second-hand six 
years ago and have used it ever since. I would not give 
the Queen for any two machines of any other make I 
ever used.” 


It is a fact—testified to by Queen users all over 
America—that chicks properly hatched are half raised. 


Turn your attention to the lines in which business is 
good. We will help you organize an Incubator Depart- 
ment and show you how to make it pay. Ask us how we 
help. 


QUEEN INCUBATOR CO. 
1124 North 14th St., Lincoln, Nebr. 
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ALUMINUM PRODUCTS Co. 








La Grange, Ill. 
BRANCH OFFICES: 
New York City Cincinnati Los Angeles 
1133 Broadway 6th and Vine Sts. 420 S. San Pedro St. 
Chicago Philadelphia Oakland 






111 W. Washington St. Sth and Chestnut Sts. 201 E. 11th St. 












Economy All Metal Weatherstrips 
Sell Themselves 


“I stocked up with weatherstrips two years a , 

h go, and I’m still 
stocked up. Weatherstrip concerns shou] 
when they fill our bing.’’ me send us 2 sales plan 









¢ 
Economy All Metal Weatherstrips sell themselves because we <& or 






furnish a definite sales program with nece 
literature to every dealer that orders. aeasy anvertising © ofS 
Economy All Metal Weatherstrips sell at a } Fy oF ss 
are guaranteed to last as long as the window, a oe gf oer o 
be easily installed by an amateur. Write today for Ss” 32... 
samples and full information. © ot Oe f° 
< xe = 
. S 0 
Sager Metal Weatherstrip Co. “,¢.°r.s* 
-_ . 
162 W. Austin Ave., Chicago Pee . eG 
@ 4 x 
og ‘ 8 s ss < 
m > 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
. the bottom. The entire length of the ALLEN is 
uttlized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. tiartForbConn: 
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Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 


When spark plugs are 
rusted in, it takes a — 
wrench to remove t 

We will guarantee our 
3620 to do this trick. 







The 3620 can be used oa 
cylinder head bolts and 

will get the two = - 
the dash. You can use 
it on water connections 
and other parts. 


Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 
and be a fast seller. 


WALDEN-WORCESTER 


Incorporated 
WORCESTER, MASSACHUSETTS 
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Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


—_— ee 


Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 





Telescope 12in.; i- ; 
iniet-pawer, IS w 20 ©watisfies trade; profitable to you. 


diameters; horizontal 


circle, 314 in. diameter, HKUGENELDIETZGENCO. 


complete accessories, 


sxipod, box, etc. a New York San Francisco New Orleans 


ittsburgh Philadelphi: W 
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Bes 


RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 





Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They aré made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 
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_ ROCK ISLAND eee VISE 
Swivel 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a V\|SE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. CO. 
ISLAND, ILLINOIS 





— 











such a complete aggregation of important 





























: “LENOX” 
", HACK SAWS —-BAND SAWS 








AMERICAN SAW & MFG. co. 
SPRINGFIELD, cin came 























NOW—Standard of the World 


Stottes 
Ase tntet 





Not another blow torch in the world embraces 





improvements as the 


TURNER BOTORCH 


Pleven exclusive features—each a capable 
sales-maker. And the marvelous safety fea- 
tures unlock the biggest market you’ve ever 
had with blow torches—every home needs a 
safe blow torch. Share with us in the sales 
record Turners promise to = in 1924! 
Order at once from your jobbe 


District Representatives: 





Manufacturers of B 
Torches, Tire Pots and 
Brazers. 


Ios Angeles: Rice-Hitt Co., 416 eer Bidg. 
agg Rice. Hit Co., 1427 L. C. Smith Bldg. 


San Francisco: Rice-Hitt Co., 623 Larkin St. E World's Largest 
The Turner Brass Works, 36 Murray St. 
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0-B BRAND 


TACKS cities 


HIGHEST QUALITY—NONE BETTER—HEADS 
PERFECTLY CENTERED—NEEDLE POINTS FULL 
WEIGHT AND COUNT. 


ALL KINDS CUT TACKS, BASKET, CLOUT AND TRUNK 
NAILS. PROMPT SHIPMENTS. 








Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 


We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
' work. 


SAFETY 
FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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6, 8, 10, 12, 14 
and 16 Ft. Lengths 





A Tree 
Trimmer 
Which Stays 
Straight 


The rod connecting knife lever and handle lever crosses the pole, 
not only giving compound leverage, but equalizing working 
strains and preventing warping of the pole. Cutting head easily 
trims 1% branches. Like all Bartlett Compound Lever Products, 
made of the best material. Write for Catalog, Prices and Dis- 
counts, 


BARTLETT MFG. ‘CO. 


430 E. Lafayette Ave., Detroit, Mich. 

















HARD FIBRE 


Tonawanda, N. Y. 





Saab dicie Fibre Co. Inc., 








G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIOK 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











Geo. W. Diener Mfg. 
400 N. Monticello Ave., Chicago, fil. 








eS = a > lpm ‘ = tL 
By { imbt ip? iy F a 
J 4 i 
oT ah @ 
Ce) eee 





Hotel 
Sinton 


the hotel of character, 
in the city of character, 


CINCINNATI 


Accomodations for 1200 guests 
Every room with bath and servidor 











Management of JoHn L. Horcan 
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Osborne High Grade Punches 








Besides Punches Our Lime Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Puwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








a ©, "tbe. best ——_ o 2 F 
ee ve Fale? 


“pater fo 
ey Oshing tackle ABBEY & IMBRIE 


isse foe. ‘Identification na Dicteton of Bab , Marrey @ tmbrt 
dealer in fishing tackle essential. 97 Chambers St., New York 











UNIVERSAL ¢ramr 


Adjustable, Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than 8 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every clamp and carton. 
Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. | 
Hackensack, N. J. 
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SEYMOUR SMITH PRUNING SHEARS 


A Full and Complete 
Line of Pruning Shears 
y2and Tree Pruners. 

ABSOLUTELY 

GUARANTEED. 

Write for New 
Illustrated Datalogee. 





Vineyard Pattern 
Manufactured by 
SEYMOUR SMITH & SON, 7 ‘@akville. Conn. 
Sales resentatives: John H. Graham & Co., 113 Chambers St., New York. 











Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 














t Lampe—A Complete Line 
CONSOLIDATED ELEOTRIO 


co. 
26 Maple &t. DanVers, Mass. 
under the General 





‘Licensed 
en ah Incandescent Lamp patents.”’ 


American Can 


Plectric American Can Company 





TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 























PRESSURE COOKERS 


“simplest and Beat . SILVER LAKE salen | 
A at #16. .50 = at. ot. 958. 50 SASH CORD Manufactured by | 


50 
Cc MPLETE—NO ‘BXTRAS 


TAberal discount to trade 
SELFSEAL PRESSURE 
COOKER CO. JAMAICA, N. Y. 





FULL LENGTHS | 
Siiver Lake Co., Newtonville, Mass. 


NET WEIGHTS 








U. S. Clothes Pin Co., Montpelier, Vt. 
; ‘ Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 























TACKS 


GEO. BAKER & SONS 
BROCKTON, MASS. 


A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Ce., Worcester, Mass. 


The “TORREY” 














Freight Elevators 
and Dumbwaiters 


Write for 
our catalog 


Energy Elevator Company 
214 New St. Philadelphia, Pa. 


Waltham, Mass. 
Tubular and Bifurcated 


—- RIVETS = 


J. L. THOMPSON MFG | 








Easily first in the manufacture of 
effective tools for stone-working. 
Send for our catalogue—FREE. 














a & HOLDEN CO. 








Economy 
Hose Attachments 
or connecting hose to smooth 
Ma Blipe on and off easily. 
Economy Mfg. Co. 
5350 German 


town Ave. 
Philadelphia, Pa. 





BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


Vermont 








Manufacturers of Punches and Sets (Hand 

Drive and Foot Power) for Leather, Cloth and 

Metal, Punch Tubes, Punches and Dies. All 

kinds and we made to order. Write jobber. 
lished 1858. 











Booklets free. Estab 








Sole Importers 





SCYTHES 


Scythes since 1812, _s ea. 1800 


RIXF ORD MF East a ll Vt. 


190 Dorchester Ave., Boston, Mass. 


| EYELET TOOL CO. - 








CRAYONS 


FOR EVERY PURPOSE 


J 
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Boston, Mass. 





ST ANDARD CRAYON MFG. CO., 


DanVers, Mass. 











N SOMMER’S 
PEERLESS FAUCETS 
Made Pepe phen Maple, with Leather 


Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Oroee. 
John Sommer Faucet Co., Newark, N. J. 




















Chalk Lines 


Clothes Linese—Masons Lines 
Picture Wire and Shelf Hardware 





TURNER & STANTON CO. 
251 Broad Street, Norwich, Coan 
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Sere WANTED EVERYWHERE 
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Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 


CHAIN-LINK 
WIRE FENCE | 

















! re) fi Mata\t ATATE 
sa i 
Ask for Catalog 


THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, Cincinnati, O 














Stearree  * 
HANDLES 


For Small Tools, Utensils, Blectricel Goods, Etc. 
STRATTON MFG. CO., Stratton, Maine 








BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 
WH PROTECT THE PDEALER. 








[BS BROWN & SHARPE af my on 
Providence, R. L., 








CWILLIAMS | 
CHAIN PIPE VISE 


Just try one—you will never use 
any other. 


Have you our catalog? 
J. H. WILLIAMS & CO. 
Brooklyn Buffalo Chicago 




















Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
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Send for Catalog 


| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. | 
———————<_—— , 














_ TAPS re DIES 


Sa a ae 


Precise Unatorm 


W/ J. M. - Carpenter Tap and Di Die ¢ Company 
Pawtucket “Sheds Island 




















: Makers of Every 
Kind of Screw, 
Nut and Bolt. 


CORBIN SCREW CORPORATION 


American Hardware Corp., Successor 


229 High Street New Britain, Conn. 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BoRAX COMPOUND Co. 





Fort Wayne, Ind. 

















U. S. Expansion Bolt Co., 139 Franklin St., New York 


‘BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 











THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 








STANDARD SINCE 1865 


For 58 years Priest’s Ciogere 
Py i. sell so a. 4 x 
Barbers and Horsemen. We 
make both kinds. 
American Shearer Mfg. Company 
Nashua, N. H. 




















Manufacturers of 


BIRD 
CAGES ma 


NYY) 









779% 









35-37 Wetetes Street 








Q. Lindemann & Co. 


Established 1863 
New York 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 
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Jpportunity Exchange 











RATES 


Set Solid: 
All Caps: 
Box a 


$3.00 = minimum of 50 words—6c for each additional word 
$4.00 for minimum of 50 words—S8c for each additional word 
$5.00 for 1 inch—$4.00 for each additional inch 

Discount for 4 insertione—15% Discount for 8 ineertions 


Positions Wanted Advertisements—50%, off the above rates 











Business Opportunities 





Help Wanted 


Positions Wanted 








I'VE MADE MY PILE 


_ satisfied to quit and let some 
“carry on,”’ so I can retire to a 

life of travel, golf and pleasure. I 
offer for immediate sale my up-to- 
the-minute store consisting of general 
hardware, electrical, household and 
factory supplies, builders’ hardware, 
paints, &c. Store 30x190 ft., also 
basement and warerooms facing two 
paved streets, one the main street, in 
the exact geographical center of “‘the 
ideal eity for home and business.’’ 
A clean city, 4th healthiest in the 
U. 8. Good schools. Good water 
and mountain air. Present popula- 
tion 55,000. On the beautiful Sus- 
quehanna Trail. Hundreds of miles 
New concrete State roads radiating, 
North, South, East and West from 
my store. 1200 seat picture theatre 
next door. Big crowds. Have ex- 
clusive agency for Red Cross Stoves, 
Yale Hardware, Chi-Namel Products, 
&c. Business established 50 years. 
Only three competitors and they're 
a mile ~ & Desirable lease and 


future b privilege. Stock, 
ass. ty | bright =~ oom. Terms, 
I personal 


a a wh 3 in Dun’s. 
No agents. No pikers. Come ahead. 


WILLIAMSPORT HARDWARE AND 
STOVE COMPANY, 750 WEST 4TH” 
| STREET, WILIAAMSPORT, PA. 














FOR SALE—GENERAL HARD- 
WARE BUSINESS in a rapidly 
growing manufacturing city of 120,- 
000 population; is located in exact 
center of retail district and was 
foundéd in 1872; clean, well bal- 
anced stock and up-to- date fixtures; 
sales 90% cash; stock will run about 
40,000. owing to age and long ill- 
ness offer exceptional opportunity; 
no agents. Make «7 cash offer after 
investigating. Jos. A. Scott, 29 Oak 
Lane, Trenton, N. J. ; 





TYPEWRITERS—AIll makes of 
slightly used machines, $20 up. Easy 
rc payments if wanted. Free 
trial. Express prepaid. Guaranteed 
two years. Write today for price 
list. Payne Company, Department 
282, Rosedale Station, Kansas City, 
Kansas. 





FOR SALE: 12 blade, late model, 
ODELL Safety Razor Sharpener. 
10 extra blade holders. Machine in 
erfect condition. Owner has other 


interests that take up his _ time. 
Cost $377.00. _The first $125.00 
cash takes it. Harry C. Hill, 617 


West 2nd Street, Hazelton, Pa. 








FOR SALE: Hardware and Har- 
ness Store in Central Illinois town 
of 400 population. Doing a good 
business. Stock and Santee “$3500. 
Address Box F-985, care HARDWARE 
Ace, New York. 





Hardware Store. 
Cash 
Fire- 
4000. 

Twenty 


FOR SALE: 
Clean stock and up-to-date. 
trade. Established 25 years. 

roof building. Town of 

stern Pennsylvania. 
miles to nearest city. Industries 
always busy. No labor troubles. 
Selling reason, owner has other in- 
terests take his time. A real prop- 
osition. Address Box F-989, care 
Flarpware Acgz, New York. 





HARDWARE AGE has the 
quality circulation it the 
hardware field. 


— 


> oes 





Salesman to cover Missouri, Kan- 
sas, Nebraska and Iowa, to sell a 
line of tools that have been on the 
market for over twenty-five years 

APPLY FOR OTHER 
TERRITORIES 


A man experienced in hardware and 
knowing that trade is desired; age 
25-35 years. Address Box F-968 
care Harpware Ace, New York. 





Representative New York whole- 
sale hardwate concern has openings 
for several salesmen to cover terri- 
tory within -radius of about 100 
miles of New York. Only those 


with experience and following in 
this line need apply. Address Box 
care HaArpware Ace, New 


F-986, 
York. 





Positions Wanted 


Would like to hear from Factory 
having position open to represent in 
South and Southwest. 15 years on 
the road. Well known with the 
wholesale and retail hardware trade, 
can give reference. 
F-979, care Harpware AGE, 
York. 


New 


dress Box. 


Positions Wanted 


Married man, 28 years old, wants 
perion in retail hardware business. 

ht years’ experience. Can sell, 
a. stock, do anything. Some 
lumber experience. Want perma- 
nent position. Central West pre- 
ferred. Address Box F-950, care 
HarpWwareE AGE, New York. 














SALESMAN: Now. calling on 
the jobbing and retail trade in the 
East for large manufacturer of fine 
tools, wishes position with reliable 
manufacturing company selling kin 
dred lines. ith present concern 
fifteen years and can show success 
full record. 39 years old, married 
and have family. Address Box 
a care Harpware Ace, New 

ork. - 





salesmen, 
years’ 
covetiakr 


age 30, married, four 
erience as salesmanager 
‘obbing, retail and direct- 
tocconsumer mpetent of 
assuming coma Possess 
pleasing personality an ‘enthusiasm; 
seeks connection with reliable house 
desiring dignified and profitable rep- 
resentation in Connecticut or all 
New England. Reside New Haven, 


Conn, Available now. Address 
Box F-971, care Harpware AcE, 
New York. 





BUYER: Executive ability, would 
also consider managing sales or com- 
piling catalog. Twenty years’ whole- 
sale and retail hardware experience, 





all lines. G habits. Address 
Box F-980, care Harpware AGE, 
New York. 

Young man, 26 years old, wants 
position in rétail hardware store 
Six years’ experience. Can _ sell, 
keep stock, do anything. Have had 


good stove experience, also window 


decorating. eferences if desired 
Connecticut, New York, -Pennsyl 
vania or New Jersey preferred. 


Address Box [-984, care HarDWARF 
Acre, New York. 





HARDWARE 
ATTENTION—Live wire hard 
ware, houseware, plumbing and mill 
supplies man wants a position with 
a concern that needs new life an 
ability. Fifteen years at the game. 
Can handle myself as well as others. 
Expert on stock systematizing. Can 
you. use me? New York, New 
Jersey, Petinsylvania or Connecti 
cut preferfed. Address Box F-966 
care HarpwarE Ace, New York. 





A young 
a. thorough knowledge of the hard- 
ware ‘business, both wholesale and 
retail, managing buying and selling 
would like to get in touch with a 
good reliable house that has a re 
sponsible position open. Reliable 
good correspondent and city desk 
Address Box 


man. A-1l references. 
F-982, care Harpware Ace, New 
York. 








**Your Advertisement Was the Means 


of My Procuring My Present Posi- 


tion.”’ 


A salesman (whose name will be given on request) sought a 
position on the road for a hardware jobber. 
advertisement four times in the Opportuunity Exchange Section 


and got immediate results. 


He writes as follows: 

“Would say that I signed up with 
Phila., Pa., and have been on the road for them for 
Your advertisement brought me many 


two weeks. 


good answers, and was the means of my procuring 
my present position.” 


When you advertise in the Opportunity Exchange Section of 
Harpwars AG you are making your wants known to the entire 


responsible hardware trade. 





/ 


He inserted his 





Co., 








MERCHANTS, | we 


man, well educated, with’ 








. Pyrite om 3 SALES COM- 





, RE- 

TAIL AND HARD. 

RE AND OMOTIVE 

ES EXPERIENC 

T TO HEAR FROM YOU 
LARGE OR > aa UD 
NOT HAVE TO AWAY 
YOUR BIRTHRIGHT TO DEA 
WE E INTER 


LIVE FACTORIES, RESULTS 
HOLD OUR LI R 
LET’S GO! ADDR 





DDRESS 
F-981, CARE HARDWARE AGE 
NEW YORK. 





MANUFACTURERS AGENT 


wants commission line for Illinois 
retail hardware trade. I personally 


call on the trade in a machine over 
the greater portion of Illinois, mak- 
ing all small towns. Havé two very 


|.short high class items. om commis- 
“sion to old established trade “in al- 


most every town. Earnings are 
large, reputation the best, present 
companies for reference. Can de- 
liver you volume business and 
square deal service if you have a 
quality product.. Box 235, Peoria, 
Illinois. 





WANTED—One or two stron 

lines of merit that will repeat ron | 
a fair volume of business secured’ 
for the hardware, implement or de-: 
partment store trade for New. York 
State and Pennsylvania. Commis- 
sion basis. Established trade of 
years’ standing, aggressive represen- 
tation, fully responsible. Address 
Box F-956, care Harpware AGE, 

New York. 





” 


Manufacturers Agent covering 
wholesale, large retail hardware, de 
partment stores and automotive ac: 
cessories in Pennsylvania and New 
York States, desires exclusive sales 
right for real live lines. Must be 
lines which will give satisfactor 
returns for an honest intelligent ef- 
fort. Undquestionable references fur: 
nished. Address Box F-947, care 
HARDWARE Ace, New York. 





LET US DISTRIBUTE YOUR 
PRODUCTS TO THE NEW 
ENGLAND MARKET 
A manufacturer of an article ‘old 
to the New Baglend wholesale hard- 
ware and woodenware trade during 
the Summer and Fall months, would 
like other lines to distribute, pref- 
erably those ich have principai 
demand during Winter and Spring 
Can offer service of selling, ware- 
housing, and truck delivery to Bos- | 
ton. Situated within three miles 


of Boston, an ideal location for rail 
and water a 
dress Box 

ce, New York 


ping facilities. Ad- 
+s care HARDWARE 
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Rea en 
THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 

No allowance will be made for errors or failure to insert. 

A D L S 
Abbey & Imbrie............... 104} Deming Co., The .............- 89} Lidseen, Gustave .............. 97 | Sager Metal Weatherstrip Co... 102 
Aladdin Industries, Inc. ....... 90 | Detroit Brass & Malleable Wks. 99/| Lindemann & Co., O. ......... 105 | Samson Cordage Works ....... 105 
Allen Mfg. Co. ........5.005:: 102 | Dexter Co. ......... se eeeeeeeee el | ey ee eee 101 | Save Electric Co. ............. 26 
Alter, Harry, & Co. ........... 100 | Diener Mfg. Co., Geo. W. ...... 103 |. Ludlow-Saylor Wire Co. ....... OS | Gehets Bile. Gar «occ ccccesce. 92 
Aluminum Products Co. ....... 101 | Dietz Co., R. E. .........-+--- 18 Selfseal Pressure Cooker Co.... 104 
American Can Co. ............ 104| Dietzgen Co., Eugene ......... 102 Sherman Mfg. Co., H. B. ...... 99 
American Chain Co. .......... 86 | Disston & Sons, Henry ........ 2 M five lathe Ge... ....... 104 
American National Co. ........ 31 Simonds Saw & Steel Co. ...... 9 
American Saw & Mfg. Co. .... 102 E McKinney Manufacturing Co.,. 73) Sinton Hotel .................. 103 
American Screw Co. .......... 85 Marion Tool Works ..... vesees 6] Smith & Son, Ine., Seymour.... 104 
American Shearer Mfg. Co..... 105 | Economy Mfg. Co. ..........-- $061 Momped Ces... ccseciseccccccce 32 | Snap-On Wrench Co. ......... 109 
American Steel & Wire Co. ... 100/ Elastic Tip Co. ............... 97| Milwaukee Brush Mfg. Co. .... 98 | Sommer Faucet Co., John ..... 104 
American Wire Fabrics Corp... 14); Energy Elevator Co. .......... 104 | Myers & Brothers Co., F. E.. .16-100 | Spaulding Fibre Co., Inc. ..... 103 
Anti-Borax Compound Co...... 105 | Ensign Bickford Co. .......... 103 Standard Crayon Mfg. Co. ..._. 104 
Apex Electrical Dist. Co. ...... 24| Eureka Vacuum Cleaner Co..... 21 ae 99 
Armstrong Mfg. Co. .......... 96 | Eyelet Tool Co. ..............- 104 N es SS ane 36 
Armstrong Mfg. Co. .......... 19-20 Sterling Mfg. Co. ............. 94 
Athol Machine & Foundry Co... 97 F National Manufacturing Co. ... 38 | Stewart Iron Works Co. ....... 105 
Atkins & Co., E. C. ........... 5 National Sign Stencil Co. ..... 13 | Stratton Mfg. Co. ............ 105 

Atlas Tack Corp. ............. 10| Ferdinand & Co., L. W. ....... 92 Nitrogon Electric Co. ......... 4) 
Automatic Incubator Co. ...... 78 | Florence Stove Co. ............ 77 r 
Fowler & Union Horse Nail Co. 105 
B O Thomson Mfg. Co., Judson L... 104 
Torrey Razor Co., J. R. ....... 104 
Babcock Co., The, W. W. .....- 95 G Osborne & Co., C. S. .......... 104 | Trow & Holden Co. ........... 104 
Baker & Sons, George ..... c+++ 104) Gates Rubber Co. ............. 87 Tubular Rivet & Stud Co. ..... 88 
Bartlett Mfg. Co.°............. ie rrr 89 Turner & Stanton Co. ........ 104 
Baur Bale Tie Co. ............. 104 Gifferd-Weed Ce. .........00:: 103 P Turner Brass Works .......... 102 
Bonr Taek Ce. .-....-+--+0-+:- 103 | Griffin Mfg. Co. .............. 93 
Bedford Lamp Wks. .......... 27 Patterson-Sargent Co. ......... 1 
Bemis & Call Co. ............. 96 Peck, Stow & Wilcox Co. ..... 8 U 
Bohannan, Inc., Wilson ....... 94 H Penn & Atlantic Seaboard U. S. Clothes Pin Co. ......... 104 
Boston Varnish Ce. ..........-. 17 Hartford Rubber Works ....... 90 Hardware Ass’n ............ 30 | U. S. Electrical Tool Co. ...... 27 
Boston Woven Hose & Rubber i Mi WE Oe 97 |- Progressive Mfg. Co. .......... 96 | U. S. Expansion Bolt Co. ...... 105 
GK sbedcicedcenssvss dgavect 79 AES ER ae ee 91 | Progress Paint Mfg. Co. ...... 100 | Universal Industrial Corp. .... 164 
Bridgeport Hdw. “gt Corp..... Be. Cetin Oe Oe... occa ewes 22-23 | Pyrex Sales Division .......... 3 
Brooks & Sons, M. 8. ......... 
Boson i thes te Ce. .... 8 Hygrade Lamp Co. ............ 25 V 
Burditt & Williams Co. ....... 104 , E O WO MEET osc eck cieegoues 83 
Cc Independent Lock Co. ..:...... 99 | Queen Incubator Co. .......... 101 Ww 
Cnttnik Biidints Ge 55655.) 88 Indiana Steel & Wire Co. ..... 12 an ie _ ™ eas . 
Carpenter Tap & Die Co., J. M. 105 R White Mop Wringer Co. ...... 98 
Cary Mfg. Co. .........+.++5- 105 J : Co.. I 4 WUE TIS, ebc kc veccccécces 29 
Chicago Solder Co. ............ 104| Jennings Mfg. Co., Russell .... 102 Remington Arms Co., Inc. ..... 3 Wickwire Spencer Steel Corp... 14 
Clemson Bros., Inc. ........... 100 Richards-Wilcox Mfg. Co. ..... 75 Williams & Compa Ji oan 
Coat Waetats Obs oc. s6ckcnies. 11 Rixford Mfg. Co. ............. 104] —— a os 
K re Bs Gee diey tc cctcces 104 
Connecticut Valley Mfg. Co. ... 105 PD EEE TS ci esc cecees es 10 Wright Steel & Wire Co., G. F. 103 
Consolidated Electric Lamp Co. 104| Katzinger Co., Edward ........ 110 | Robertson, Arthur R. ......... 102 en 
Continental Wood Screw Co.... 96| Kawneer Co. ........-..5+-06: 95 | Rock Island Mfg. Co. ......... 102 
Corbin Screw Corp. ........... 105 | Keene Laboratories, Inc. ...... 33 | Rome Mfg. Ce. ............... 81 . Y 
Cyclone Fence Co. ............ O68 } Mell. WRGe. Gee oss vce cicvacecs 26 | Royal Self-Heating Iron Co. ... 100 | Yale & Towne Mfg. Co. ....... 15 








Sales Accounts Wanted 


Southern California jobbing firm 
desires hardware specialty accounts 
Address: PRICE & WAGGONER 
406 Wall St., Los Angeles, Cal. 











Salesman, who has done some 
good work in a difficult market like 
the Metropolitan District, is seeking 
one or two additional lines of merit 
to sell to the hardware and house 
furnishing trade; department store 
or syndicate trade. Highest refer- 
ences. Wide acquaintance. Ad 
dress Box F-987, care HARDWARE 
Ace, New York. _ 





Canadian Agency 
Toronto, desires some ardware¢ 
and Electrical Specialty lines to 
represent in Canada. Will handle 
any specialty which is combined 
with ardware and Electric trade. 
Apply: Ontario Hardware Specialty 


located in 





Co., 170 Euclid Ave., Toronto, Ont 


Sales Representatives 


Wanted 


Indiana Aluminum Ware 
Corporation, Elkart, Indiana, man- 
pfacturers of Aluminum cooking 
utensils, want a good live wire sales- 
man to carry their line exclusively 
and also six good side line salesmen 
—good territory and the right man 
can make big money. ust have 
close association with hardware, de- 
partment and furniture stores. Only 
experienced salesman considered. 
We also manufacture two styles of 
Electrical percolators and prices are 
right. Applications strictly confi. 
dential—give experience and refer. 
ences in figst letter and state whether 
applying for exclusive or side line. 
Address Box F-914, care Harpware 
Ace, New York. 





The 


Sales Representatives 
Wanted 


Established manufacturer wants 
salesmen calling on hardware, house- 
furnishing and auto accessory trade, 
to handle new items as side line. 
Goods are high grade and something 
needed by everyone. Liberal com- 
mission, protected territory. State 
lines.now handled and territory cov- 
ered. dress Box F-955, care 
Harpware Acz, New York. 











Salesman wanted to sell on com- 
mission complete line of Hardware 
and Tools in New York City and 
surrounding towns. One _ familiar 
with the Metropolitan Trade. Give 
complete information as to experi- 
ence, commission expected and ref- 


erences. All information will 
held strictly confidential. Address 
General anager, Drawer 1458, 


Hartford, Conn. 





Sales Resstecntatives 
Wanted 


Agents to sell THE WEIGHT 
SLIDE RULE to machine and forge 
shops. Write for circular: The 
Hornyak-Kelly Co., 620 South 5ist 
Street, Philadelphia, Pa. 








WANTED: Experienced hard. 
ware salesman to represent wel! 
known line of hardware specialties 
in the following states: Michigan, 
Missouri, Kansas, Texas, Wiscon. 
sin and Philadelphia, going to the 
retail hardware and department store 
trade. In replying give State or 
States now covering as well as pre- 
vious experience and present line 
you are representing. Address Box 
F-988, care Harpware Ace, New 


York. * 
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One motion of your hand 





Sitting at your desk, you can reach 
Hardware Buyers Catalog with 
one motion of your hand. That's 
one reason. why dealers every- 
where are using the Green Book 


first when they want hardware 


—————e os le i ee 5 


information. It makes for greater 





efficiency in buying. 


Hardware Buyers Catalog | 
& Directory | i 


239 West 39th Street, New York City | 


Every Dealer 
Has‘ a Copy 
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DEALERS! Hereisa 
Real Socket Wrench Departmen 














LSOURTMEN 
3 | Sockets and Handles As Needed 
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See This Cabinet at 
These Shows 


Western Retail Implement & Hard. : 
ware Association ee “ 
Kansas City, Jan. 14 to 18., . 


Oklahoma Hardware & Implement 
ssociation 
Oklahoma City, Jan. 29 to 31. 






Snap-on Snap-on 


Kei f Wrenches 













Indiana Retail Hardware Association 
Indianapolis, Jan. 29 to Feb. 1. 







Wisconsin Retail Hardware Associa- 
ion 
Milwaukee, Feb. 6, 7, & 8. 


Iowa Retail Hardware Association 
Des Moines, Feb. 12 to 15 

























This new Snap-on Cabinet tears down 
the last barrier to handling Snap-ons. 
Gives you a complete, convenient stock 
in small space, from which you can | 
select and sell Snap-on Kits for indi- — eens : 
vidual cars, like the Buick Set shown a es 
above to the right. Our special book 
guides you in selecting kits and makes 
you a socket wrench expert. Write for 
details, or get them at any of the effective, compact—always ready 


Hardware Shows listed at the left. business. Makes many sales itself by 
' arousing curiosity and holding interest. 


MOTOR TOOL SPECIALTY COMPANY Distributing Branches: 


Michigan Retail Hardware Association 
Grand Rapids, Feb, 12 to 15. 


Pennsylvania & Atlantic Seaboard 
Hardware Association 
Philadelphia, Feb. 12 to 15. 












Illinois Retail Hardware Association 
Chicago, Feb. 19, 20 and 21. 






‘New England Hardware Dealers’ 
Association 
Boston, Feb. 20, 21 & 22. 











Ohio Hardware Association 
Cincinnati, Feb. 19 to 22. 





New York S Retail Hard 14 E. JAcKson Btivp., CHICAGO. CHICAGU, Joie Michigan Ave. 
r ate Retail Hardware ; PHILA 5 air- 
ya, 0 Hay Snap-On Wrench Co., Mfrs., a A 






mou ve, 
MILWAUKEE, WISCONSIN. SNaES CrTt, 1933 Madee St. 





New York, Feb. 19 to 22. 


Missouri Retail Hardware Association 
St. Louis, Feb. 26, 27 & 28. 


Minnesota Retail Hardware Associa- 
tion 
St. Paul, Feb. 26 to 29. 

Alabama, Florida, Georgia & _ Ten- 
nessee Retail Hardware & Imple 


ment Association 
Atlanta, May 27, 28 & 29. 






Ave, 
MINNEAPOLIS, 111 5S. Tenth 


St. 
< = 519 West Broad 
t. 
DENVER, 1515 Larimer St. 
ay ty YORK, 1776 Broadway. 








St. 

SAN FRANCISCO, 280 Golden- 
gate Ave. 
RTLAND, Ore., 106 13th St 


INTERCHANGEABLE INDIANAPOLIS, “631 N._ llline 


St. 
ATLANTA, 227 Spring St. 
9 : 


T 
- DALLAS, 312 S. Ervay St. 
oc. e renc es SEATTLE, 910 E. Pike St. 
DETROIT. 4849 John R. St. 






Hardware Association of the Carolinas 
Wrightsville Beach, N. C. 
June 17, 18 & 19 






























Here is the Cabinet closed—handsome, 


ST. LOUIS, 2609 Washington 


S ANGELES, 1341 S. Hope 





























COVERED 


| black Hee 


ROASTERS 




















| Get More Women in Your Store 








Low priced, high quality merchandise draws the biggest crowds. That is why Black Beauty 
BYeltie) (ame Wer iccewe all Mr lece (a am calcmmetlicenloc meu elocmmelice Ms loM eltlam er tlmratelelel mele Cha Mmm Auoay 
woman sees their many advantages immediately — and the prices are attractive. The big three- 


3 piece roasters lead the line. Stock them now—and display them early: 
a : Three-Piece Roasters— With Basting Rack 
tea * No. 10 Size 11 x 16x8 List Price Per Doz. $13.50 No. 20. Size 1245 x 174% x 9% List Price Per Doz. $18.00 











Sven a (ouue cert icc a teem weslasleltiabertieteta cele 








r er - —-- - ach y ° 
Serato werticae: N Now is the time 
Fo break all records ee celal eh Aveltlaicerel < 
colare [ttle ams eaelile of roasters and 
: able turnover. drip pans for fall 
| : business. 
Show them -— price 
a stastier betem Zelemc atl Seon sit:lel an sianite 
sell them. ers . 
appar : ty Line is nation- 
They have the same ally advertised 
features “presiophs : aleve Mente lcm ehmaete 
corners, self-basting ; . atte 
( S ng j largest exclusive 
top and rotary ‘ ‘ Plommerttelttetaattace 
~ " « « A 
Steam Vent— as the * Ne nea 
5 | Three- Piece Roast- — oe 
Ps cum Celt) ame hed of okt All leading jobbers 
* will be gladto quote stock this line. If 
you discounts — or ‘\ yours does not— 
write to us. write to us. 
No. Size List Per Doz. No. List Per Doz. No. Size List Per oz. 
1 6%x9%, «5% $3.40 3 9x14x7 $5.00 5 10x 15x 7 $6.50 
y Sx izgud 4.50 4 10%x10%x 5% 4.80 6 10%x15%4x8 a 
No. 7 Size 13 x 18 x8 List Price Doz. $7.95 
4 
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